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JUST TAKE ONE OFF THE SHELF— ADD IT TO THE ORDER OR SHIP IT ALONE! 


HOLO-KROME DOWEL PIN PRE-PAKS LICK 
THE “SMALL BOX’’ STORAGE PROBLEM 


Order receiving, handling and shipping time chopped to seconds! 


Dowel Pin Pre-Paks are another Holo-Krome first— 
like the black dowel pin finish that retards rust and 
lubricates for driving . . . like decimal packaging for 
simpler order handling and stock control... like 
H-K’s exclusive SAME-DAy SERVICE on standard cata- 
log items . . . same-day telegram inquiry service .. . 
specials in 4 weeks or sooner! 





When you think of service “firsts’—or product 
“firsts” —you naturally think of Holo-Krome. 
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THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN., U.S.A. 
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These are the things you look 
for in the Reaming of Holes. 


“‘Standard”’ quality Reamers 
will give you all of them. 


Select your Reamers from 
the ‘“‘Standard’”’ Complete Family 
of rotary metal cutting tools. 


Quality Tools Since 1887 





STANDARD TOOL (“0. | 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 
FACTORY BRANCHES IN: NEW YORK @ DETROIT. © CHICAGO *« DALLAS © SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Cownterbores - Carbide Tools - Gages 
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Match Material 
With Right Cast 
Elevator Bucket 


Link-Belt’s many styles and 
sizes of cast buckets are 
tailored to handle almost 


every type of material used 
in industry. Their smooth, 
seamless construction permits 
fast filling . quick, clean 
discharge. And they all have 
exceptional resistance to abra- 
sive wear. They're available 
in malleable iron or Promal 
and are designed for either 


belt or chain mounting. 





Book 2465 gives complete data 
on cast buckets and Folder 
2548 contains equally detailed 
information on High Speed 
steel buckets. 


'Self-Aligning Link-Belt Bearings 


Every Link-Belt bearing is de- 
signed to easily adjust to the 
inevitable shaft deflection and 
misalignment encoun- 





flange, flange cartridge, 
tridge and take-up units. And 
in each series, it’s supported 

by equally important 


Car 


tered in normal service. ¥& Sales design refinements. For 
And it’s this self-align- example, “Mill Bear 
ing ability that enables Meeting ings” offer  self-align 
them to maintain free- da Print ment shielded by a 
rolling action and full super-rugged cast steel 
capacity—without “pinching” housing. In the 200 Series, 


or “binding”—despite 
ment of supports high- 
impact loads . . . or other 
common causes of bearing 
failure. 

Self-alignment is standard 
throughout Link-Belt’s com- 
plete line of ball and roller 
bearings—pillow blocks and 


move- 


Link-Belt offers a ball bearing 
in which seals as well as roll- 
ing elements are self-aligning 


And self-alignment is also 
offered in the low cost JPS 
200 ball bearing 

For additional information 
on self-alignment and other 
features, consult Book 2550 





Link-Belt DDF-1 Gearmotor and RC-80-2 roller chain drive 
operating belt conveyor at sand and gravel plant, 
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~ Compensate for Shaft Misalignment 





IN BALL BEARINGS, free fitting 
between housing and outer ring 
provides freedom to align 





IN ROLLER 


BEARINGS, 
inner ring aligns in any direction 
assures full load capacity 


spherical 


Gearmotors with Flange Mounted NEMA 
Motors Provide Ultimate in Compactness 


With integrally mounted 
NEMA motors and over-all 
compactness, Link-Belt Gear- 
motors offer an unequalled 
combination of efficiency and 
space-saving versatility. Per- 
manent, positive alignment is 
assured by use of a rabbet-fit 
motor flange. And whether 
mounted in horizontal or in- 
clined positions—on the floor, 
wall or ceiling—they provide 
dependable, long-lasting serv- 
ice. 

One low-speed gear set per 
drive size and maximum 
accessibility of all operating 
parts simplify Gearmotor 
maintenance. In addition, one 
piece, oil-tight cast iron hous 





1957 


ings guarantee exceptional 
durability quiet operation 
Link-Belt Gearmotors are 
available in stock up to 30 hp 
ratios from 6.2:1 to 292:1 
Complete details can be ob 
tained from Book 2447 





LINK-BELT COMPANY 


Plants in: 

Indianapolis ¢ Philadelphi 
Chicago e Atlanta ¢ Colmar 
Pa. ¢ Houston ¢ Minneapx 
lis @ San Francisco ¢ Los 
Angeles ¢ Seattle 14,46 
Offices in Principal Citic 
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Communication the interchange of 
thoughts and ideas—often travels a path 
filled with detours and booby traps. If 
you've ever said to yourself, “Just what 
did he say?” or “What does he mean by 
that?”, the article on page 85 is for you. 
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GET ORDERS FOR 
SPECIAL TOOLS LIKE THESE 
e Kits to be supplied with 
original equipment 
e Tools to break production 
“bottlenecks” and speed 
production. 

e Multiple-purpose tools 

e “Giant” and “midget” sizes 
e Tools to reach hard-to-get- 
at places 

© Special types for unusual 
repairs and adjustments 

e Wrenches, sockets, attach- 
ments, pliers, pullers and 
other tools — modified for 
special needs 


INQUIRIES INVITED ON 
FORGINGS OF ALL TYPES 





Canadian Factory, London, Ont. | 


FESSIONAL 
id TO 


There’s a need for special tools in every industry — to increase efficiency 
and save money. Encourage your representatives to look for this 
business. It is highly profitable. It helps get the salesman’s “foot in the 
door” of large tool users. It leads to repeat sales of regular 

PROTO tools. And it builds volume and goodwill. 


Many sales points help you. All the facilities and experience of the 
world’s largest manufacturer of special tools are at your service. 
PROTO engineers will help on designs. Materials and workmanship 
will be of finest quality. Six plants assure prompt service — 
whether your customers require one or one-million items 


Write today for Special Tools Brochure No. 5328 to j 

PLOMB TOOL COMPANY Give your work at 

2215K Santa Fe Ave —_the PROfessional Dp 
‘ > FOuch*’ Z| mS) 





Los Angeles 54, Calif. 


Eastern Warehouse & Factory 
Jamestown, N.Y 
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ipleoyaler> Increased Advertising and 
| ” Sales Promotion Detailed in 


> of Mishawaka, Ind 1957 Plan Book for Distributors 


NEWS 








Dodge advertising this 
year appears in a larger list of publications 
than ever before, giving extensive coverage 
of all major fields of industry. Dodge power 
transmission products are presented in 
a variety of impressive units which provide 
outstanding opportunities to display the line. 
Dodge Distributors are featured in all ads as 
a source of information about latest develop- 
ments in mechanical power transmission. A 
complete program of direct mail and sales 
promotion material is provided for the 
Distributor's use. 





NOW Taper-Lock Duubie Steant Sprecke’s weed ager and again And TaperLock bushings are 
> ye ToperLock Sheaves, Coup 
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The advantages of Taper-Lock mounting are 
now available in Double Strand Sprockets, as 
announced to industry in this full page ad. The 
time-saving, cost-cutting features which won 
immediate acceptance of Taper-Lock Single 
Strand Sprockets provide strong sales appeal 
for the expanded line. Double Strand sizes range 
from No. 40-2 to 80-2, up to 102 teeth; Single 
Strand from No. 40 to 160, up to 112 teeth. 
Taper-Lock Sprockets and Dodge Roller Chain 
are made to ASA standards. Sprockets are 
ready for shaft right off Distributors’ shelves — 
no boring, keyseating, or machining! 





REFRESHER COURSE FOR TRANSMISSIONEERS 


In response to requests from many of the 1559 grad- Clutches, Taper-Lock Sprockets and Torque-Arm Speed 
uates, first week of each term—spring and fall—of the Reducers, will be covered. Spring refresher course 
Dodge School of Transmissioneering will be devoted begins Tuesday, April 23 and regular Transmission- 
to a refresher course. Many new products recently eering courses begin on succeeding Mondays, April 
added to the Dodge line, such as Flexidyne, Air-Grip 29 and May 6. Sessions are held at the Dodge factory. 
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16 economists air their views at Na- 


tional Industrial Conference Board 
sponsored forum ... . predict fur- 


ther tightening in money and credit 


A further tightening in money 
and credit is seen by a majority of 
the 16 economists who participated 
in a recent Economic Forum held 
under sponsorship of the National 
Industrial Conference Board. 

Guests participating in the Fo 
rum’s session included: 

George S. Eccles, President, First 
Security Corporation and First 
Security Bank of Utah, N.A. 

Aubrey G. Lanston, President, 
Aubrey G. Lanston & Co., Inc. 

Glenn G. Munn, Consulting 
Economist, Paine, Webber, 
Jackson & Curtis 

James J. O’Leary, Director of In 
vestment Research, Life Insur 
ance Association of America 

Alexander Sachs, Economic Ad 
visor & Industrial Consultant 

Donald B. Woodward, Chair 
man, Finance Committee, 
Vick Chemical Company 

Forum participating 
included: 

Jules Backman, Professor of Eco- 
nomics, School of Commerce, 
Accounts, and Finance, New 
York University 

Ira T. Ellis, Economist, E. I. 
du Pont de Nemours & 
Company 

Solomon Fabricant, Director of 
Research, National Bureau of 

Research; Professor 
New York 


members 


Economic 
of Economics, 
University 
Martin R. Gainsbrugh, Chief 
Economist, National Industrial 
Conference Board 
Edwin B. George, Economist, 
Dun & Bradstreet, Inc. 
George P. Hitchings, Manager, 
Economic Analysis Depart 
ment, Ford Motor Company 
A. D. H. Kaplan, The Brookings 


Institution 





What Does It Mean 
To You? 


Martin R. Gainsburgh, chief 
economist, National Industrial 
Conference Board, summar 
ized suggestions as to what the 
individual business firm and 
the businessman should do 
about the tight money situa 
tion as follows: Review divi 
dend and retained earnings 
policies, seek alternative 
sources of financing, search 


for low loan-ratio banking 
areas, re-examine capital ex 
pansion programs, and Te 


examine adequacy of depre 
ciation policies. He said that 
on the national level, partici 
pants stressed 1. the need for 
a re-examination of the tax 
structure “in terms of its im 
pact upon the flow of savings, 
its relationship to corporate 
earnings, and most particu 
larly, the favored treatment of 
interest as distinct from its 
punitive treatment of divi 
dends,” and 2. the need to 
encourage a higher rate of 
savings. 











QO. Glenn Saxon, Professor of 
Economics, Yale University 
Bradford B. Smith, Economist, 

United States Steel Corpora 
tion 
Also present at the session was 
John S. Sinclair, President, National 
Industrial Conference Board. 
Here are some of the highlights 
Mr. Woodward: “I expect money 
to remain tight at something like 
the present levels for an indefinite 
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They Said It 


time ahead.” He further expects 
“the demand for funds from busi 
ness capital outlays and construc 
tion to not far from the 
present level, perhaps a little higher, 
and the demand for consumer credit 
to rise. On the supply side we are 
increasing the amount of deprecia 
tion that 
every year.” 

Mr. Eccles: “The type of credit 
that banks are going to extend will 
have to be restricted to the current 


remain 


funds become available 


type of loan and not the so-called 
capital loan. Banks have gone just 
about as far as they can in handling 
term financing... .” 

Mr. Fabricant: “! think the fun 
damental problem can be put as 
follows: Businessmen are worried 
because they can’t improve their 
business as much as they would 
like. They want to build more fac 
tories, get more inventories, extend 
more credit to their customers 
But second and more important, I 
think people are worried about the 
future, about what will happen in 
succeeding months, next year, the 
year after. our two 
problems.” 

Mr. Lanston: The current prob 
lem, according to Mr. 
might not be a question so much 
of the Federal Re 
serve to provide more reserves to 
the banking system as to take meas 
ures to increase the liquidity of the 
system—to decrease the proportion 
of risk assets to total liabilities—and 
thereby provide the base for more 
bank credit. 

Mr. Hitchings: 
tion of whether credit policy should 
be used at the present time to pre 
vent price increases is highly de 


These are 


Lanston, 


need for the 


‘... The ques 


batable. Current price increases aré 
(Continued on page 10) 











The minute a 
maintenance 
man touches a 
wrench to a 
valve, its 
cost can 


double. 








The cost of a 
LUNKENHEIMER VALVE 
Gets smaller... 

and smaller... 


and smaller... 
with each passing year 
of dependable service. 


L-157-43 


With today’s sky-high 


maintenance, the valve 
that costs least... 














NEVER WAS YOUR MARKET SO FAVORABLE 
FOR LUNKENHEIMER QUALITY VALVES! 


Never before has trouble-free quality been 
so vitally important to industry! The min- 
ute a maintenance man touches a wrench to 
a valve, its cost can double. Labor rates are 
so high that industry can no longer pur- 
chase cheap equipment (including valves ) 
and use a portion of the initial saving to 
pay for maintenance and repair. Today, ini- 
tial savings are quickly dwarfed by the labor 
costs required to maintain low-grade or or- 
dinary equipment. Asa result, management is 
insisting on quality—and the selling atmos- 
phere for Lunkenheimer Valves was never 
more favorable. Lunkenheimer has the valve 
industry's best answer to industry's number - 


one problem—high maintenance costs. 


BRONZE * IRON ° STEEL * PVC 










LUNKENHEIMER 





a LQ600 The lowest- 


maintenance valve ever developed ! 


» 150 Ib. S. P. — 

F 300 Ib. W. O. G. 

200 Ib. S. P. 550°F.— 
400 Ib. W. O. G. 

V4 to 2 inches 










QUALITY 
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is installed only once...and forgotten! 


mS ME £6.00 by LUNKENHEIMER 











ENHEIMER 


NAME IN VALVES 
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SUPREME 


~ Push-Pull Tapper 


New Power Drill Attachment 
Taps to Highest Standards... 
Cuts Breakage... Lowers Costs 


Mill & Factory Magazine's Board of Review has 
designated Supreme's new Push-Pull Tapper as 
winner of their “Feature Product Award" for 
October. This Board is composed of a group of 
engineers, editors and production experts who 
each month study hundreds of new items that 
are being offered to industry for the first time. 
They select the one product they feel is the most 
needed by all industry. 

The Supreme PUSH-PULL TAPPER is an instant- 
reversing speed reduction unit made expressly 
for tapping. It attaches easily to either the spin- 
dle or chuck of any portable drill. Detachment 
after use is equally simple. The speed reduction 
of 7:1 gives more than adequate power to tap 
in all materials, and the instant-reversing means 
that the direction of the tap can be reversed 
without stopping the drill motor. Thus the tap can 
be moved into and out of the hole at will. 


Reduces Tap Breakage 
Tap breakage is held to minimum when the PUSH- 
PULL TAPPER is used, because the operator has 
a better “feel” for his work. When in use the 
TAPPER housing is held in the finger-tips, and 
any unusual strain is felt immediately. Releasing 
the fingers stops the tap instantly. 


Handles Taps Up to 5/16” Dia. 


The complete PUSH-PULL TAPPER Kit, No. 9000, 
costs just $29.95; includes everything except 
taps. Order from your Industrial Distributor. 
Now Available 
To Distributors 
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MILL & FACTORY’'S 
“FEATURE PRODUCT AWARD” 
OCTOBER, 1956 





HOW IT WORKS: 








They Said It 








Pull and it comes out easily... 
Thets oll vo do— Pysh-Pull 











SUPREME PRODUCTS CORPORATION 


2222 SOUTH CALUMET AVENUE, 


CHICAGO 16, ILLINOIS 


Starts on page 7 





not the type that stem from a de 
mand inflation. ... I am not sure 
that monetary and credit policies 
could or should be used to prevent 
a cost-type inflation, which is what 
we are getting at the present time. 
. When prices increase, so do 
business needs for working capital. 
If you prevent business from financ 
ing that working capital, then you 
are going to induce some decline in 
production.” 

Mr. O'Leary: At 
said, we have the “tightest situation 
anybody has ever seen for institu 
tienal investors, not only insurance 
companies but savings banks and 
others. They are extremely tight on 
long-term commitments. Accord- 
ingly, with [the present] backlog 
of commitments, and with the con- 
tinuing heavy demand for funds by 
corporations and state and local 


present, he 


governments, I can’t see any easing 
in the near future.” 

Mr. Kaplan: “Small businessmen 
who use bank credit more or less 
regularly are generally getting theit 
seasonal and other short-term loans 
for working capital at about the 
levels they have had before. But 
when it comes to increases—to meet 
increased costs of labor and ma- 
terials, or to obtain new equip 
ment—the general tightening of 
credit points up the position of the 
small businessman as the marginal 
man. 

“It is apparent, however, that in 
most communities the term of loans 
to small business is being shortened, 
and that new loans for growth have 
been curtailed. . . . In the banker’s 


| effort to look with a more careful 


eye upon loan requests in the face 
of heavy strain on his money sup- 


| ply, the type of loan that the bank 
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is least willing to give the small 
business is the type that is wanted 
for growth rather than mere carry- 
ing on of year-to-year routine. Yet 
this is a time when the small busi- 


(Continued on page 14) 








HIGHER PRODUCTION 


Unbreakable MARVEL High-Speed- 
Edge Blades can be worked faster 
and harder than any other blade with 
complete safety. They will withstand 
the highest speeds and heaviest feeds 
attainable on any make hack sawing 
machine. MARVEL Blades will cut any 
machineable metal. No wasted time 
changing blades for different materials. 


To you, the user or buyer, the most important 
difference between MARVEL High-Speed- 
Edge Hack Saw Blades and ordinary blades 
is the unequalled performance you get from 
MARVEL Blades. 








Composite construction permits 
MARVEL Blades to be tensioned from 
200% to 300% more taut than ordi- 
nary blades. This produces greater 
rigidity of the high-speed-stee! cutting 
edge, resulting in maximum obtoin- 
able accuracy of cut-off blanks. 


Performance reflected in higher production 
(faster cutting-off), greater accuracy of cut- 
off blanks, and longer blade life has made 
MARVEL the preferred blade in every kind 
of metal sawing operation. 





To get the difference in performance, always , 

insist on MARVEL High-Speed-Edge Hack LONGER BLADE LIFE 
Saw Blades. Leading Industrial Distributors 
have them in stock. 


Each MARVEL High-Speed-Edge Hack 
Saw Blade is triple tempered to as- 
sure maximum toughness of the cut- 
ting edge. MARVEL Blades not only 
give you longer life, they assure a 
more efficient cutting life, with result- 
ing lower blade costs. 


Write for “The MARVEL Story’’ It has 
complete details on MARVEL High-Speed- 
Edge Hack Saw Blades and Hole Saws. 





ARMSTRONG-BLUM 


MFG. CO. 
5700 WEST BLOOMINGDALE AVE. + CHICAGO 39, ILL. 
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When your customers think of fire protection 


they automatically think of... 





PYRENE-C-O-TWO 


PULL THE PIN 
AND SQUEEZE 





Most complete line of safety-engineered equipment 





MORE PROFITS FOR YOU BECAUSE: The name itself stands 
for quality and prestige! Pyrene-C-O-Two immediately overcomes 
78% of any “sales-resistance” you might encounter. It’s the only name 
in the industry that’s synonymous with Fire Protection. 


MORE PROFITS FOR YOU BECAUSE: Pyrene-C-O-Two’s Dis- 
tributor Sales Policy guarantees you protected rights to the most 
complete line of safety-engineered extinguishers, systems, brass goods, 
hose and accessories. 


MORE PROFITS FOR YOU BECAUSE: Pyrene-C-O-Two prod- 
ucts are backed by an ambitious multi-color full-page 1957 adver- 
tising campaign that will blanket the industry, a campaign which 
directs the customers to you, our distributor. Plus: Many new sales 
promotion aids to make your selling job easier. 


Announcing the new Profit-Maker! 


Now—C-O-Two’s new economical Industrial and Marine Package 
Systems! These Package Systems come in six sizes ranging from a 
single cylinder containing 50 Ibs. of carbon dioxide to four cylinders, 
each containing 75 Ibs. of carbon dioxide, or a total of 300 Ibs. Com- 
plete information upon request. 


Watch for 
Pyrene-C-O-Two advertisements 
in these publications. 


Factory Management & 
Maintenance 


Mill & Factory 
Commercial Car Journal 
National Safety News 
Motor Boating 

Fire Engineering 
Purchasing 
Occupational Hazards 
NFPA Quarterly 

Buyers’ Purchasing Digest 
Popular Boating 
Modern Railroad 
Petroleum Refiner 
Industrial Distribution 


And many other 
leading trade publications 
and catalogs. 


If you are not a Pyrene-C-O-Two distributor, write today for complete information. 





BRANCHES IN ATLANTA + CHICAGO + 
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THE FYR=-FYTER COMPANY 
Dept. ID Newark 1, New Jersey 


* DETROIT + SAN FRANCISCO 
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DURKEE 
ATWOOD 
V-BELTS 


MULTIPLE V-BELTS 


Standard Line for normal 
loads. 
Premium Line with 40% 
extra capacity for high 
loads. 









a complete line 
serving industry 







DURKEE-ATWOOD'S hi-tensile 
synthetic cords are specially 
pre-treated for low stretch 
ond extra strength, durability 
ond flexibility 


NOT JUST GOOD... Here 
is the fines? quolity cushion 
rubber specially compounded 
by Durkee-Atwood's expert 
rubber chemists. Here is the 
quality your customers wont 
.. . Durkee-Atwood . . . to 
withstand countless hours of 
flexing ... flexing ... flexing 


MULTIPLE BELTS by Durkee- 
Atwood are vertically matched 


THIS is the toughest, longest 
wearing jocket on the mar- 


.. without foilure! ket . . . impregnated with there's no “sag no 
rubber under tremendous error each belt is tested 
pressure .. . double lami- individually for top efficiency 
noted... keeps weor ot a in power transmission thot's 
minimum .. . gives greatest why Durkee-Atwood guvoran 


tees matchability. Power Bal 
anced construction means sales 
ond repeot sales for you! 


coefficient of friction . 
gives greatest abrasion 
resistance. 


SUPER SERVICE YOUR ACCOUNTS 


Here are seven features of Durkee-Atwood’s Super Service 
that help distributors sel/ . . . 1 Factory trained distributor 
men ...2 A complete line of Power Balanced V-belts . . . 





STEEL CABLE 
V-BELTS 


Now available... a com- 
plete line of steel cable 
reinforced V-belts. 


3 Preventive maintenance service . . . 4 Fast emergency ser- 
vice . . . 5 Readily available field engineers . . . 6 Complete 
design and research facilities at the factory . . . and 7 Com- 
plete stocks in warehouses across the country. 


FIND OUT HOW DURKEE-ATWOOD CAN HELP YOU SELL! 





GENERAL DUTY 
V-BELTS 
Power-balanced con- 
struction for maximum 
flexibility, durability and 

strength. 





Write for complete information on the Durkee-Atwood 
Industrial Distributor Plan. 


DURKEE 








DOR-TITE 


_ for weather proofing ... 
sound proofing .. . draft 
stopping, etc. 


SPONGE RUBBER 


for cushions ... gaskets... 
mounting pads, etc. 








ATWOOD, 
COMPANY 











FEderal 2-0441 Minneapolis 13, Minn. 





INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1957 13 








14 





HARRISBURG 


- STEEL PIPE FLANGES 


are the 
Line of Least (sales) Resistance 


arrisburg Drop-Forged Steel Pipe 
H Flanges are the kind that you can 
recommend with confidence to your 
best customers. They are widely known 
among oil producers, utilities and other 
industries for their uniform high qual- 
ity and reliability. 


These flanges are made of steel espe- 
cially developed for such service, by a 
manufacturer that has been prominent 
in the metal-working field for well over 
a century. They are made to A. S. A. 
specifications. Threads are accurately 


/ 





machined and critically tested for full- 
ness and uniformity in height, angle, 
taper and gauging. Flanges are shot- 
blasted and dip-coat finished with rust 
inhibitive black lacquer. 


Harrisburg Flanges are easy to assemble 
and provide tight, trouble-free connec- 
tions with substantial saving of time in 
installation and maintenance opera- 
tions. They are available in threaded, 
butt welding, slip-on welding, Van 
Stone and blind types in a wide range 
of sizes. 








® ome 
H( ) More than a century in Harrisburg j Witte fer Mersture and gelees. 


arrisburg Steel Co. 


Division of Harsco Corporation 
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HARRISBURG 18 
PENNSYLVANIA 
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They Said It 


(Starts on page 7 





ness, particularly the manufacturer, 
has urgent need to replace outworn 
facilities with more efficient equip 
ment, if he is to keep up with the 
pace set by the larger business 
units.” 

Mr. Munn: “Tight money rates 
in themselves will not touch 
off a recession. There is something 
much more likely to touch off a re 


cession. ... I think the American 


| industrialist is going overboard in 
| creating too much capacity, more 


capacity than is needed at this stage. 
He is creating end-products too fast 
to be sold without terriffic competi 
tion, and at consequent lowered 
profit margins. He tends to assume 
the consumer demands of 1955 and 


1956, driven on by excessive borrow 


| ing, are normal and will continue. 


[his is highly questionable.” 
Mr. Ellis: “It is not correct to sa\ 


that if we do not increase bank 


credit we may have a recession. Re 


straining bank credit may restrain 
growth, but it can hardly produce 
a decline. Our rate of saving is 
Our investment, 
therefore, even additional 
bank credit, is also rising. I do not 
think the continuation of present 
money conditions will touch off a 


rising. rate of 


without 


recession.” 

Mr. Smith: “Money is 
tight because we still have msing 
prices. We still have basic inflation 
in the wage structure, and other 
costs. We still have full employ 
We still desire to 
money and 


not too 


have a 
buy 


ment 

borrow for inven 
tory for speculative reasons, hoping 
that a higher price later on will bail 
us out.” 

Mr. Backman: “We have had. . . 
little terms of the 
enormously _ large that 
people would like to have. This is 
no different from any other short 
age. It is a relative matter of supply 
a matter of 


too credit in 


amount 


and demand, and not 


absolutes 


“On the other hand, we have had 


Continued on page 1S) 








One more good reason why it pays to sell CHICAGO fasteners 








Specialized technical service 
helps you clinch additional sales 


CHICAGO puts a staff of experienced technical problem-solvers 
at your disposal. Sometimes they can help you to make 
profitable sales other distributors can’t get close to. 


These specialists work closely with you and your customer. 
Often they can recommend a standard fastener instead of a 
costly, specially designed fastener. You make the sale, be- 
cause CHICAGO makes and stocks over 4,000 standard fastener 
items— including cap screws and ‘‘Safety-Plus”’ socket screw 
products. Other times CHICAGO fastener experts find ways 
for your customer to make a better product for less money. 


It’s plain to see that our specialized technical and metallur- 
gical service is worth a great deal to you. One of many ex- 
ceptional advantages you stand to gain. So write our Stand- 
ard Products Division today for complete details on the 
CHICAGO franchise—the most profitable in the industry. 








Continuing sales help. Fastener ex- 
perts selling with you and for you. 
Full protection on all sales in your 
territory. 

A complete fastener line... over 
4,000 catalogued standard items. 


Superior fastener performance. 
CHICAGO'S unique carbon restora- 
tion process and rigid quality con- 
trol make it possible. 

Fast service and delivery. 


Preferred by leading manufac- 
turers throughout industry. 
Specialized engineering and metal- 
lurgical service. 





THE CHICAGO SCREW COMPANY 


DIVISION OF STANDARD SCREW COMPANY @ ESTABLISHED 1872 
2503 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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three gentlemen on their way... out of business! 


And so unnecessary... inventory control 
by Remington Rand could prevent it. 
The sad fact is that these gentlemen 
are on their way out because of in- 
adequate inventory control. They’re 
attempting to carry inventories 
without the kind of simplified con- 
trol of individual items that makes it 
easy to keep such stocks in balance. 
Eventually they'll discover what it 
means in terms of losses .. . what it 
might have meant in terms of profits! 


By the way...how much OVERSTOCK 


16 


in your inventory — tying up capital 
and increasing insurance, storage, 
deterioration and obsolescence? 
Equally bad... how about UNDER- 
STOCK resulting in lost sales or idle 
shop time, expense of rush orders 
and hand-to-mouth buying? One can 
be as costly as the other. 


Whatever your business — manufac- 
turing, wholesaling or retailing — 
Remington Rand is in a position to 
offer you the inventory control sys- 
tem best suited to your exact needs. 
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It has specialized in every type of 
inventory control... has vast experi- 
ence... enjoys outstanding prestige 
in this field. Why not look into the 
benefits of efficient inventory con- 
trol? Write Room 1280, 315 Fourth 
Avenue, New York 10, N. Y.— simply 
specify your interest as manufactur- 
ing, wholesaling or retailing. 


INVENTORY CONTROL by 


7 Ftand 


DIVISION OF SPERRY RAND CORPORATION 


Vi 







important VICTOR Sales Features 
that Generate 
GREATER BLADE SALES 
FOR YOU 





that Point the way to 
MORE PROFITABLE SALES, 
SATISFIED CUSTOMERS: 


1 
2 
3 
From Victor’s Seven Points... Prompt Shipment 
6 
7 


Point No.: 





Sturdy, Efficient Packaging 


A fine product deserves proper packaging. That’s why Victor blades 
come to you wrapped snugly in sturdy, clearly-marked boxes. This 
means better protection, more efficiency and safety in stock. Your 
customers appreciate the way Victor packaging permits compact, 
efficient storage, too. That’s another good reason why they buy Victor 
blades — in quantity! @ 039 

IF YOU CANT CHECK “YES” TO ALL 7 POINTS... 
IT WILL PAY YOU TO CHECK THE VICTOR LINE NOW! eieetiae 
' VICTOR SAW WORKS, INC. 
Middletown, N. Y. 


SOME TERRITORIES OPEN 











HAV A P VE c 
FOR QUALIFIED DISTRIBUTORS i 0 E SALES REPRESENTATIVE CALL 
Victor Blades | () SEND CATALOGUE #43V 
are manufactured by ] 
Name 
SAW WORKS, INC. I 
MIDDLETOWN, N.Y., U.S.A. ] Address a 
Makers of Hand and Power Hack Saw Blades, Frames, I a = Zone State ned 
Metal and Wood Cutting Band Saw Blades | 
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| ‘ | They Said It 
| OW O 1é } (Starts on page 7) 
| | ! 
: t j 
\ . 
| V4 YAN | | é N j an enormous expansion in savings. 
TAN cf We have had a good increase in 


. money supply as measured in terms 
. of velocity and only a modest in 
iY) /) P a C crease aS measured in terms of de- 
il mand deposits. But we just have 
pant not had enough to meet all these ex- 
‘A 23 tra needs, many of which have been 

| § ESSC 
ee ' ol a 4 fed by pouring the gasoline of eas\ 
: money terms on the boom we have 
had, and then complaining that 
there is not enough credit to go 





around.” 

Mr. Saxon: “I think money is not 
too tight. Money has been starved 
for 20 years through artificially 


is 
8 







* 
» 


of 


maintained low interest rates. 

















= | 
We are going to have 
ma tighter money and I welcome it. 
a The more of it we have, the more 
sé. savings we will have and the sooner 
= - we will get out of the tight situa- 
ma tion, provided we assure the country 
a that we are not going to inflate.” 
- Mr. George: “We have experi- 
| A enced quite a few changes in costs 
a ... To the extent that they are not 
oY yet reflected in price, then the 
7+ SOCKET CAP SCREWS money supply has to be even larger 
£ . . 
: : : if we are going to have something 
~ Here’s the best advice you can give your custom- r ~ - aye r 
ers, the right answer to the old problem of vibra- approximaung @ reasonable idea O 
a tion. Blue Devil Sar-Lox Cap Screws are avail- full employment. If velocity . . . is 
able in a complete range of sizes from #6 to 1”. already untenably high and falls off 
ALSO SAF-LOK SHOULDER Sar-Lok is the only Socket Cap Screw on the due to the needs of individuals or 
wea aaa market today that is absolutely vibration-proof. businesses for larger cash balances, 
It's another exclusive development of Safety them the anamay aenule toe ont to be 
Socket Screw Company. pecan: ge » her be gg 6 
All three increased still further. 
you an ab: = He believes the “ tum” of 
; an at . - - ” . ievec + . 
| top I'm a Blue Devil Distributor oor N e xe seves t 1€ ~oenean um 0 
— ...and these products give / economic activity “will keep money 
oll, Water, - . _ : Y- P / 
wweytics ps me the finest line of socket screws isht an smnand high ... up to 
well as available. The remarkable and { >= ~~ tig at ind demand ad I 
vibration exclusive Sar-Lox vibration-proof \j ~ | , the first quarter and perhaps the sec 
screw gives me access to any e. - yd quarter of 1957.” 
plant in my vicinity. What more = te eds” he , 
does a distributor need? P Mr. Sachs: “|The situation] has 
not been credit tightness but credit 























<> , 2 @ | expansion that has come up against 

- | — oo | resource limitations . . . For having 

| | [ | J successfully fostered economic ex 

: = | pansions without marked inflation 

“Led-Lok’’ Socket Socket . : ' 

A a a | yoy | Shoulder ‘Socket Pipe Plugs | Screw Keys and having come up against these 
Kit . . 

om a | See —— resource limitations, it would be 


i trial Distribut : 
MemberASMMA Sold Only Through Authorized Industrial Distributors self-defeating to selax the restraints 


SAFETY SOCKET SCREW COMPANY that have kept the economy in 
6500 North Avondale Avenue + Chicago 31, Illinois : 


lh] a”? 
Warehouses at: Los Angeles, San Francisco, Detroit, New Haven, Conn dA LALICE. 


18 INDUSTRIAL DISTRIBUTION © FEBRUARY, 1957 




















Williams ILLIAM 
Halts 

distributors 
make EXTRA | prices 
SALES on { reer 


1901, “Spindletop” blew 


PVer we) I | in revealing the tremen- 
wliedie Te 
4 


TOOLS OF INDUSTRY 


“CONSISTENT PRE-SELLING” 
with strong advertising 
and promotion to back 
up your selling effort. 


BROADEST LINE OF ITS KIND 
enables you to supply 
the right tools for 
any industry 


UNMATCHED ACCEPTANCE 


WILLIA 
through quality and & = 


r< > inoustay 


performance, builds repeat 
sales for the Williams 


brand. 


Williams cooperates with 
Industrial Distributors 
all the way. Thet’s why 


IT PAYS YOU 10 


STOCK and SELL 
uy. H. WILLIAMS « co. 


BUFFALO @e NEW YORK ee CHICAGO ee LOS ANGELES 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1957 





Another 


NEW FLUTE GRINDERS ARE 


eae gee 
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Still another Reason why 
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Morse first 


THE FIRST OF THEIR KIND... 












Now grinding from 
the solid up to 12 inch 


And, here’s what it means: 


* Smoother finish . . . better than polished flutes! 


* Consistently held tolerances . . . never attained 
by milling! 

* Better points . . . because of uniform flute depth! 

* Longer tool life . . . lower cost per hole! 


This is why the new Morse flute ground drills are 


setting a new standard for quality . . . and the only 
man who can prove it is the Morse-Franchised 
Distributor. 


MORSE TWIST DRILL & MACHINE COMPANY 
New Bedford, Massachusetts 

Subsidiary of VAN NORMAN INDUSTRIES, INC. 

Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


Buy them by phone from your Morse-Franchised Distributor and save ordering time 


MORSE means 


“TELE MOST” in Cutting Tools 
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“GEIGER COUNTER for $98.50 caused buying 
rushes and regular use of Air Express,”’ says the Presi- 
dent of The Detectron Corp., J. L. Cassingham. 





“THUNDERBIRD preview color prints get deliv- 
ered on time by Air Express,”’ says Joseph H. Snyder, 
President, Color Corp. of America. 


Which one 
has the answer 
to your problem? 








“GUIDED MISSILE PARTS always meet military 
schedules — thanks to Air Express,” says Vincent 
Sillitta, Traffic Manager, Clarostat Mfg. Co., Inc. 


- 





“BUYING RUSHES on top-fashion bathing suits are 
always met by sure Air Express delivery,” says Board 
Chairman of Catalina, Inc., A. Louis Oresman. 


These men are “problem solvers”! 

They cut down warehousing spare parts — open up 
new markets — launch advertising programs in 48 states 
at once! They beat local competition anywhere in the 
country! 

In short, they use Air Express regularly! 

And Air Express can solve a lot of similar problems 
for you. Your product — or samples, models and promo- 
tions — can move from your own door to your customer 
in a few hours. 

Today, Air Express is expanding its fleet of two-way 
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“NEVER LOST A SHIRT YET because Air Express 
carries our samples country-wide,” says the President 
of Manhattan Shirt Co., Sylvan Geismar. 





“TOURNAMENT CLUBS arrive on time anywhere 
in the U. S. A. when sent Air Express,” says Henry P 
Cowen, President, MacGregor Golf Co. 


radio-equipped trucks for pick-up and delivery — cutting 
time by more than Aa/lf in many markets. 

In addition, a private closed-circuit teletype service 
links the nation’s key cities together in a single Air 
Express network — tied in with scores of other commu- 


nities. Shipments throughout the country can be “‘pin- 


—_— & AirExpress 


CALL AIR EXPRESS 


point” located and controlled all along their route 


for information and service 


“MILLION DOLLAR MENU, possible because Air 
Express carries our Chinese food samples nationwide,” 


says Jeno Paulucci, President of Chun King Sales, Inx 











“WE STOP BURGLARS, shipping parts for our 


alarm systems Air Express,”’ says J. B. Rustic, Gen 


eral Superintendent, American District Telegraph Co 


Yet, most Air Express shipments cost less than with 


any other complete air service! 


For a faster, surer, more far-reaching delivery systen 


ust call your local 


Railway Express Agency and ask for Air Express 
J 


—>y— 


GaeTs THERE FIRST via US. Scheduled Airlines 





. division of RAILWAY EXPRESS AGENCY 
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TWO GRADES OF HEXAGON-HEAD CAP SCREWS 


To enable you to better meet the needs of your 
fasteners customers, Bethlehem produces hexagon- 
head cap screws in two grades: low-carbon bright, 
and medium-carbon heat-treated. 

Bethlehem Cap Screws are furnished with either 
coarse threads or fine threads. They are made to 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 


close tolerances in a complete range of sizes, and 
fully meet current specifications. 

In addition to cap screws, Bethlehem manufac- 
tures a full line of machine, carriage and lag bolts, 
as well as square and hexagon nuts. Call our nearest 
office about your requirements. 
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BIG NEWS ABOUT A BIG NEW LINE... 


We’re Pre-Selling ALL Your Customers On 


Electrical Reel Products ! 





Long “standard equipment” in the auto service industry, customers read most! They're high profit items, with 
Cordomatic products are being presented to the elec- dozens of industrial uses—uniformly high in quality, 
trical and industrial fields with advertisements regularly fully UL approved... yet cost less than any items of 


scheduled in over 50 of the trade books you and your __ their type on the market! 


J i ys 


ps a a | a ; f ay hy m ca s 


~g 


aA aL 


DROP LIGHT REEL _ BALANCE REEL 


For Electrical Hand Tools 





Eliminates “waste 
motion” on produc- 
tion lines . . . makes 





tools instantly 
accessible! 





A new, money~- 
saving concept in 
portable lighting for 
warehouses, loading 
docks, construction 
jobs and other uses! 








- onl "ey | as 
Grdomaliz? rept. “w", 17th & indiana Ave., Philadelphia 32, Pa. 
Write to your nearest Cordomatic representative for free illustrated brochore and price sheets on Cordomatic line. 






Hatry G. Anschvetz Co. preg th 9 gid Everett Jones *The Sonderlin Co. 
Philodelphic 3, Po. New M. an Clevelond 21, Ohio Seottle 99, Wosh. 
Robert Dunn “Robert tL. L. Morris Lenders Co. Williom Stein 
Milwoukee 16, Wis. Prnet ty, 1% Atlante 3, Georgie Lincolnwood, Il. 
eons et és, a>. H. L. Linder Electric Soles Co. ee 
binegh Coednen *G. M. ‘ *Crockett-Lund & Co. Wa. i. Thormon, dr. 
Philedelphic 50, Po. Son Fremciee 7, Colfemie” Doles 2, Texos Charlotte, North Coreling 
"Local Worehouse Stock Avoiloble 
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“Sales of Aeroquip Products Doubled in a Year,’ 


“IT’S OUR FASTEST GROWING LINE, PERCENTAGEWISE” 


Adds The Wm. H. Ziegler Co., Inc., Minneapolis, 
Which Serves Many Industries With Over 101 Major Franchised Lines 


By providing the products and service vital to the construction 
projects, mines, railroads, manufacturing plants and farms of 
Minnesota and adjacent areas for more than 40 years, the 
Wm. H. Ziegler Co., Inc. has grown to become one of the largest 
companies of its kind in America. Today almost 300 people are 
employed, 4 large branches are operated, and the company 
handles more than 101 franchised capital goods lines plus 
numerous supply lines. 

Aeroquip Flexible Hose Lines with Reusable Fittings, and Self- 
Sealing Couplings have been distributed by Ziegler's since 1946. 
The “Aeroquip Idea” of making replacement hose lines quickly by 
using bulk hose and reusable fittings has proved to be a valuable 


\ 
L . E 


The Wm. H. Ziegler Co., Inc. keeps ample supplies of Aeroquip 
Bulk Hose and Reusable Fittings at each of the four branches as 
well as the headquarters building. 


eroquip 


FLEXIBLE HOSE LINES & FITTINGS 


w=~eroquip 


COOPERATIVE 


iit ttn eee 


aid to Ziegler's in carrying out its program of prompt, efficient 
service for customers. Aeroquip Hose Lines are now used for all 
customer replacement needs and in 1956 hose line sales more 
than doubled the 1955 dollar volume! 

M. E. Olson, one of Ziegler's sales managers, attributes the 
gratifying increase in Aeroquip sales to product quality, quick 
availability and Aeroquip’s consistent and extensive advertising 
program. 

Many distributors throughout the country are capitalizing on 
the growing demand for the expanding line of Aeroquip Products. 
There are still opportunities for distributors in selected areas. 
Why not write for information today! 


‘ + ; 
When a customer needs replacement hose lines, Ziegler employees 
cut bulk hose to length and attach Aeroquip Reusable Fittings. Hand 
assembly is easy . . . takes only minutes. 
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Reports One of America's Leading Distributors 


Ziegler's headquarters in Minneapolis contains display room, administrative offices, parts storage area, and complete repair facilities. This building 
plus the four outstate branches add up to a total of 210,000 square feet of floor space. 


Ziegler Salesman for railroad applications is Roger Rosell, center, 
who points out the features of an Aeroquip Product to two im- 
portant railroad customers. 


Aeroquip Sales Engineer, Gene Aske, at left, and Ziegler Sales 
Manager, M. E. Olson, discuss a new Aeroquip Product, SOCKET- 


LESS Fittings and Hose, in kits. 


\ 






sew 


ae 
pet 


ONE SOURCE FOR A COMPLETE LINE! 


i 
= i Aeroquip produces a wide range of flexible hose, re- 
4 e : » usable fittings, and Self-Sealing Couplings for every 
ess : af , industrial, mobile equipment, marine, railroad, farm, 


and aircraft application. Aeroquip prices and sales 
policies are geared to selling through distributors. 


REG. TRADEMARK 
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! MORE TOP 


for the fastest 


“Warner Electric Motion Control 
is our No.1 door-opener to 
two major markets..." 


John W. Dadmun, Pres. 
A-C Supply Company 
Milwaukee, Wisconsin 


“In the four years we have been 
handling Warner Electric Brakes 
and Clutches, they have grown in 
total sales volume to a point near 
the top of our list of 26 product 
lines. Profit average on Warner prod- 
uct sales is well above the profit aver- 
age for sales of allied lines! Further- 
more, interest in the new Warner 
concept opens doors for other 
products as well.” 


“Warner reps are the key to our success." Warner sales rep- “High quality ... sound service ... make Warner relatively 
resentatives are experts, thoroughly prepared to give technical easy to market... keep stock moving.” A high percentage 
advice... train salesmen. . . and conduct refresher classes. They of Warner customers are repeat customers. Stock turns over 
are ready to advise or accompany salesmen on special calls, quickly, even for relatively new Warner distributors. 
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‘LEVEL DISTRIBUTORS 


growing line in the power-transmission field! 





Factory installation of Warner 
Electric Brakes and Clutches by leading 
machinery builders opens 
profitable new markets for distributors! 





Top-level distributors who want to move ahead 
fast in the power-transmission field can now step 
into growing, new markets. Rapid acceptance 
throughout industry of Warner's progressive con- 
cept of electric motion control has created oppor- 


Werner Eleciric Clutch-Brake easily installed on main drive of tunities for increasing replacement and service 
pockaging machine to permit automatic control. Moderniza- - : 
tion market opens new opportunities to sell variety of power- profits on all types of power-transmission com- 


‘ " ponents. High profits on every sale . . . more sales 





Combination Clutch-Brake designed into this automatic tur- on complementary lines . . . are paying off for pres- 


ret-type drill press. Supplying replacement parts for original 
equipment has created profitable new markets for Warner ent distributors across the country. Minimum 


Geciric Brake ond Clutch distributors. space and handling requirements... choice of 
——— three different stock plans ...and intensive fac- 
tory training for distributor salesmen... make 
Warner a profitable, relatively easy line to handle. 
A few outstanding distributors in each territory 
now have an opportunity to take advantage of the 
profit-producing opportunities created by the most 
important modernization trend since individual 
motor drives replaced overhead pulley belts. The 
coupon below will bring you full details... but 
act promptly . . . a limited number of new distribu- 
tors are being added at this time. 


Warner desk-top demonstrator 
speeds selling, increases profits! 


This working model effec- 
tively demonstrates speed 
and controllability of War- 
ner Electric Brakes and 
Clutches ... plugs into any 
wall socket. Promotion 
plan for distributors (right) 
offers variety of free sales 
aids and guides. 


Beat competition with Warner Electric Brake & Clutch Co. 
Dept. ID, Beloit, Wisconsin 


i= L Ee Cc T R i Cc B R A K E Ss Please send me complete information on Warner's Promotion Plan 


for Distributors. 

AND CLUTCHES oe - 
Company 
Address 


- City 
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NEW Tal grindin 


DA Borolon 


smaller crystal 





structure 
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SINIONDS 
Borolon 


TRADE MARK 


for resinoid bonded 
snagging wheels 


A big, new forward step in grinding efficiency — being 


advertised to your steel mill and foundry customers right now! 
It's DA Borolon — with smaller crystalline structure within 
each abrasive cutting particle. This means extra toughness — 
more and sharper cutting edges — long wheel life — and 

more production per wheel dollar for your customers. To make 
more business your business, sell Simonds grinding wheels 


with new DA Borolon. 








NEW LIFE 


for more grinding... 
= SIMONDS 


hed) 
ABRASIVE CO. 


GRINDING WHEELS 


a Borolon: 


r crystal 
e TRADE MARK 





CALL * CistmisutoR SIMONDS ABRASIVE COMPANY 


DISTRIBUTOR 


——__— Tacony & Fraley Sts., Philadelphia 37, Pa. 
LOCAL STOCK DIVISION OF SIMONDS SAW AND STEEL CO 
FAST SERVICE 
BRANCHES: PHILADELPHIA, CHICAGO, DETROIT, LOS ANGELES, SAN FRANCISCO, PORTLAND, ORE. 








These Two 
PERFECTLY PAIRED 


‘‘NATURALS”’ 
A Steady Source of Profits 


Titeflex Flexible Metal Hose and Quick-Seal Coup- 
lings are “‘sales naturals’’ for any forward looking 
distributor. Needed for scores of applications in 
every industrial plant ...and already known and 
preferred by many engineers and plant managers. 


Titeflex 
Flexible Metal Hose 


* Made to convey “problem” liquids and gases 





¢ Withstands high extremes in temperature and pressure 


¢ Absorbs vibration, shock, flexing with ease 
¢ Sizes |.” to 6”. Also made with a core of TEFLON*® in 
sizes 44” to 1'4 


Titeflex 
Quick-Seal Couplings 


¢ Leakproof at all operating pressures 

¢ Couple or uncouple in ONE second 
without tool 

¢ 360° swivel stops hose kinking 












« Complete range of sizes from '4”’ to 12” 





Write for details on liberal distributorship 
arrangement for your area. Easy-to-sell 
easy-to-stock Titeflex Hose and Couplings 
should make good money for you 


*Du 


el 


\V areas wt 


CALL YOUR LOCAL 
DISTRIBUTOR Your one source 
Consult the for both 
yellow poges Hose and Couplings 
















Pont trademark for its tetrafluoroethylene resin 











of your telephone directory 





TITEFLEX, INC., 602 HENDEE STREET, SPRINGFIELD 4, MASS. 
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BUT WOULDN'T YOU 
RATHER HAVE THE LATEST 


TECHNICAL ADVANCE? 





Heller announces a great 


nucul 


Certified by American Standards Testing 

7/4 Bureau* to meet their Standards for Supe- 
rior Cutting: Uniform Teeth . . . Uniform 
Set ... Uniform Temper. 


An exciting development in the tool field has 
been achieved by Heller with the perfection of 
JOB TEMPERING. This significant new ad- 
vance in tool metallurgy and heat treatment 
has now been applied to a great new line of 
Heller Tools! 

Developed after long metallurgical re- 
search and based on years of experience in 
producing superior metalworking tools .. . 
JOB TEMPERING results in tools that per- 
form better and longer on the toughest jobs 
in the shop. 

As a result, every Heller Hack Saw Blade 
is certified by American Standards Testing 
Bureau* to meet the three important require- 
ments for superior cutting on the job: Uniform 
Teeth, Uniform Set and Uniform Temper. 

Heller offers a complete line of JOB TEM- 
PERED hack saws for both hand frame and 
power machine use. 


Hand Blades: 

Available in standard steel, high speed “M”- 
HAX and high speed “T”-HAX. All-Hard or 
Flexible Hard-Edge. Furnished in all standard 
lengths and tooth spacings. Packed in lots of 
100 in attractively designed package. 


Power Blades: 

Available in high speed “M”-HAX, high speed 
“T”-HAX and shatterproof “NUWELD”. Full 
range of sizes, widths, and tooth spacings. 
Packed in lots of 10 blades in an attractive 
newly designed package. 


Give us your toughest hack 
sawing problem. 


We'll be glad to show you how the remarkable 
new Heller JOB TEMPERED Blades can solve 
it efficiently and economically — delivering 
fast, straight, trouble-free cutting over longer 


periods. 
I 
= 
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* 
advance in its % too 


nucut 


Ud lempered’” 
tet Band Saw Blades 


Certified by American Standards Testing Bureau* 

to meet their Standards for Superior 

Cutting: Uniform Teeth ... Uniform Set... 
Uniform Temper. 


new 







The fundamental advance in hack saw manufacture made possible 
by Heller’s JOB TEMPERING process has also been applied to a 
complete new line of Heller Metal Cutting Band Saws. 

Special, controlled-analysis steel and Heller’s unique heat-treating 
formula are combined with precision tooth contour and uniform set. 
The result: band saw blades that provide superior cutting and longer 
service on the toughest jobs 

Heller JOB TEMPERED Hard-Edge Blades are offered in all 








Ce 












tooth shapes .. . Standard, (Regular or Wavy Set), Skip and Hook 
Tooth designs. High Speed Steel band saw blades are also furnished 
for specific applications. 
Saws are available in all standard widths and tooth spacings . 
in 100’ and 250’ coils or welded to exact machine length read\ to use. 










Give us vour toughest band sawing problem. 


We'll be glad to show you how H JOB TEMPI 
Blade w rive t efficient ! nd give you f 


smootne cutt iw and tongve} 
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Here are the facts! 


Heller’s Catalogs on Hack Saw and — 
Meta! Cutting Band Saw Blades contain | 
full information on types, sizes, widths and 
thicknesses of saws, tooth shapes and sets, types of 
steel, etc., that will help you solve your 
cutting problems. WRITE TODAY 
FOR YOUR FREE COPIES 


Tp | Ao AMERICA'S OLDEST FILE MANUFACTURER 
* 


NEWCOMERSTOWN, OHIO 
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Ub lempered” 


Flat Ground 


Die Steel 


Oil and Air Hardening Types 


The Analysis Recommended by Leading 
Consulting Metallurgists 





The metallurgical research th: 
Heller’s exclusive JOB TEMPERING 
their full line of tools has resulted in the develop 
ment of truly superior Flat Ground Die Stee 


it produce 


rocess fo) 


Here is a die steel analysis recommended by 
leading consulting metallurgists. It has excellent 
machining characteristics before heat treating 
And when tempered according to Heller's simple 
Heat Treating Instructions, results in a true JOB 
TEMPERED tool or die that will give superior 
performance on the job 

Heller Die Steel is available in both Oil 
Hardening and Air Hardening types, precision 
ground to a finish of 25-35 micro-inches with all 
decarburization and surface defects removed 

Oil Hardening type flats and squares are fui 
nished in standard le ngths of 18” and 36” and i: 
a full selection of widths ranging from !.” to 14 
and from 1/64” to 1%»” thick. All sizes are indi 
vidually packaged and include full heat treating 
Instructions 


Air Hardening type flat and “juare S1Zes are 
available in standard 36” lengths only, in thick 
nesses from 1!” to 2”, and in widths from 1 
10”. All sizes are individually packaged and in 
clude full heat treating instructions 

Spec ial sizes of both types are also available 
on order. 


Here are the facts! 


Lompiete iIntormation on sizes, 


tc 





al analysis and 
heat treatment is contained in this 
new Heller Nucut Flat Ground 
Die Steel Catalog. WRITE TODAY 
FOR YOUR FREE COPY 
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new profit opportunities 
for you in... 


A GREAT NEW ADVANCE 


IN TOOL TECHNOLOGY 
BY 


feller... 


eb lempered” 
Tools 


Backed up by a powerful 
promotional campaign 


— tool engineer 





O} 
pr 


H 

cl 
ne 
ar 


6 


A 


NUCUT 


American Patterr 
with exclusive ‘“V 








NUCUT 


NOW 





NUCUT ‘Pattern’ 
AMERICAN-SWISS oarreen 
VIXEN MILLE 


FILES 






Ub lempered” 


WITH EXCLUSIVE 
“WAVY-TEETH” 


FILES 
FILES 


CURVED- 
TOOTH 


ROTARY FILES AND CARBIDE BURRS 


Now Heller announces JOB TEM- 
PERED FILES .. . the most significant 
forward step in file making since the devel- 
opment of Heller’s exclusive ‘“Wavy-Teeth”’ 
principle! 


JOB TEMPERING combines the latest 
Heller metallurgical developments with spe- 
cial production techniques. The result of this 
new advance shows right up in job perform- 


ance... superior cutting ability, better finish 





“ 
A Complete Line of Ub lempered Files 


AMERICAN-SWISS 


American Pattern Files 


with exclusive “Wavy-Teeth” 





Swiss Pottern Files 


Here are the facts! 


HELLER’S catalog gives full 
information on available types, 
sizes, cuts, shapes, and patterns. 
WRITE TODAY FOR YOUR 
FREE COPY! 


| 
dude 1001 G0 
- we NEWCOMERSTOWN, OHIO 


A Subsidiary of Simonds Saw and Steel Co. 


AMERICA'S OLDEST FILE MANUFACTURER 











on the work and longer file life in the most 
severe service. 

You'll get better results and cut your filing 
costs if you select the right file for the job 
from the famous Heller NUCUT American 
Pattern Files with exclusive “Wavy-Teeth”; 
AMERICAN-SWISS Swiss Pattern Files: 
VIXEN Milled Curved-Tooth Files; and 
HELLER Rotary Files and Burrs... and 
satisfy all your requirements for truly 


superior files. 





ROTARY FILES and 
CARBIDE BURRS 


VIXEN 
Milled Curved-Tooth Files 


SOLD EXCLUSIVELY THROUGH 
Heller 


DISTRIBUTORS 


0 ‘your OUTSIDE ToOL Room’ \ 


Heller Ze” Tools 































three good reasons why 
distributors like handling 


onsumer oc 


t from the ¢ : 
taby 


O-B during its ne 
ufacturing 


Distributors profi 


ceptance earned by 
» man 
70 years of valve me 


If you are not now enjoying the many advantages 
that come from handling O-B valves, let us know and 
we will be glad to have a representative call on you. At 
the same time, we will send you a copy of the booklet, 
“Keeping Faith,” which describes the sales policy we 
have lived by for nearly 70 years. Write to the Ohio 
Brass Company, 380 North Main Street, Mansfield, Ohio, 
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MAKE 6 SALES CALLS FOR ONLY 36¢ 



















THE “MAGIC CARPET”’ That’s all this Direct Mail Campaign costs if you 
DIRECT MAIL CAMPAIGN are a Hewitt-Robins distributor. For only 36¢ per 
This kit gives complete information on customer, Hewitt-Robins will print, assemble, stamp 


the Hewitt-Robins ‘Magic Carpet” Direct 
Mail Campaign. It contains copies of the 
sales letters, wall chart, booklets, reply customers. All letterheads, booklets and reply cards 
cards; details on cost and hints on how to 
get the best sales results from direct mail 
advertising. If you are a Hewitt-Robins address. 

distributor and have not already received Just think what this means! ‘ou can contact all 
your copy, we'll be glad to send it to you 
promptly. Just write our Advertising De- 
partment in Stamford, Connecticut. and sales-producing inquiries that will make your 


and mail a series of six mailings to your list of 


used in the mailings will carry your name and 


prospective customers regularly —develop new leads 


salesmen’s limited time more productive. 





Every Hewitt-Robins distributor of Industrial 
Rubber Hose and Conveyor Belting will want to 
start this campaign now. It’s so easy to arrange; 





all you need do is fill out a simple order form and TI 
send it to D. L. Walker in Stamford. Hewitt-Robins y 


handles all the details . . . and you get all the in- 





quiries—direct—for fast follow-up. 
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The Hewitt-Robins “‘Magic Carpet”’ Direct Mail Campaign for dis- 
tributor mailings consists of 6 letters and business reply cards, plus 
folders on belting and hose. Complete cost only 36¢ per prospect. 


H-R MANAGER OF DISTRIBUTOR SALES 
MEET DALE WALKER, our Manager of Distributor Sales 
for Industrial Products Divisions. Dale joined Hewitt-Robins 
in 1938—entered the U.S. Army in 1941 where he did a 4% 
year stint in Anti-Aircraft Artillery with service as 1st Lieu- 
tenant in North Africa and Italy —and returned to the Rub- 
ber Division Plant in 1945. Here, Dale gained invaluable 
experience in sales and product development for belting and 
hose. Later, as Rubber Division field engineer in the St. Louis 
sales office, he worked closely with H-R distributors and their 
salesmen and gained deep insight into the problems involved 
in this type of selling. A year ago he was promoted to Assist- 
ant Manager of Commercial Research in Stamford. His 
experience and willingness to tackle the toughest problems 
will prove useful in his present assignment as Manager of 
Distributor Sales. 









NN ee 
4 
DISTRIBUTOR SPOTLIGHT von seores om rename |) 
This notice appears in every advertisement of our Industrial Rubber ON BELTING AND HOSE 
; Products Division to direct readers to your listing in the local CALL YOUR LOCAL HEWITT-ROBINS 
| Classified telephone directory. INDUSTRIAL SUPPLY DISTRIBUTOR 
: HEWITT-ROBINS, STAMFORD, CONNECTICUT LISTED IN THE “YELLOW PAGES” 
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at Donnelley’s 
means to you 


in catalog compiling 


Here is a typical M.O.K. (manufacture 
from the 80,000 in our Catalog Department files. It car- 
ries the latest proof of one of our unit /istings. And it gives 
a complete history of all changes, corrections, and uses 


since the item entered our extensive file. 


with the manufacturer. We then make all corrections or 
additions needed to keep information current. 


The average catalog contains over 2000 individual items. 
Imagine the record keeping necessary to insure a catalog 


that is correct and up-to-date. 
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Toledo Automatic Pipe Cutters 






Cutters cut smoothly 





2YA\ YA? 





“Siar A AY oeas| 
— SEE GLP CARP an = 

me Oe --—- 
a wrrur ; P 
oie p <n | Cas” Toledo Automatic Pipe Cutters 
a o_o s\" 
ta 5 | 


i i 


* cut eR 


an 
fei automat 

















r’s O.K.) card 





pecral 45 
4 Special Vie 





. — 
/ treetn, Pos \ quota, 


Before your catalog goes to press we check each item — eth momit 














Helen Lane (standing) and her eight assistants devote their entire 
time to Donnelley M.O.K. procedures. They know the routines 
and the manufacturing people who are responsible for giving 
O.K.’s. This speeds your compiling work along. But, best of all, 
the Donnelley System frees you from the tremendous time-con- 
suming chore of checking each item in your catalog. And, it guar- 
antees you an accurate listing for every item included. 

This is just one of many responsibilities we assume for you in com- 
piling a Quality catalog that can be your most powerful selling 
tool. We'll be glad to give you the whole story—with no obliga- 


tion, of course. Just drop us a line, or give us a call. 


THE LAKESIDE PRESS 


RR. Donnelley & Sons Company- 


Catalog Compiling Department 
350 East Twenty-second Street + Chicago 16 


CAlumet 5-2121 
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The Broadest Iine... 
with the Broadest Market... 
and Growing BROADER ! 





BROWN & SHARPE INDUSTRIAI 


Sate od jig 


iz, 
pe Raat 
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complete line of precision tools and gages 
electronic measuring equipment 


dial indicators 


SS 
<.* 


screw machine tools 











milling cutters and end mills irae 
on 
arbors and adapters ba 
permanent magnet chucks a 
Johansson Thrift gage blocks ' 
ground flat stock 
pumps 
The up-to-the-minute Brown & Sharpe Line offers 
distributors more quality items to sell, and a 
wider range of prospective customers than any q 
other line of its kind. Over 7000 products and still iS 
growing! In 1956 alone, more than 200 brand- an 
new items were added to this progressive line. a 
That’s why Brown & Sharpe Distributors have an x 
: | almost unlimited market throughout all types of 2 ri 
toed industries . . . from individual machinists to nee 
| | the largest of manufacturing plants. Just another 3 
reason why many leading distributors find the ' 
Brown & Sharpe Line one of the “livest” and 
most profitable on their books. Brown & Sharpe 
Mfg. Co., Providence, Rhode Island. 
WE URGE BUYING THROUGH THE DISTRIBUTOR i 
: eH is 
| a | . 
|| Brown é&Sharpe \ 
: hj . , 


a 


Ws 
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THESE BET a -meODUC TS 


COLD FINISHED BARS AND SHAFTING—supplied in rounds, squares, hexes STEEL PI1PE—for plumbing, heating, air conditioning and all other building 
and flats in all standard and special steel analyses. and industrial uses, is available in a full line, in sizes you need, 


REPUBLIC 


Wold Widest Range of Standard Steels 
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Bator Products build. Bettor Profita...doll Republic 


CHAIN PRODUCTS 


Variety and quality are two major factors in estab- 
lishing the superiority of any product line. And 
you get both when you stock and sell Republic 
Chain Products. 

Variety means you miss no sales due to inade- 
quate stock. Republic backs you with a truly 
complete line of welded and weldless chain, 
including farm and animal chain assemblies. 
Whatever your customer’s requirement—for pro- 
duction, product, retail hardware stock or other 
use—you can offer the right size and type of chain 
to fill the bill exactly. 

Quality means you give your customer complete 
satisfaction. When you sell him, he stays sold—a 
vital ingredient in building repeat sales and a 
sound reputation. 

Beyond the wide variety and built-in quality of 
Republic Chain Products, you get additional sales 





help through Republic’s hard-hitting advertising 
and promotion program. For example, your sell- 
ing effort is supported and multiplied by national 
advertising designed to provide product prefer- 
ence in every market you serve. Complete catalogs 
are available to help you maintain stocks ideally 
suited to the needs of your community . . . suited 
to the needs of your customers. 

Other Republic selling aids include a field- 
tested packaging and labeling system for all chain 
products to help simplify stocking and speed 
customer service. 

All of these sales advantages, plus a continuing 
research program aimed at constant improve- 
ment, make Republic Chain Products your top 
choice for easier selling, increased profits. Get 
all the facts from your Republic representative. 
Or mail the coupon, today. 


Biggs -s se 
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FLEXIBLE PLASTIC PIPE—for lawn sprinkling, irri- 
gation, industrial uses. Supplied coiled from “2” 
through 3” dia. In straight lengths in 4” and 6” 
dia. Plus a complete line of fittings and clamps. 


STEEL 


and Stak Producda 
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FASTENERS — over 20,000 types and sizes of 
standard bolts and nuts are supplied in eye- 
catching, tough, non-smudging packages that 
make attractive self-selling displays. 


STEEL SHEETS—for wide variety of fabricating 
or repair applications. Available in ENDURO® 
Stainless Steel, Electro Paintiok®, Continuous 
Galvanized —steel or copper-steel base, Galvan- 
nealed—steel or copper-stee! base. 


Festi ieomstiantienetiaesiostienstnstianstenstamsansmiensiet 


©) Steel Pipe 
O Fasteners 


REPUBLIC STEEL CORPORATION 

Dept. C-2439A 

3156 East 45th Street, Cleveland 27, Ohio 
Please send more information on: 


O Welded and Weldless Chain 
OD Cold Finished Bars and Shafting 
0D Steel-Pak (Proof Coil, BBB Chain) 


O Flexible Plastic Pipe 


Name—— 


Company—___ 


| 

| 

| 

I 

| 

0) Steel Sheets 
| 

| 

| 

Address_— 


_ Title 


intense 





In making fine watches... 


, 4 
. 








if your customers work metal—any metal—they can profitably use Nicholson 


or Black Diamond files. Nicholson spans big shops and little shops, plants that J 
make the most delicate instruments and factories that turn out America’s proud . 
fleets of military and civilian aircraft. - 


Who uses Nicholson and Black Diamond files? Manufacturers of the nation’s 
leading automobiles, jewelry, machine tools, pumps, gauges, and kitchen equip- 


ment. And that’s only a partial listing... and only part of the story. 


You, the strong, carefully selected distributors of our products, complete the 


Nicholson sales picture. Because Nicholson files are sold only through you. 





or pace-setting airliners 








And you know that our policy on distribution will remain eminently fair and 
reliable. That’s a winning combination —the world’s greatest files sold by the 


nation’s outstanding distributors. 


Gp eae 
NICHOLSON and BLACK DIAMOND FILES 


WORLD'S FOREMOST MANUFACTURER OF FILES FOR EVERY PURPOSE 











Johnson Ledaloyl self-lubricating bearings hold oil 
like a sponge—will never need oiling for the life of 
Telectro tape recorders. Here one is being slipped 
on to the shaft of component. 


Distributors Find 
Ready Market For 


Johnson Ledaloyl Self- 


Lubricating Bearings 


Distributors find that the accuracy, durability 
and economy of Johnson Ledaloy! self-lubricat- 
ing bearings offer them opportunities for volume 
orders in many industries. They also appreciate 
the fact that they are fully protected on volume 
orders—that Johnson gives them prompt de- 
livery—backs them with field engineers when 
required. 

For example, Telectro Industries Corporation 
of Long Island City, New York, has developed 
into an important customer for Johnson’s dis- 
tributor in that area. Telectro makes wire and 
tape recorders and insists on getting quality 
bearings, delivered on time, at competitive prices. 


Accuracy of Ledaloyl bearings makes for snug 
press-fit in the base plate of Telectro recorder. 







A handful of trouble-free service for Telectro 
Johnson Ledaloy! bearings assure durability of re- 
corder, yet are economical and easy to install. 


They get all three from their Johnson distributor 
who is backed by Johnson’s years of experience 
and the best of manufacturing facilities. 

Johnson has more than 400 stock sizes of 
Ledaloyl bearings available which gives you an 
opportunity to develop the many markets for 
these popular self-lubricating bearings. They are 
used in a variety of voiume production items— 
from clocks to business machines—from auto- 
matic washers to textile equipment. If you do 
not stock Johnson Ledaloy! bearings it will pay 
you to investigate the possibilities today. Write 
Johnson Bronze Company, 535 South Mill Street, 
New Castle, Pa. 


Si, ah ——-s 


UNIVERSAL BRONZE BARS 
over 400 sizes 


GENERAL PURPOSE 
over 900 sizes 


GRAPHITED 
over 175 sizes 





oebh, 


ELECTRIC MOTOR 
over 350 sizes 


LEDALOYL 
over 400 sizes 
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ALL- ANGLE 


ELECTRIC 
SCREWDRIVER 





PVe O86 08 8088 6) 









= is really an amazing tool. It will do everything 
the conventional designs will do, and much more. It 
will work in extremely close quarters where there 
wouldn’t be clearance for the others. 

It will drive, set and remove wood screws, self 
tapping screws, lag screws, and machine screws and 
nuts. An optional adjustable clutch may be set to 
provide uniform tightness, or the operator can control 
tightness with hand pressure. Available bits include 
Standard Screw Driver, Phillips,and Socket Wrenches. 

It will deliver the long, trouble-free Service every- 
one expects of a SIOUX Tool. Look for SIOUX un- 
der “Electric Tools” in the yellow pages. 






weeeeoeeeeeeeeeeeevene 


For the Building and 


A Natural for Duct Work 
Woodworking trades 


inside or outside 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 





Cuts the time in half in Auto Body work 






ELECTRIC DRILLS © SANDERS ® GRINDERS ® IMPACT WRENCHES ® POLISHERS 
® PORTABLE SAWS ® FLEXIBLE SHAFTS ® VALVE FACE GRINDING MACHINES 
* ABRASIVE DISCS 
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HELPING YOU SELL MORE SOCKET SCREWS... 


Cleveland now provides one source 
for filling all your socket screw orders 


CLEVELAND STANDARD SOCKET SCREW PRODUCTS 
UNIFIED THREADS—CLASS 3A FIT 





Type 


| 


Standard Sizes 
(diam.) 


Material 





Socket head 
cap screws 


Set screws 
(cup, half dog 
flat, cone or 
oval points) 
Flat head 
socket cap 
screws 
Button head 
rocket cap 
screws 


Shoulder screws 
(stripper bolts) 


Dowel pins 


Pressure plugs 


Socket screw 
keys 


(larger sizes avail.) 


| 


#0 to 1% in 


#0 to lin 
(#0-#3, cup point 
only) 

#4 to % in 

#4 to % in 

at aim 

% tolin 


(nominal size and 
1 in. oversize 
for repair) 


i to 1% in 
NPTF 
028 t 
flat hort or long 
arm 


1 in. across 


Alloy steel, heat treated 
or 
Nonmagnetic 18-8 stainless 
Alloy steel, heat treated 


tf 
Nonmagnetic 18-8 stainless 
(to in up point only) 


Alloy steel, heat treated 


same 


same 


same 
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Cleveland now offers distributors a complete line of standard 
socket head products in addition to Cleveland hex head cap 
screws, square head set screws, and milled studs. 

Also, with the opening of its new plant, Cleveland has doubled 
its factory warehouse capacity and has increased materials han- 
dling efficiency 25%. You get same-day shipment on any size 
order. 

It means that you can fill all your socket head erders quickly 
from one source of supply. You save extra paperwork and pick up 
business you previously had to bypass. 

Cleveland socket head products are forged, not machined, from 
heat treated alloy steel. Forging assures uninterrupted grain flow 
in heads, threads and fillets; gives superior tensile strength and 
fatigue durability. 

Write or phone for more information. A our 
folder “Cleveland Socket Screws” will be sent on request. 


copy ot new 


Cleveland maintains warehouses in key cities throughout the country 


ee) THE CLEVELAND CAP SCREW COMPANY 


| 4444-15 Lee Road, Cleveland 28, Ohio 
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How J-M Trade Show Exhibits 


Support Packings and Gaskets Distributors 
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Johns- Manville representative explains the construction of a newly developed packing. 


Year-around schedule boosts customer 
acceptance ... stimulates new business 


Many of your best packings and gaskets custom- 
ers regularly attend their industry’s trade shows 
and conventions. And Johns-Manville is there, 
too, at all the big shows. 

Here, J-M field representatives are available 
to discuss your customers’ packings and gaskets 
problems . . . and offer solutions that will bring 
more business to you. Displays and working 
models dramatically demonstrate the advantages 
and exclusive features of J-M products. New uses 
and markets are explored for these products. New 


products are effectively promoted person to per- 
son. The latest literature and brochures are put 
in the hands of your customers and prospects. 
Valuable inquiries are developed. And, best of all, 
your customers acquire increased confidence in 
the products you sell them under the Johns 
Manville label. 

If you would like more 
many other advantages of a Johns-Manville Dis 
tributor Franchise, write Johns- Manville, Box 14, 
New York 16, N.Y. In Canada, Port Credit, Ont. 


information on the 


TM MANY 


Johns-Manville PACKINGS, GASKETS & TEXTILES Mm 
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NIXDORFF-KREIN MFG. CO. 


916 HOWARD STRFET @ ST. LOUIS 6. MISSOURI 
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New Fei a1 4PJ Geared Threader Is Now 
JAM-PROOF 


*..[ts Safe, Boss... | Don't Need 
) Wateh it... wont jam “ 

















Easy Sales... Only 2'/2” to 4” Threader With Safety Cut-Out on Drive Pinion 


Power drive threading is safe and easy with this new 4PJ—no more 





watching of either die stock or drive! 4PJ can’t jam—drive pinion 
kicks out automatically when full thread is cut. Extra-easy to handle 
. mistake-proof workholder, no bushings . . . fully enclosed gears. . . 
The RIGID value they all want... order your stock of 4PJ’s today! 


<— RIGID 400A Power Drive with Universal Drive 
Shaft operates 4PJ Threader on 4” pipe held in 
Tristand Chain Vise, all RitaaiS products. 


a The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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Renewable Composition Disc 
BRONZE GLOBE VALVE 

150 Ibs. Steam 3OO Ibs. O.W.G. 
\% in. to S in. 


Making a 
Work Horse 
a Champion 


Take a Fig. 106-A apart. It’s easy to see 
(and show) the reasons why it’s the 
“champion” of disc-equipped Bronze 
Globes. Every part, from heatproof hand- 
wheel to pipe ends, reflects the design and 
construction skill of generations of Jenkins 
Valve specialists. 

Fig. 106-A not only looks better — it 
proves out better in performance. In any 
comparison, its long-life, low-upkeep rec- 
ord has always set the standard. That is 
the true measure of valve cost — and it is 
the reason why industry's shrewdest buy- 
ers will settle for nothing less than the 
proven Fig. 106-A quality. 
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Champion for long-range economy ... 
and champion sales-builder for 


~ 


Ainis | 


Work horse of industry's pipelines is the renew- 
able composition disc Bronze Globe. 

Jenkins valve specialists have always taken 
a special view of this type of valve. It dates way 
back to the time when Jenkins introduced the 
first renewable composition disc Bronze Globe. 
In fact, Jenkins is still the only manufacturer 


of both valves and discs. 


Jenkins engineers reasoned that the valve 
that has most of the work to do should have 
a liberal extra measure of dependability. The 
result is Fig. 106-A. 





The Fig. 106-A “family”, with interchangeable parts, 
provides patterns to meet a large majority of the valve 
needs for most industrial and commercial piping 
systems. 

Trimming is interchangeable in screwed or flanged 
Globe, screwed Angle bodies. Combinations provide 
valves for Quick-opening or Throttling service, Lift 
Checks and Spring-loaded Checks. 


INDUSTRIAL DISTRIBUTION 


It has all the rugged endurance of a work 
horse. But it also has the fine form, the lasting 
sensitivity of control all the characteristic 


features of a champion. 


That's why valve-wise buyers everywhere 


renewable disc valve by Jenkins 


106-A “family” 


judge any 
standards. Result . 


is a steady, profitable sales builder 


. the Fig 
a lead- 
ing producer in the complete Jenkins line that 
makes valve business big business. Ask any 
100 Park 


Jenkins Distributor. Jenkins Bros., 


Ave., New York 17. 





JENKINS” 


LOOK FOR THE JENKINS DIAMOND 


VALVES: 


Joatins Bry 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS 
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says Fred Mills, Owner, Keystone Bearing and Supply Co., Allentown, Pa. 


are the foundation of our V-Belt 
business. In 1949, when Keystone opened its doors, 


“Dayton Cog-Belts 


the V-Belt business was highly competitive. But cus- 
tomers stopped and they listened —while I told 
them about Dayton Cog-Belts! 

“I give a lot of credit to Cog-Belts for the steady, 
confident growth we've experienced year after year. 
But it’s the other Dayton ‘pluses’ which enabled us 
to double our Dayton sales in the last two years. 

“There’s the Dayton Selective Franchise which gives 
us real protection in our territory. Then there’s the 


sales training our staff has received from the local 


Dayton representative. And I don’t want to forget the 


factory assistance we get. We've found the ‘Dayton 
Handbook of V-Belt Drive Design and Selection’ one 
of the most useful tools we’ve ever seen. 

“Finally there’s real ‘shirt sleeve’ help on sales and 
on installations, too. Many’s the day the Dayton repre- 
sentative and I have spent on the plant floor working 
the bugs out of a tough drive. It all adds up to first- 
class teamwork — the kind that doubles volume time 


and again!” 





“DAYTON V-BELT SALES DOUBLED AC 


“Every year has seen new records, new growth with Dayton’s complete line,” 
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*Payton Cog-Belts 
id the Dayton 
lective Franchise 
luses’ are the basis 
our steady growth 


a highly competi- 
ve market,’’ says 





‘ed Mills, owner of 
eystone Bearing 


and Supply Co. 





a 

“Here’s what I mean by real help! Hal Cole- 
man is giving me a hand figuring out an 
installation with the aid of the Dayton Hand 
book of V-Belt Drive Design and Selectior 
the easiest to use and the most authoritative 
V-Belt manual I’ve ever seen.” 


, 


“Keystone Bearing and Supply Company has 
served the heavy industry and manufacturing 
plants in the Allentown, Pa., area since 1949 
— and we've carried the Dayton line of V-Belt 
from the very beginning.” 


vW 


it Ph 


alk about product availability! On one installation, we wanted and 
ot fast service on a matched set of 20 “D” section belts. Checking 
ew stock is John Thomas, office manager. Ron Hoeizel is placing 


on the shelf.” 


Cog-Belts have saved $17,500 on this installation! 20 ‘D’ Section 
og-Belts deliver 250 H.P. with an added service factor of 60%. The 
Assistant Plant Superintendent (left) is pointing out the problems 
ye licked to John Morgan of Dayton.” 


PHayton hwisbex 


World’s Largest Manufacturer of V-Belts 





rite today for specific information about 
a Dayton Selective Franchise in Your area. 


he Dayton Rubber Co., Industrial Replacement Div. « Dayton 1, Ohio 
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Dipper hoist ropes take a beating from abrasion, shock loads and constant bend- 
ing. That is why you need a rope that’s engineered for the job — Tiger Brand. 





*< — « 


This 3'2 mile tramway, equipped with Tiger Brand Wire 
Rope, reduced hauling costs by 66% over any other method 
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Tiger Brand Drag Lines have a reputation for keeping 
costs down by moving more cubic yards per rope 


Tiger Brand delivers 


top yardage per dollar spent for wire rope 


When you are moving materials in a 
big way, the cost per cubic yard may 
be a deciding factor in the type of 
equipment and wire rope you select. 
Whether you use shovels, draglines 
or tramways, the problem is to pick 
the rope that will give the best pos- 
sible service on your job. 

On shovels, Tiger Brand Wire Rope 
has run up some amazing records. 
Tiger Brand shovel hoist ropes are 
designed to combine flexibility, 


strength and resistance to abrasive 
wear as required by this class of serv- 
ice. 

On draglines, where a lot of abra- 
sive wear and abuse are encountered, 
Tiger Brand drag ropes have dem- 
onstrated time and again that the 


right rope for the job is the most 
economical 

For tramways, Tiger Brand track 
cables and traction ropes are recog- 
nized leaders 

For a personal guide to rope selec- 


tion, send the coupon. 


American Steel & Wire Division 


Cleveland 13, Ohio 


Rope for the Job." 
Name 

Company 
Address 

City 





Ezcellty Pofprmed 
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Rockefeller Building, Dept. D-27 


Please send me your Wire Rope Recommendation Book, ‘‘The Right 


State 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 
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WHEN YOU HANDLE 
THE COMPLETE KIDDE LINE! 


It’s quick and easy to pull sales out of the Kidde hat, because your customers are 
pre-sold on the high quality, high performance Kidde Line by hard-hitting national 
advertising and promotion. What’s more, conveniently-located Kidde warehouses mean 
minimum inventory, fast delivery, complete service facilities. You'll sell the complete 
line of Kidde Fire Extinguishers...more than thirty models in varying capacities, 
including Carbon Dioxide and Dry Chemical Portables, Soda-Acid, Foam, Water, Anti- 
Freeze and Vaporizing Liquid Extinguishers, Pump Tanks. For real sales magic, cash 
in on Kidde quality, Kidde performance and Kidde promotion. Write to Kidde’s Market 
Development Department today! 


(K\ Walter Kidde & Company, Inc. « INDUSTRIAL AND MARINE DIVISION 
~~ 222 Main St., Belleville 9, N. J. © Walter Kidde & Company of Canada Ltd., Montreal—Toronto 
The words ‘Kidde’, ‘Lux’, ‘Lux-O-Mat Fyre Freez’ and the Kidde seal are trademarks of Walter Kidde & Company, Inc. and its associated companies 
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The Rolling Aation '¢ built right in 


HELLER 


Spiral-lur- 
half round files 


Filing out a concave surface or rounding out a hole 












Above is a cross 






is no longer a job restricted to master craftsmen. HEL- 
LER SPIRAL-CUT HALF ROUND files eliminate the 


need for skillful twisting action once so necessary to 


section showing 






the smooth, true 






arc left by the 
HELLER SPIRAL- 
CUT HALF 
ROUND file. 
Compare it with 







produce smooth, even work. This rolling action is now 
designed right into a HELLER SPIRAL-CUT HALF 
ROUND file. 








the scalloped 






surface [illus- 





trated below) A straight stroke with an ordinary half round file 






leaves bumps and ridges unless the user twists it just 
right. The same straight stroke with a HELLER SPIRAL- 
CUT HALF ROUND makes a smooth and true-arc 
surface. 


left by an ordi- 






nary half round 






file using the 







same stroke. 











This new cutting principle is another of many “firsts’ 
brought out by HELLER in their continuous search for a 
better file. This exclusive feature is a unique sales story 
for the HELLER distributor. Tell your customers and 


build greater sales and profits. 















HELLER 
American -Swiss* 
SWISS PATTERN 


VIXEN" ~~~ NUCUT® 


MILLED CURVED TOOT - AMERICAN PATTER 


» HELLER root co. 


WHITE TANG et "Pq NEWCOMERSTOWN, OHIO 


° 







he brands always 






assure HELLER quality 





~ 

o 

x i 
yi 


a 
Vee 1s? 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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NEWS THAT HELPS YOU SELL 
New booklet explains precision — § 
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New free 16-page booklet by SPS explains the techniques of gaging modern precision screw threads. 
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About 50 years ago, a movement was 
initiated in this country to standardize the 
manufacture of screw threads. Subsequently 
standards were written, accepted and used. 
Since then the standards have been largely 
taken for granted, and new investigations 
into screw thread theory ignored. But 
recent technological advances, with their 
increased emphasis on precision, require 
that industry take a new look at the subject. 


There are many ways to manufacture screw 
threads and perhaps just as many ways 
to measure their accuracy. There are many 
kinds of gages, each requiring its own 
special techniques. Every method of gaging 
has its own peculiar advantages and dis- 
advantages. The new SPS booklet “Class 
3A threads: what they are; how to gage 
them” describes and illustrates fully the 
most generally accepted methods. In 16 
pages of easy-to-understand text and how- 
to-do-it pictures, it gives your customers 
helpful hints on how to use gages properly, 
as well as on how to adjust and set them. 


Sampling techniques are also discussed. 


We will supply you with copies of this 
booklet to hand out or mail to your custom- 
ers. Write A. W. Scott, Advertising Mana- 
ger, for copies of Form 2239. STANDARD 
Pressed Stee. Co., Jefkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 


n SPS thread gaging techniques 





Craftsmanship of the highest order is the rule at SPS. Our men 


have modern equipment—average machine age is only about 6 years. They have 
the best materials—made to our own specifications, and chemically and magneti- 


cally inspected in our own plant. The men themselves are directly responsible 


for the consistent top quality of UNBRAKO socket screws. They inspect the 
products they produce carefully, using the most modern and infallible of gages 
Result: UNBRAKO screw threads are manufactured to such precise tolerance 
that they measure out to Class 3A every time—no matter what method your 


customer uses to gage them, 





7 STANDARDS 





The complete line of Unsrako socket screw products is described and 
illustrated in ““UNBRAKO Standards,” a 32-page catalog on standard sizes and 
materials; also plating and surface treatment specifications. Write A. W. Scott, 


Advertising Manager, for copies. 





JENKINTOWN PENNSYLVANIA 
ee 
UNBRAKO SOCKET SCREW PRODUCTS 
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DOMINANT DISPLAY of Delta Power Tools dramatizes completeness CUSTOMER CONVENIENCE was most important consideration in choosing 
of Delta line, a fact customers appreciate. This is view in reception area site of Hoffman & Heartt's ultra-modern new headquarters building, easily 
of Hoffman & Heartt'’s modern headquarters building. reached from any part of Los Angeles area. 
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efor growing markets 


says DELTA Power Tool Distributor 
HOFFMAN & HEARTT, Los Angeles, Cal. 


The rapid growth of Hoffman & Heartt has more 
than kept pace with the expansion of the Los 
Angeles industrial market. At the core of this 
success are two basic selling principles: 





















1. Intimate knowledge of the market. 


2. Personal service in providing customers with the most 
practical tooling for their individual needs. 


DELTA FILLS GROWING MARKET NEED 


According to Hoffman & Heartt, one of the 
most significant market trends today is the grow- 
ing need for low-cost flexible production tooling. 
This is true not only in larger plants, but espe- 
cially in the tremendously increasing number of 
small machine shops where one tool must be 
capable of doing several jobs. “‘That is one of the 
big reasons why Delta Power Tools are so much a 
part of our business,’’ Mr. Heartt said. 





PERSONAL SERVICE has always been basic to selling philosophy of J. 
Roy Hoffman (left) and Robert H. Heartt, partners of Hoffman & Heartt, 


There are other reasons, too, such as customer 





Delta Power Too! distributors of Los Angeles. Between them they represent preference, completeness of line, built-in accuracy 
63 years of experience in machine and power tool fields. and ruggedness, versatility, and easy availability 
hoosing of parts and accessories. It is the combination of 


, easil . 
eae: all these factors, according to Hoffman & Heartt, 


which makes Delta Power Tools easy to sell, and 
profitable to both seller and buyer. 








SCHOOL BUSINESS IMPORTANT 


While most of the firm’s sales are to industry, 
Hoffman & Heartt considers school sales impor- 
tant in two ways. First, for the considerable dollar 
volume involved; and second, for future sales to 
Delta-trained students. One of Hoffman & Heartt’s 
nine outside salesmen specializes entirely on school 
business. 


















Hoffman & Heartt’s sound and rapid growth 
proves what many other leading industrial dis- 
tributors have learned from experience: When 
DELTA Quality is backed by dealer service of 
equally high quality, the result is bound to be ever 
increasing sales and profits. Delta Power Tool 
Division, Rockwell Manufacturing Company, 
COMPLETENESS OF DELTA LINE is important in getting, and keeping, 634BN. Lexington Avenue, Pittsburgh 8, Pa. 


customers, according to Hoffman & Heartt. Here Ed Hainley, in charge 













of power tool division, shows prospect a portion of Delta Drill Press tine. 
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To Norton Distributors’ Salesmen: 


How Norton Wheels Cut 0. D. 
Grinding Costs and Improve Quality 


"Touch of Gold" performances like these make it easier for you to tell — and 


sell — great advantages to cylindrical and centerless grinding customers 


Cooler cutting action... faster stock removal . . . better It will pay you to emphasize the same advantages, de- 
finish . . . more preces per wheel and dressing . . . easier scribing how Norton G Bond and BE Bond wheels are so 
dressing, with less wear on diamond or crushing roll. particularly adapted to the needs of cylindrical and cen- 

Those are typical benefits reported by users of Norton terless grinding. Tell how they outperform wheels in so 
G Bond and BE Bond grinding wheels . . . and concern many grinding Operations, precision ot semi-precision. 
every type of O.D. grinding. They’re reported from all Use the brief case histories from this ad. And another 
over the country, and are being featured in Norton ad- big selling aid is the way new Norton 44 aALUNDUM abra- 
vertising your customers are reading right now in sive is proving to be the most outstanding non-premium- 
popular trade magazines. priced abrasive for many O.D. grinding jobs. 


Typical Performance Reports on 44° ALUNDUM* Abrasive 





CYLINDRICAL GRINDING 


A WISCONSIN PLANT, grinding 2” to 4” diameter steel 
shafts, 12” length, reports 44 aLunpuM wheels (44A54- 
KVBE) cut faster and cooler with no sacrifice of wheel 
life, compared with best previously used wheels. 


A MICHIGAN PLANT, grinding miscellaneous high 
speed steel bolt heading dies finds 44 atunpuM wheels 
best. Reasons are more pieces per dressing, cooler cut- 
ting action and 30% longer wheel life than formerly 
used wheels. 


A NEW JERSEY PLANT found a 44 aLtunpuM wheel 
(44A36-MVBE), plunge grinding different steel parts, 
gave many more pieces per dressing and averaged 15% 
longer life than wheels they used before. 











| 4°? a 
CENTERLESS GRINDING 


A MICHIGAN PLANT, of the smaller jobbing types, grinding all 
kinds of materials. They prefer 44 atunpum wheels (44A801-NVBE) 
for versatility, less dressing and faster cutting — including 10-hour 
completion of a job which used to take 14 hours. 


AN OHIO PLANT removes .008” on the rough grind and .003” on 
the semi-finish grinding of No. 1010 steel crankshaft pins, 4” diame- 
ter x 4” length. While standard wheels gave them an average of 600 
pieces per dressing, they report a 44 aLuNDUM wheel produced 1,000 
pieces, by retaining its sharp cutting face longer. All stock was re- 
moved in one pass, compared with two passes formerly required. 
ANOTHER MICHIGAN PLANT, of large size, tested a 44 aALUNDUM 
wheel in grinding hardened steel tappets. They report more pieces 
per dressing, faster cut and less burn than ever obtained before, 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1957 


ee 


FE ee Oe GE aw et Sa a 


Pi es rem emnae 





























“WE NOW GET 800 PIECES PER 
DRESSING with G B To ‘ 


igainst 500 pieces with pr 


Also, we 


“G BOND WHEELS LAST US UP TO 40% LONGER,” reports this centerless 
grinding customer. He found that wheel life increased profitably because this 
greatly improved vitrified bond breaks down so evenly. Workpieces are tapered 
shank vanadium steel spindles, 10°’ long with 44°’ diameter plunge ground to 
remove an average of .045 


TO YOUR CUSTOMERS 


P on-the-job photos and facts like those 
a used here show customers hoy 
F f ’ Norton wheels cana ici the Pou ( 

Gold” that boosts product 


. and prohits 


one ol ve r most 


7 : 
‘ 


a 
a = | 


“WE INCREASED PRODUCTION RATE 35% with G Bond whee ls, besides ere atly \ \ 
improving finish.” These valuable ‘'Touch of Gold” advantages are reported on a . ¥., division of Norton Con pany 
cylindrical grinding job calling for .025'’ stock removal from stainless steel tubing Export Norton Belhr-Manning Over- 
Ihe operation is also on a Norton machine a reminder that only Norton offers seas Incorporated, Worcester 6 
ig all such long experience in both grinding machines and grinding wheels, to help your a ae 
VBE) customers produce more at lower cost. 
-hour 


Norton Company, Worcester ¢ 
Mass. Behr-Mannir Company, lrov, 





3” on 
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»f 600 
1,000 
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NORTON PRODUCTS: 
Abrasives + Grinding Wheels 
Grinding Machines + Refractories 


BEHR-MANNING PRODUCTS: 


ed. A B R A Ss i Vv t sg Coated ag a Stones 
i dlaking better products eee fo make your products better *Trade-Mark Reg. U.S. Pot. Off. and Foreign Countries 


C. 
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When your customers specify ‘“Osborn”’ they're 








buying what is behind the name. For more 


than 64 years, Osborn has furnished Industry 


} 
if 


with the very finest brushing tools . . . has built 
brand acceptance to a point where it can easily 
pay of for you 

Your customers’ confidence in Osborn can 
result in repeat orders year after year—can 
result in more profit for you. Ask for an Osborn 


7, maintenance, paint and power brush order on 


G@ Osos 


every call. The Osborn Manufacturing Company, 
O S B QO R N BRUSHING METHODS « POWER, PAINT AND MAINTENANCE BRUSHES « BRUSHING MACHINES « FOUNDRY MOLDING MACHINES 
R) 





5401 Hamilton Avenue, Cleveland 14, Ohio 
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your 
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Here’s how 





Allen helps you sell more! 


Ever since the first Allen products were offered in 
1910, this company has never varied from distri- 


bution through America’s leading Industrial Dis- 



































Allen Distributors will tell you that service here at Allen is a real 
selling point! Order, packing, shipping and traffic departments see that 
your orders for stock items are shipped within 24 hours — emergency 
orders for stock items, if you'll phone or wire, can usually be shipped 


within one work-day. 






Socket Screw “know-how” for 
you and your customers! Allen 
engineers, metallurgists and design- 
ers are always on call for working 
out your customers’ fastening prob- 
lems —they’ll develop special 
socket screw products when the situ- 
ation calls for these. This service 


SELLS for you! 





Regular program of sales promo- 
tion keeps your customers sold 
on Allen! Allen’s many mailing 
pieces are helpful to your custom- 
ers, useful to you—they invite 
prompt reading and information is 
given in “easy-reference” form — in 
clear tables, wherever possible. 


These pieces will SELL for you! 


Allen Displays for Distributor 
Shows! Allen Displays get attention 
—tell the Allen story quickly and 
forcefully. They’re easy to handle 
and easy to set up in your booths. 
Plan to use an Allen Display in your 
next show — it will help to make 
your show successful. Ask your 
Allen representative, or write direct! 
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tributors — exclusively. You'll like Allen's sales 
policy .. . because it’s a distributor policy, with the 


helps you need and can use! 


Consistent, frequent advertising 
and publicity in 25 leading indus- 
trial publications! Allen's advertis- 
ing is bold, informative, based on 
facts — makes promises that YOU 
can deliver — and features YOU as 
the source for Allen products! This 
kind of advertising SELLS for you! 








Allen technical publications are 
authoritative! The Allen General 
Catalog is a classic in the industry 
for basic Socket Screw Information 
The new Allen booklet on Metal 
Finishing Standards is a unique ref- 
erence manual on surface treatment 
and plating of metals — a real first 
in the industry! 








Allen Sales Training Sessions pay 
off in more sales! About once a 
month, here at the Factory, Allen 
starts a new Training Session for 
Distributors’ Salesmen. Every course 
is aimed at helping your men make 
more Allen sales — experience 
of those who have attended shows 
that they've been successful. 
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ALLEN 





ASK THE MAN WHO STOCKS IT 


Smart distributors have no doubt that teaming with 
Whitney Chain means greater sales and profits. (Ask 
the man who stocks it! ) 


Because Whitney Offers 


] complete premium quality line 
4 high profit margin 
J sales to every plant 
nationally advertised 
nation-wide engineering service and 


Pa 


warehousing. 


{nd exclusive distribution of the new Whitney Single 
and Double Pitch Sel/-Lube Roller Chains—more sales 


New... Whitney's packaging opportunities in industry and agriculture! 


moore sper mpea Thimey is the Distributors” Best Salesman 
chain assembly, handling and 

parts inventory Another 

exclusive Whitney service! 


CHAIN COMPANY 


239 Hamitton St., Hartrorp 2, Conn. 


ROLLER CHAIN ° SILENT CHAIN ° CONVEYOR CHAIN * SPROCKETS e FLEXIBLE COUPLINGS 
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Blackhawk offers the only complete | 
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; Hydrovlic Motor-Driven 
**Porto-Power Pipe Electrically Powered 
Benders Pumps 





BLACKHAWK THE FASTEST-GROWING AND MOST! CC 





ete hydraulic approach to these present 
and future growth markets! 


Start now to grow hydraulically! Put BLACKHAWK’S 
complete line of hydraulic production, maintenance, 
testing tools into your selling plans for 1957 


RESCUE 
ORTMENTS 


pring 

Hoods, earth. 
$, explosions, 
pes. cave-ins. 


® Unlimited sales opportunities 
© 30% profit line 
® Selected distribution 


® Easy to stock and sell 


You, too, can join the many BLACKHAWK 
distributors now enjoying plus profits of $15,000 
and up yearly! No special sales training needed! 
This market guide lists 
actual examples where Blackhawk tools are used 


Prospects everywhere! 


Show your customers how they can save time 


and money in every department 
every operation. 
advertising is behind you... . 


to industrial, electrical and construction men! 





» protection f 
ers and person 
shit plane 


ergency rescue 
accidents, c 
derailing 


aie *2 
Ik: 
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for protec 
workers and 








Needed by production men — 


Blackhawk hydraulic pump and ram are used to 


insert gear shaft into gear box 





. eae 
Needed by construction men — 
Blackhawk heavy-duty hand jacks, 12 to 100 tons 


for lifting, shoring moving heavy structures 


Needed by maintenance men — 


Porto-Power remote-control jacks safely lift and 


move heavy machinery 





Needed by laboratories — 
Porto-Power used to simulate flight stress on wings 


of huge jet bomber 








THE BLACKHAWK MAN WANTS TO SEE YOU! 


BLACKHAWK 


BLACKHAWK MFG. CO., Dept. R-1000, MILWAUKEE 46, WISCONSIN 





Free “Idea Catalog No. H-20) 
shows you 1001] applications of 
Blackhawk Hydraulic Tools 








OST!' COMPLETE 


C ° Gouge-Equipred 
y Jocks 


LINE OF 


it 


HYDRAULIC 


Hydrovlic Jocks roo Hydrov!i« 
through A ‘aa Knock-Out 
100 tons — . j /} Punches 


POWER TOOLS 



















in almost 
Powerful Blackhawk national 
telling your story 















AND TO THESE MEN! 


* plant engineers ® maintenanc e 


® methods engineers superintendents 


® 
® plant electricians contractors 


° 
® safety engineers yard masters 


® riggers 





/ 


BLACKHAWK OFFERS YOU | 


Unlimited | | 
profit opportunities \ 


\ A ' 
* v4 | . 


on every call you make: 








































































































































































































































































































MOUSETRAP, STEAM TRAP, SEWER TRAP 


. . . the world won't beat a path to the door of 
the man who builds a better one and then doesn’t 
advertise it so that people will know about his 
product, know where it can be bought and how 


much it costs. 


Advertising benefits the buyer, too. It tells you 
the product story, makes it easy for you to buy. 


Even more important to you, advertising leads 


...1t makes no difference 


to mass production and volume sales... 


means lower costs and 


low er pi ices. 


Yes, “Advertising 
Benefits You” 
*specially business- 


paper advertising. 


which 





YES ADVERTISING BENEFITS YOU! 


_ 
ant 








Industrial Distribution 
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U.S. Royalastic Plastic Tape 


U.S. Security® Friction Tape 








“U.S.” Splicing tapes sell in vast quantities 
because of the ready demand for any product bearing 
the United States Rubber Company name. 


These tapes are used and advertised the year 


*round to the electrical industry, manufacturing 
plants, hardware field, to name a few. 


Backing up “U.S.” Splicing tapes is this big plus: 


THE NAME U.S. RUBBER REACHES INTO 

MINDS OF INDIVIDUALS AND OF INDUSTRY EVERY 
DAY, ALL YEAR LONG, THROUGH ADVERTISING IN 
NEWSPAPERS, MAGAZINES, RADIO, TELEVISION AND 
BILLBOARDS, with products that are household names 


sales tap 


- 
—names such as U. S. Keds®, U. S. Royal Master with 


Tires, U.S. Golf Balls and widely used rubber 


or plastic products. 4é 77 LI i N G 
Make your sales taper up with the volume line, U. . 


the profit line. Order “U.S.” Splicing tapes from 


any of the 28 “U.S.” District Sales Offices, ‘ 
or write to us at Rockefeller Center, . 


New York 20, N. Y. 


U.S. Security Rubber Tape 


Mechanical — Division 
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DISTRIBUTORS FIND GOLD 





IN STEEL TAPES! 


Demand for high-quality steel measuring tapes has reached a new high as 
American industry switches to these compact, modern, precision measuring tools 


Are you getting your share of this booming market? You should 
be. Distributors all over the country are discovering a big up- 
swing in their sales of steel tapes. Why? Because all over 
America, industry is scrapping the old fashioned folding rule — 
and switching to a new standard of accuracy and convenience 
provided by the compact modern precision measuring tape. 


The benefits? Faster work with Evans high-visibility White-Tape 
finish. Better work with Evans close-tolerance graduations. Fewer 
errors with both inch and feet-and-inch markings on Evans 
blades to save figuring. Lower costs with no breaking of fragile 
slats, and low-priced Evans replacement blades to make old 
tapes like new. Safer work with tapes that clip to belt or slip 
fully inside pocket with no dangerous projections. 


One company — Evans Rule Co.—has played a significant role in 
this new “Industrial Revolution.” Evans pioneered the trend, 
over 6 years ago. Today, Evans leads the field...in quality, in 


merchandising, and in sales! 


Three reasons why EVANS Tape business 
is big business for industrial distributors: 


1. Evans Quality... Every Evans tape is packed with high- 
quality features and unconditionally guaranteed to meet 
Government specifications and the strictest industrial pur- 
chasing standards. 


2. Evans Promotion... The industry’s strongest advertising 
and publicity campaign — aimed at your customers — tells the 
steel tape story to the purchasing agent. 


3. Evans Merchandising... Evans, using over 20 purchasing 
agent magazines, offers every purchasing agent a free measuring 
tape — so he can try it, test it, compare it with other devices. 
Over 10,000 already have accepted this offer. Evans passes their 
names to industrial distributors for sales follow-up. Distributors 
who picked up these leads report unprecedented sales! 


Many inquiries from your territory 
are coming in—right now! 
... And there’s rich sales potential for you in every one of them. 
To get these added sales -STOCK EVANS NOW! 
Try one of these remarkable tapes for yourself ...and see why 
everybody’s going for EVANS! 
It’s yours—FREE!—your choice: 
EVANS KING-SIZE 10-ft. WHITE-TAPE 
( Extra-wide blade that stands up straight) 
or EVANS 12-ft. POCKET WHITE-TAPE 
(Full 12-ft. Measure—in handy Pocket-Size) 
Clip the coupon ...drop it in the mail now. 


EVANS RULE CO., 400 Trumbull St., Elizabeth, N. J. 


Gentlemen 
Please rush my free sample of the EVANS Tape I've checked: 


KING-SIZE 10-ft. WHITE-TAPE [) POCKET 12-ft. WHITE-TAPE 


mc ee ee ee ee ee ee, 


Name Title as 
Company ces 
Address —— 
City State a 


be ee ee ee ee eS ee ee ee ee ee 


Man ee es ce ee cee ee ee ee ee ee ee ee oe — ae oe ee oe oe oe 








NEW EVANS ““POWER-TAPE”’ 
with Controlled-Speed Blade Return 


¢ Pull out tape—make measurements. 





Press button with thumb—blade re- 
turns automatically—speed is under LEE 
your control all the way! 4 
* Blade can't “creep” — locks where 2. 
stopped. No lost measurements! \ > “3 
¢ New! Clear Tenite carrying case al 
that hangs up for convenience. “- 
Magnifying lens in lid Ye 


6-ft. List $1.19 —— Also 8-10-12 ft. 


“*KING-SIZE”’ 
Blade %" Wide 
Stands up straight for Upright Meas- 
uring — Won't bend or buckle because 
it’s 33° wider than ordinary tapes. 





Complete with removable belt clip. 


10-ft. List $2.39 —— Also 12 ft. 


POCKET TAPES 


Still the unchallenged sales leader in 
the Steel Tape field! 


6-ft. List 98¢ —— Also 8-10-12 ft. 


LONG TAPES 


Handsome leather-like Vinyl cover, 
with double roller mouthpiece and 
chrome-plated winding reel. Stainless 
steel edge band. Combination hook- 
ring at blade end 


50-ft. List $4.98 —— Also 25-75-100 ft. 





These are the features that make EVANS 
America’s Most Wanted Tapes 


Heavily chrome plated cases 
Double blade markings 


Wo! Ie! st 1| |||, Work in feet and inches? Read Here 
212)... 3/9 24 2\5. Work in inches? Read Here 


Clear plastic carrying cases 

Reasonably priced replacement blades for all sizes. 
Do it instantly—no tools needed. 

* Sliding end hook on ail sizes up to 12 ft.— 

100% accuracy in inside-outside measuring. 

Snow white Bonderized steel blades. Jet-black markings 
UNCONDITIONALLY GUARANTEED. 


English-Metric Markings are available on all styles of tapes. 


NEWLY DEVELOPED 
CHALK-LINE-PLUMB-LINE 
50 ft.—100 ft. 


Sturdy, streamlined combination tool 
for one man chalk lining. Built-in 
plumb bob. A precision instrument 
with more quality features than any 
chalk line made! 


50-ft. List $1.49 











Ewvanea RULE CO. : Elizabeth, N. J. + Montreal, Que. * World's Largest Manufacturer of Steel Tapes 
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Inside Story on 
POWELL BRONZE VALVES 


Bronze Valves may be look-a-likes on the outside. However, 
their performance may be quite another story -— for there 
can be a big difference in the metal, in design and in 
manufacture. And the inside story on Powell Bronze 
Valves is that every valve has PERFORMANCE VERIFIED. 


The reason there's a big difference in Powell Br 


Valves is quality control. It begins not with manufac- 
ture -—— but with the very materials which go into Powell 
Valves. As a final step of Powell' rigidly enforced 
quality ] well Val i 


actual line test 

Because of Powell's painstaking quality control, 
plant shutdown through valve failure is practically 
unknown. Records from industrial plants the world 
Over prove it. 


Consult Powell Valve tributo! If 

none is 1 ou, we'll t pleased to tell ! 
about our COMPLETE qualit l which |! 
PERFORMANCE VERIFIED 







FIG. 375 -- 
Bronze 

"White Star" 
Gate Valve for 
200 pounds 
W.S.P. 


Globe Valve for 
pounds W. P. 





FIG. 1821 -- Bronze 
Gate Valve for 125 
pounds W.S.P. Inside | 
Screw Rising Stem. | 
| yy 
The Wm. Powell Company, Cincinnati 22, Ohio ...111th YEAR _—_— 


———— + - a » fen eee ees rea een 


BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES 
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[PERFOR; 


FIG. 2608 -— (Sectional) 
Bronze "WS" Full Flow 


200 


V, 


ELL VALVES 
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MILWAUKEE Qualty 


THE BACKBONE OF PROFITABLE 


INDUSTRIAL BRUSH SALES -«- 


profit. 





quality. 
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* The overall good appearance of Milwaukee Industrial 
Brushes counts heavily in sales. But these brushes offer a lot 


more than that which is at once visible—it is the built-in 


Your customers don’t actually see this quality which is a 
result of the materials used and the workmanship. However, 
they soon learn all about it, as Milwaukee Industrial Brushes 
go into service and perform so dependably. To the distributor, 


this quality means satisfied customers, repeat orders and good 


Your sales job is simplified through a 
service complete in every respect. 


More than 40 years serving industrial 
distributors with top quality. 


Here is the brush line for every indus- 
trial requirement. 

From receipt of order we work to smooth 
the distributors sales job. 


Repeat orders of any quantity are ex- 
actly the same as initial orders. 


Lay your problem in our lap and we will 
have the right answer for you. 





THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 


WRITE FOR 
DESCRIPTIVE 
LITERATURE 












PL 
ter 


lac 








New, streamlined system. 


IMMEDIATE HANDLING 
OF EVERY ORDER! 


Your fastener order gets speedier attention these days at Ferry 
Cap! A new, streamlined system speeds each order through 

to our shipping department the very day it arrives! Both mail 
and phone orders are received and recorded at these busy 
desks. By the running inventory maintained here, Ferry Cap 
management is constantly aware of all inventory situations, 

and the factory is automatically alerted to start producing any 
item before shortages can develop. For quick service and quality 
fasteners, order from Ferry Cap today! 


THE FERRY CAP & SET SCREW COMPANY 
Pioneers and specialists, cold upset screw products since 1906 


2153 SCRANTON ROAD CLEVELAND 13, OHIO 


HI-CARBS 


nib seer ERRY CA /s geared to FASTER SERIE 


head cap screws, shiny- 
land studs, hex nuts. 
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3 big reasons 


why it’s easier to handle 
the best gauge glasses 






1. Corning product performance ...2. Corning rep- 
utation ... and 3. Corning advertising are the three 
big sales-influencing factors at work for you when 
you stock the complete line of Corning Gauge Glasses. 




























CORNING®, Pyrex®, and MACBETH® gauge glasses are ad- 


vertised in Mill and Factory ... Power .. . Marine Engineer- 
ing... Petroleum Refiner ... Chemical Processing ...Chemical 
Engineering ... Refinery Catalog .. . and Thomas’ Register. 


Well over a 1,000,000 impressions throughout the year. . . 
designed to help you sell more gauge glasses, more sight 
glasses, more flat glasses for odd-size openings and chemical- 
resistant surfaces. 

No one in your business has to be told that reputation and 
performance are synonymous with Corning when it come> 
to gauge glasses . . . or any kind of glass. 


So... with a market you don’t have to create . . . customers 
who are being reminded over and over again of the importance 
of buying the best . . . (and an order-by-phone product recog- 
nized as the best, and readily available from any of the follow- 
ing Corning stock warehouse distributors) . . 
. and profits. 


. you're all set 
for more sales . . 
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CORNING STOCK WAREHOUSING DISTRIBUTORS 
American Packing & Gasket Co., Ltd. James Morrison Brass Mfg. Co., Ltd. 
Houston 1, Texas Toronto 1, Canada 
Cincinnati Gasket, Packing & Mfg., Inc. H. J. Murray & Co. qui 
Cincinnati 10, Ohio New York 7, N. Y. 2 
Diamond Industrial Glass Stemmerich Supply, Inc. Di: 
Philadeiphia 6, Pa St. Louis 4, Mo. 
Fred S. Hickey Corporation Swift Lubricator Co. gr 
Chicago 44, II! Boston, Mass ler 
Hobeimann & Co., Inc. Swift Lubricator Co. 
San Francisco 3, Calif. Elmira, N. Y era 
Warren & Bailey Co. 
Los Angeles 22, Calif shi 
— - ch 
> 7 
i F "CORNING GLASS WORKS “ 
tri 
, Corning, New York ine 
Corning meand wesewrch wa CGlebd Ch 








COUPLINGS 


IN STOCK 
AT YOUR 
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DIAMOND 
en 
2s. DISTRIBUTOR 
id- 
er- 
cal 4 moc cae 
er. R ae sk 
“S DIAMOND 
ht . 
al- 
nd 
e 
. rs 
ce —: a 
E- at 
v- bee 
et = Type A Revolving 
— Casing seals out 
» abrasives and cor- 
rosive atmospheres, 
seals in lubricant 
for extended covu- 
pling life. 
End to end shaft connections can be made 
quickly, inexpensively and in minimum space with 
Diamond Flexible Couplings. Load is carried at the 
greatest radius and distributed evenly over the entire 
length of chain for maximum capacity and life. Mod- 
erate angular and parallel misalignment as well as DIAMOND CHAIN COMPANY, Inc. 
shaft end float are absorbed in the clearances between Dept. 480, 402 Kentucky Ave., Indianapolis 7, Ind. 
chain and sprocket teeth. Offices and Distributors in All Principal Cities 
You probably have many applications for Diamond d 
Flexible Couplings. Call your nearest Diamond Dis- OLLER 
tributor for immediate service. His name is in the yel- DIAMO HAI NS 
low pages of the telephone book under the heading 
Chains or Chains-Roller. 
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YOU GET more* WHEN 


YOU BUY BEARINGS FROM 


co 
YOUR Bu nting, vie 


< Ty Th 





DISTRIBUTOR 














*more | 
availability 


IN A MATTER OF MINUTES — at any time—wherever you are— 
you can get a few or thousands of completely finished Stock 
Bearings and Bars made of Bunting Cast Bronze or Bunting 
Sintered Powdered Oil-filled Bronze. All over America 
Bunting distributors carry ample stocks of these highest 
quality products made in both of the two universally 
popular metals, backed by Bunting’s long experience 


4 


and established responsibility. 


Your Bunting distributor is listed in the classified 
section of your directory usually under Bars— 
Bronze, and Bearings—Bronze. Two modern Bunting 
factories and eleven Bunting Branch 

Warehouses expedite distribution in all 

creas. Write, or ask for catalogs giving 

complete dimensional listings and 


technical data. 


All Bunting Sintered Bronze Bars are machined 
to size on OD for quick and true chucking; 
the size is stamped the full length of the bar. 


Both are exclusive Bunting features. 


BUSHINGS, BEARINGS, 


o ‘ai 
This ge appears in: Bu rt t t ry BARS AND SPECIAL PARTS 
urchasing N 
lron Age @ mill “i OF CAST BRONZE AND 
Machinery e Modern Machine Shop .. POWDERED METAL. 

Southern Power & Industry ® Steel 


The Bunting Brass and Bronze Company @ Toledo |, Ohio @ Branches in Principal Cities 
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IT’S EASY TO SELL 
POWER TOOLS THAT ‘ 
THINK FOR THEMSELVES 


THOR UNI-TORK tokes the guesswork 
and operator judgment ovt of the 
driving of threaded fasteners. Uni-Tork 
snaps out of engagement when the 
desired torque has been reached, snaps 
in when applied again to the work. 


’ 
- ye 


a» 


o> 


Fr 
< Sth ee 
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THOR UNI-TORK 


Available now in 
electric screwdrivers and nutsetters 





More big news from the pacesetter. Thor Uni-Tork now available 
in electric tools. Thor delivered a real profit potential to dis- Thor is the line 
tributors when the development of the sensational Uni-Tork 
tools was announced. W ith Thor Uni-Tork, work with fasteners to stock— 
becomes as simple as turning on a light switch. Now Thor the line to sell 
broadens the line and offers the same precision, effortless control NATIONALLY 
of threaded fasteners in the popular “Silver Line” series of electric ADVERTISED 
screwdrivers and nutsetters. . 

in Saturday 
assembly line. When the desired preset torque is reached, Uni- Evening Post, 
Tork tools snap out of adjustment—no slipping or buzzing of TO O L Ss Life, 
clutch jaws. Your customers get ease of operation and automatic Popular 


torque control. Just set and forget—Thor Uni-Tork, the tools Mechanics 
that think for themselves. Thor Power Tool Company, Prudential 


Thor Uni-Tork electric tools mean increased production on the 











Plaza, Chicago 1, Illinois. 


THOR POWER TOOL COMPANY, CHICAGO 


Atlanta * Birmingham + Boston + Buffalo + Chicago « Cincinnati + Cleveland + Denver + Detroit « Houston + Indianapolis « Kansas City, Mo. + Los Angeles + Milwaukee 
Nework * Long Island City, N.Y. * Philadelphia + Pittsburgh + Richmond + St. Lovis + Son Francisco + Seattle + Toronto, Conada «+ Export Division, New York City 
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_ YOU CAN HAVE EM 
LIGHT AWAY! 


BETTER DELIVERY IS ASSURED, now that we're fully settled in 


our new home and hitting our stride. 267,000 square feet of 








modern floor space—every inch humming with activity—and P-K 


quality fasteners pouring out by the millions. 


So, come right ahead with those orders. We're ready with America’s 


most-wanted fasteners and all set to deliver... on the double! 


PARKER-KALON 


fasteners 
PARKER- KALON DIVISION, General American Transportation Corporation, Manufacturers of 


Self-tapping Screws, Socket Screws, Screwnails, Masonry Nails, Wing Nuts and Thumb Screws. 








Sold Everywhere Through Leading Industrial Distributors. Factory: Clifton, New Jersey — Warehouses: 
Chicago, Illinois: |.os Angeles, California 





It's big, efficient, and ready to work for you .. . Parker-Kalon’s 
award-winning, modern fastener production plant. Stop in when- 
“ever you're out our way—we'll be delighted to show you around. 


| 








"LAMILON’ NYLON REINFORCED 


FAIRBANKS ‘LOCKWELD™ 
CASTERS Without King-Pin 





Another Fairbanks “first”, another Fairbanks ex- 
clusive. The only reinforced all-plastic wheel that 
has every benefit your customers want: exceptionally 
high abrasion and impact strength; exceptionally 
high resistance to chemicals, oils and greases; water 
absorption almost as low as high-quality rubber 
tires. The toughest, most durable, most serviceable 
plastic wheel ever developed. It is available with 
very tight fitting thread guards. 


“LAMILON” Wheels are yours alone to sell — a 
big plus for new business, extra sales. 


Two patented construction features give you an 
exclusive sales presentation — give your customers 
easier swiveling, longer lasting casters. Unique pat- 
ented “LOCKWELD” construction eliminates king- 
pin, chief source of caster failure, and replaces the 
king-pin assembly with a more rigid, stronger, 
welded structure. Patented leg design disperses 
shocks and overloads over a greater portion of the 
raceway and when combined with the rigid align- 
ment of the ball bearing raceways provides a 
stronger, easier swiveling, longer lasting caster. 
Matching rigid casters available. 


Heavy duty steel casters and semi-steel casters 


complete Fairbanks line of industrial casters that 


ve your customers more in service, more in 


ependability. 


Clinch the steady, repeat and profitable 
caster and wheel business by making Fair- 
banks “LOCKWELD” Steel Casters and 
“LAMILON” All-Plastic Wheels your Sales 
Leaders for this month. Like all Fairbanks 
products, they are needed in every industrial 
plant and commercial enterprise in your 
territory. Typical of Fairbanks products, 
they have the exclusive patented features 


Fairbanks completes its line of truck and caster 


wheels with the finest vulcanized rubber tired wheels 
on the market and with solid rubber and semi-steel 


wheels. 


that make them easy to sell and open doors 
for the sale of all Fairbanks products. 

Take advantage of the interest created in 
these products by Fairbanks national adver- 
tising campaign and direct mail program to 
win new customers and reseli the old. Let’s 
work together to build your profits on the 
“bread and butter” caster and wheel 
business. 
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THE FAIRBANKS COMPANY 


Executive Office: 393 Lafayette Street, New York 3, New York 


Dart Unions «¢ 
393 Lafayette Street 


Valves °* 


520 Atlantic Avenue 
Boston 10, Mass. 


Trucks «¢ 


New York 3, New York 


Wheels 
202 Division Street 
Rome, Ga. 


Casters ° 
15 Stanwix Street 
Pittsburgh 22, Pa. 


Factories — Binghamton, N. Y. and Rome, Ga. 
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Talk of the Trade 











THE IVY LOOK: From near and far, distributor 
executives gathered in Boston early last month . . . 
For many it was the first taste of studying they'd had 
in many a moon . . . That Ivy Look might give you 
the impression of leisurely living, but that’s not the 
way the “students” looked upon it . . . The first class 
started at 8:15. 


THE STORY BEHIND THE STORY: Millions of 
T'V football fans saw lowa defeat Oregon in the Rose 
Bowl game . . . You'd think there'd be little or no 
connection with the industrial supply field, but did 
you know that Globe Machinery & Supply, Des 
Moines, had a hand in the “little story” behind the 
big story of lowa’s defeating Ohio State and going 
to the Rose Bowl? . . . Here’s how it happened: Larry 
Friedel, industrial sales manager of Globe, was visiting 
with Tony Cordaro, Des Moines sports writer, while 
Tony was bound for Minneapolis to cover the lowa- 
Minnesota game . . . Larry suggested that maybe Tony 
might beat the cold by using an infra red ray heater 

. Later, Tony discussed the heaters with Iowa’s 





coach ... Yep, there were three infra red ray heaters 
on lowa’s bench the day Iowa battled and defeated 
Ohio State . . . Naturally, the heaters came from 
Globe Machinery. 


ELECTED: Gordon Carpenter (Lufkin Rule) was 
elected president of the New York Hardware ‘Trade 
\ssociation, succeeding Ken Yorke (Hansen & Yorke, 
New York) . . . Congratulations to both . . . to Ken 


for doing a good job and to Gordon on his election 


CONGRATULATIONS: Bill Dean (General Indus 
trial Supply, Fort Worth) has been receiving con 
gratulations and not just because he was general 
chairman of the 10th Annual Southwestern Purchas 
ing Conference . . . Mrs. Dean recently presented 
Bill with a son, William J. Dean III. 




















PRES iOanT 


ASSISTART 


MOVE ON EXECUTIVES: Speaking of executives 
reminds me that Gene Monnier (Monnier ‘Tool & 
Supply, Dayton) displays this slogan under a picture 
of himself in fishing garb on the wall of his office 
“A Good Executive has a worried look on his assist 


ant’s face.” 


HONORED: David Stewart Hoxie Howard, vice 
president of Charles Millar & Sons, Utica, has been 
named to the Board of Visitors of United States Naval 
Academy at Annapolis . . . Such appointments are 
made by none other than President Eisenhower. 


R. W. B. 
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HOW METALWORKING BENEFITS FROM THE RESOURCES OF 


GENERAL ELECTRIC 


THROUGH ITS NEW METALLURGICAL PRODUCTS DEF 
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WHAT THE METALWORKING INDUSTRY CAN EXPECT F 


GENERAL ELECTRIC’S 
NEW METALLURGICAL PRODUCTS DEPAF 
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How the Metalworking Industry will benefit from the changes which accompanied our 
new name is explained in the advertisements above. In addition, reprints of ads 
appearing in Business Week are being mailed to thousands of customers and prospects, 
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WHY WE CHANGED 





OUR NAME 


Here are the reasons G.E.’s Carboloy Department 


became the Metallurgical Products Department... 


and why Carboloy Distributors will profit by it 


The trademark “Carboloy” identifies 
our brand of cemented carbides — 
and the name of the General Electric 
manufacturing unit which produces 
them was, until recently, the 
Carboloy Department. 

While our name has been changed 
to the Metallurgical Products De- 
partment, the same trademark 
“Carboloy” will continue to be used 
to identify those products with which 
it has been traditionally associated. 

We will vigorously continue to 
promote the trademark “Carboloy” 
for cemented carbides and for related 
products in the metalworking in- 
dustry .. . thus further developing 
and strengthening its sales power to 
make it even more valuable to our 
Distributors. 

New products and services 

A second reason for the name 
change was the recognition of our 
growth since 1928. From a producer 
of cemented carbides, we have be- 
come the manufacturing and market- 
ing arm of General Electric for all 
its metallurgical products. 


And now, as the Metallurgical 
Products Department, we also have 
other benefits to offer our Distribu- 
tors through the vast research and 
marketing resources of the General 
Electric Company. 


We are supplementing our own 
engineering facilities (which pro- 
duced such developments as _ the 
Series 300 carbides and Cemented 
Oxide) with the G-E Research Lab- 
oratory in Schenectady (which cre- 
ated the process for man-made 
diamonds we are now developing 
for commercial use). This is a part 
of the story behind the name change 
that the advertising and direct mail 
shown at left is helping to put across 
to our Distributors’ customers and 
prospects 


In addition the Metallurgical 
Products Department will furnish 
Authorized Carboloy Distributors 
valuable assistance and counsel on 
sales and business management 
problems. 


Distributors profit three ways 


Here’s how our Distributors will 
benefit from all these changes: (1) 
A more powerful and meaningful 
Carboloy trademark makes the Dis- 
tributor’s selling job easier. (2) New 
and improved products mean _in- 
creased productivity for customers 

increased sales and profits for 
Distributors. (3) Marketing and 
management assistance enables Dis- 
tributors to provide better service 
for customers while reducing 
their own sales and operating costs. 






METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


DETROIT 32, MICHIGAN 


Manufacturers of Carboloye Cemented Carbides 
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Some Points for Your 
Consideration 


I The Five-Point Sales Policy at the right. 


2 Industrial rubber products represent a grow- 
ing and diversified market. 


3 Republic Rubber products are well known and 
accepted in industry. 


4 Your sales and territory are protected. 


INDUSTRIAL 





RUBBER 


The movement of industry to smaller towns 
and to newly created industrial areas ... coupled 
with the industrial purchasing agents’ demands 
for local stocks and service on hose, belting and 
packing . . . makes it necessary and possible for 
us to offer the highly prized Republic Rubber 
exclusive distributor franchise to a number of 
distributors throughout the country. 


If you have an aggressive sales organization 
that is interested in increasing sales and profits 
it will pay you to see if an exclusive Republic 
franchise is available in your territory. 

Write or phone, in confidence, to James M. Hughes, Manager, 


Distributor Sales, Republic Rubber Division, Youngstown, Ohio. 
Phone Riverside 3-2131. 


This is The Policy in Service for 33 Years 


A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade 
solicited. 


A QUALITY of product uniformly good and capable of 
delivering service results that should reasonably be 
expected. 


A PRICE basis inducing and making possible aggressive 
competition with reasonable profit return. 


FREEDOM from competition from his source of supply, 
either direct or indirect, among the trade covered by 
his day-to-day solicitations. 


SELLING helps of reasonable amounts so that his sales 
force may be given the advantage of specialized training 
and a knowledge of the product sold. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 





PRODUCTS 
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Soaring Population Shapes Future 


yy FEBRUARY we recognize the birth dates of two 
notable Americans. ‘This year there will be a third 
birth that deserves recognition. Sometime around 
mid-month a clock will tick, the cry of a new born 
baby will come from some delivery room, and the 
population of the U.S. will reach 170,000,000. 
With figures of this magnitude, we conveniently 
talk in 10’s of millions. Such nice round figures make 
good points of reckoning. And they make significant 
bench marks from which to take a look-see at what is 


goimg on. 


New Frontiers 


We are in the midst of one of the most fabulous 
and unprecedented population spurts in our history. 
It was only mid-August of 1953 that we hit the 
160,000,000 mark. Thus we have had a net gain 
of over 10,000,000 in three and a half years. We 
have been growing at the rate of 238,000 per month. 
What do these figures mean? How can we compre- 
hend them? Here are some statistical tid-bits against 
which this gain in population may be compared. 

It wasn’t until 200 years after the first settlements 
in this country that the population of the U.S. even 
reached 10,000,000. In other words, during the 
past three and a half years we have experienced a net 
gain in population equal to the total population of 
the nation as late as the mid-1820’s. And these first 
200 vears were busy years for an emerging nation— 
vears of exploration, expansion, new frontiers and two 
full-scale wars. 

The gain of ten million in three and a half years 
is equivalent to the total population of our 15 least 
populous states. We have added a population fron 
tier in the past 42 months equal to the total popula- 
tion of Nevada, Wyoming, Vermont, Delaware, New 
Hampshire, Idaho, Montana, North Dakota, South 
Dakota, Utah, New Mexico, Rhode Island, Maine, 
Arizona and Nebraska. 

Each year there is a net increase in our population 
equal to another Philadelphia or another Detroit with 
1 half dozen such cities as Little Rock, Chattanooga, 
Peoria, Utica, Berkley and Mobile thrown in for good 
measure. 

Month after month there’s a net addition of 238, 
000 individuals to our population total. Each month 
we are adding to our population the equivalent of 
nother Davton, Ohio, followed the next month by 
in Oklahoma City, and the next month a Richmond, 
Virginia, and the next month a Providence, Rhode 
Island, and so it goes month after month. 

[his upsurge in population is having a profound 
effect on all aspects of American life—economically, 
socially, morally, politically. It will shape our course 
for years to come. As some one has aptly remarked, 
it’s a built-in bur under the saddle blanket. 


rhe burgeoning baby crop means more diapers and 
baby food and housing immediately, but over the 
vears it will mean more bicycles and roller skates and 
dolls and schools and automobiles and roads and 
colleges and wedding rings and housing and diapers 
So the cycle goes. 

[his soaring population is probably one of the 
most dynamic elements in our business life. It is 
constantly putting upward pressure on businessmen 
to expand and expand and expand. Capacity is out 
grown before new plants can be brought into opera 
tion. And the end-is not in sight. By 1965 our 
population will reach 190 million. ‘To add further to 
the effects of the absolute gain in numbers, people arc 
not staying put. We are in the midst of a mass re 
location of our population. But that’s another stor 
in itself, 


The Dinosaur Didn’t Adjust 


No one can escape the effects of this “revolution 
in population. There are opportunities on this popu 
lation frontier that far exceed anvthing that accom 
panied the opening of our geographic frontiers. ‘The 
growing density of population and the resultant 
doubling or tripling of industrial potentials within a 
given market area are changing all the ground rules as 
we have known them. Some ways of doing business, 
some channels of distribution, may well pass from 
the scene. Under these dynamic and swiftly chang 
ing conditions, it is not enough just to try to stand 
still and hang on. Ruthless and relentless evolution 
Ty processes guarantee extinction by that route 
Rather intelligent adaptation with full command of 
the facts is a minimum requirement for survival. At 
no time in our history has there been greater need fo: 
in Open and inquiring mind, for more information on 
the new ways of doing things, for imaginative ap 
proaches to new problems that are untrammeled by 
confining thought, for a critical appraisal of th« 
effect of shifting external forces in our business en 
vironment 

This all points to a greater need than ever befor 
for the type of information diet that is supplied by 
ID. As a magazine, we too are in the middle of thi 
fantastically changing scene. And you can bet your 
last dollar that we'll be doing our best to supply alert 
ind progressive distributors with all the information 
we can uneover to help them adapt, survive and 
prosper. It’s a sure fact, if we don’t have an indu 
trial distribution industrv, we won't have an ID 


Hlt A Coowdber 
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OW DO YOU TAKE ADVANTAGE of 
H “breaks” in selling industrial 
equipment and supplies? 

The experience of two men from 
The Mize Co., Charlotte, N. C..— 
Frank Hart, vice-president and sales 
manager, and Ernie Brown, sales- 
man—indicates that knowledge of 
products and applications is an es- 
sential, but that there’s such a thing 
as an ability to “sense” a_ sales 
opportunity even when circum- 
stances appear unfavorable. 

Missionary calls aren’t supposed 
to pose many challenges for sales 
managers when calling with a reg 
ular salesman but, once in a while, 
it does happen as it did to Mr. Hart. 
As he puts it, when you're function- 
ing right at the moment of chal- 
lenge, it turns out to be an experi 
ence you like to remember. 

One such experience Mr. Hart 
likes to recall happened when he 
was making an exploratory trip with 
one of his salesmen in mica mining 
fields. Since the mining operations 
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Take Advantage Of “Breaks’ 


Product know-how is key to capitalizing on sales oppor- 


tunities but Charlotte, N. C. firm men stress awareness 


represented an attractive sales poten- 
tial for power transmission and 
materials handling products, the 
prospects for more intensive cover- 
age had to be investigated. 


Here’s How 


The pattern of the calls was for 
Mr. Hart and his colleague to intro 
duce themselves, describe their firm, 
its stocks, its services, go over the 
various manufacturers’ catalogs and 
data sheets with purchasing agents 
and plant superintendents. If pos- 
sible, Mr. Hart and his colleague 
attempted to learn something of the 
operations and particular require- 
ments. As far as such a limited ob- 
jective was concerned, call after call 
proceeded satisfactorily. The buyers 
listened to their story, thanked them 
for their interest and promised to 
consider them in the future. 

However, on one call they were 
interrupted by a plant superintend- 
ent just as they had about finished 
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SPECIALLY - DESIGNED mica - mill 
drive evolved out of plant superintend- 
ent’s skepticism of Frank Hart’s ability 
to help after others tried 





their routine product descriptions 
and were talking about service. ‘The 
superintendent skeptically remarked 
that he doubted they could be of 
much help to him, as others had 
tried. Refusing to accept the remark 
as a dismissal, Mr. Hart pried for 
reasons. Little by little, the super- 
intendent revealed that he had con- 
sulted with others on a problem and 
didn’t think he had a solution which 
satisfied him. Naturally, the con- 
versation got around to the details. 
The problem was the drive on the 
mica mill, which had to run 24 
hours a day, seven days a week. The 
miter gears, under such _ usage, 
stripped or broke on the average of 
once every three to five months. 
While this involved down-time and 
lost production, the superintendent 
said that solutions offered by other 
people seemed to him too costly. 
All this came out as the trio was 
inspecting the drive, with Mr. Hart 
taking copious notes. 
Obviously, Mr. Hart figured, the 
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ALMOST FROZEN OUT of opportu- 
nity to quote on this flour mill drive, 
Ernie Brown “sold” customer on giving 
him a chance to quote and won the 
order. 


superintendent was extremely cost 
conscious which, in addition to find- 
ing a solution for his drive problem, 
merely added to the difficulty of try- 
ing to sell him. Nevertheless, Mr. 
Hart felt that he should see the 
thing through and asked the super- 
intendent what sort of drive the 
others had suggested. The super 
explained that the others had rec- 
ommended a 75 h.p. direct drive on 
the main roller shaft, the whole in- 
stallation to cost about $6,000. 
Besides objecting to the cost, the 
super didn’t seem to be sold on a 
direct drive. 

By this time, Mr. Hart had a 
rough idea that he might be able 
to come up with a drive of different 
design and of probable less cost. He 
asked the super if he could take a 
crack at the problem. The super 
said something about having 
“nothing to lose” but he was some- 
what surprised, and a little pleased, 
when Mr. Hart said that he would 
see him the next morning. Mr. Hart 
recalled that the super did show a 
little dubiety over the prospect of 
receiving a satisfactory solution. 

Mr. Hart and his colleague went 
to work that afternoon and evening 
in the local hotel with catalogs, data 
books, specifications and notes. 
They emerged with a design which 
included a fluid coupling to reduce 
starting load and permit use of a 


40 h.p. ball bearing squirrel cage 
motor and an across-the-line starter 
instead of the more costly reduced 
voltage starter. A gear box with 
roller chain and sprockets for the 
final drive completed the assembly. 
The next morning, Mr. Hart and 
his colleague showed the super their 
design and pointed out the reduced 
size of the unit, its efficiency. Yes, 
the super replied, but what about 
the cost? He was pleased with the 
answer, it would cost about two- 
thirds of the direct drive. That 
settled it, he gave the order. 
“There is no question but that 
the drive suggested by the others 
would have worked,” Mr. Hart com- 
mented, “but this buyer was inter- 
ested not only in efficiency but in 
price also. It’s a great feeling when 
you can come up with an alternative 
design which involves less costly 
items but matches the efficiency.” 
The customer got both. After 
running constantly for a year with- 
out breakdowns, the drive made a 
grateful and steady customer. 


Keep After Them 


The experience of Mr. Brown 
points up the same susceptibility to 
sales opportunities even though they 
may appear vague. A sale which he 
describes as giving him “a craving 
for steak” every time he thinks of 
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it came from persistence after two 
competitors got a head start. 

While calling on a flour mill, Mr. 
Brown learned that the mill was 
contemplating a change of the mill 
drive from flat to V-belt to con 
serve space and increase efficiency. 
The customer had already asked for 
quotations and ideas from two of 
Mr. Brown’s competitors. Although 
somewhat familiar with the cus 
tomer’s mill drive, Mr. Brown never. 
theless asked for a chance to look 
it over, what they expected a new 
drive to achieve and an opportunity 
to offer a design and a quotation. 
At first the customer was reluctant 
to delay but finally agreed to wait 
for Mr. Brown’s suggestion and 
quotation. 

Returning to his office, Mr. 
Brown got together with Mr. Hart 
and together they came up with a 
12 D-section drive which they fig- 
ured would meet the customer’s 
requirements. When the customer 
did look over the drive designs sub- 
mitted, he rejected one because he 
didn’t like the size of sheaves speci- 
fied, another because he didn’t like 
the underbelting feature. He select- 
ed Mr. Brown’s because of a safety 
factor included which Mr. Hart and 
Mr. Brown had decided was needed. 

MORAL: When you're the last 
one in, it doesn’t necessarily mean 
you'll be the first one kicked out. 
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FRUITFUL AREAS 


small business 


O° OF THE MOS1 
for improving 


management lies in bettet planning 


and control of the executive time 
spent in running a business. 

You hear businessmen repeat 
over and over the phrase: “lime 


is money.” could _ be 


Nothing 


more true. Look at three everyday 
examples: 


eA manager calls five members 
of his organization into a meeting 


Che annual salaries of all six people 
total $50,000 or $25 But 
the had no pre 
planned timetable, kills a whole 
afternoon although one hour should 
Result: $75 


yer hour. 


because meetin 


| 
it 


have been sufficient. 


wasted in straight time loss alone 


Half-Thought Waste 


© A department chief makes a 
practice of coming to the head of 
half-thought 
through problems. ‘The top man’s 
salarv is $20,000 per year or S10 


per hour. Because the subordinate 


his company with 


brings in problems instead of alter 
nate solutions from which the head 
man could pick the best, there is 
about two hours of needless discus 
Result: In the 


sion every week. 


course of a vear the head of the 
company loses 100 hours. worth 
$1,000 in salary alone 


e The general manager of a com 
pany is very demanding about hay 
ing his employees “come when he 
calls." Once they get to his office 
he thinks nothing of keeping them 
waiting, or taking extraneous phone 


Ihe 


erage salary rate of his people is 


calls while they are with him 


ae) 
$2 per hour, and in the course of 


1 dav he usually wastes at least one 
*V Chapman, Director of Ex- 
ecutive Time Studies, Inc., Pasa 
ena, Calif., prepared this articl« 
Vanagement Aids for Smal 


turera’’, 


siness 


published by the 


Van ac 
Sime B 1dministratio 
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Surveying and Controlling Executive Time 


* 


By Lee Patrick Chapman 


hour of his employees’ time through 
plain thoughtlessness. Result: Each 
month he throws away $40 to $50 
in time charges as surely as if he 
had burned up the money 

Why do intelligent and serious 
thes« 


minded businessmen do 


things? Because time is an intang 


ible. Since the average businessman 


has no record of how his time is 
used, he cannot see these time leaks 
[his fact points to the first step 
in improved planning and control 
time: a 


survev of vour business day to learn 


of your executive personal 


how you are really spending it 


Time Survey Forms 


In vour own office, vou 


two simple forms that will provide 


evervthing you need for a survey 
of your own time-use. Any typist 
can make multiple carbon copic 
Better still, you can make extra 
copies on a duplicating machine if 
vou have one. Or you can have a 
supply run off by any lettershop 
at very little cost. 
he daily form divides the n 

mal working hours into 15 minute 
segments and allows extra space fo 


time, both before and after the 


a.m. to 5 p.m. period. A quartet 

of an hour is just about ideal for 
] 

recording executive time. Small 


subdivisions usually get too detailed 


invthing Jarger is too big to be 
accurate. 
Right after the column indicating 


time of day, are six narrow columns 
three with headings and _ three 
blank. Their purpose is to provid 
descriptive classifications so you 


can put a checkmark in each time 
slot, add 
column, and simply divide by 


the checkmarks in each 
roul 
to convert the figure into hours. At 
the end of each week, simply add 
and post the hours spent on each 
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type of activity. ‘Then, at the end 


of each four-week period, find the 


totals for a month. Carry on this 
process for three months 
Three Classifications 

lhe first three columns of the 


executive time survey provide space 
for keeping track of time expendi 
tures that are common to nearly 
all businessmen. 

1. Routine office activities. Ex 
imples are routine correspondence, 
casual visitors, ordinary telephone 
alls, and the like. 
find out how much of your time is 


The point is to 


going into routine details and then 
take steps to reduce such time to 
the minimum. 

2. Indirect or outside time. Ex- 
amples are purely personal activities 
barber, doctor, shopping, and so 
on) undertaken during normal busi- 
ness hours; meetings or correspond- 
ence related to charity drives, civic 
activities or political affairs; associ- 
ition or industry meetings, confer- 
Here 
again the object is to really know 


ences or correspondence. 
how much time you are putting 
these that 
in keep that time in the proper 


into activities, so you 


proportion. If any of these activi- 


ties, at times, take up much of 
vour time, you might set them up 
temporarily in a separate column. 
3. Unaccountable time. This col 
umn is where you keep track of the 
minutes which you cannot account 
for in any other way. ‘Try to make 
is few entries here as possible. But 
use this column rather than trving 
to “fake” 


others. 


the time into one of the 


Tailor-Made Classifications 


The blank columns on the execu 
Continued on page 202 
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People Talk and Listen — But Do They Understand? 


By Van Ness Philip, Assistant Editor 


ODERN BUSINESS has more communication equip- 
M ment available to it than it can use. But man’s 
ancient problem of how to make another human be- 
ing understand him is just as formidable as it was 
when humans first learned to talk, if not more so. 

This is apparent from the number of business 
failures and lost sales that can be attributed to break 
downs in communication and the high human turn- 
over in so many companies. 

Devices to facilitate communication have in fact 
made it more difficult. The telephone, teletype and 
office machine made possible larger enterprises and 
bigger sales territories in which communication prob 
lems multiplied. 

As business has become more complex, jobs have 
had to be specialized more stringently, cutting indi 
viduals off from contact with others in the same 
enterprise except through formal channels. 

American management's intense interest in com 
munication since the 1930’s reflects concern that 
human problems were neglected while business con 
centrated on mechanical improvements. Exponents 
of scientific management like Frederick W. Taylor 
had their day in the 1920’s; then came the famous 
Howthorne experiments of Massachusetts Institute 
of Technology and Harvard University, where it was 
shown that the will to work could not be manipulated 


by mere physical influences like lighting, pleasant 
washrooms and longer coffee breaks. A sense of par- 
ticipation and importance in a group were thought 
to be the major factors determining individuals’ rates 
of production. 

Elton Mayo, Fritz J. Roethlisberger and others in 
the so-called “Harvard human relations group” took 
the lead in expounding this theory. Today, “com- 
munication” is one of the most widely worked words 
in everything from management consultants’ reports 
to short-course package deals. The subject is often 
treated more as a fad than a serious approach to 
understanding human intangibles. Oversimplified 
and over-sold, communication study could easily be- 
come—as William H. Whyte in his book, Is Any- 
body Listening? thinks it has already—“a lever for 
a host of charlatans.” 

Peter Drucker in The New Society states flatly, 
“There is no communication today.” He believes 
there are so many diverse interests and motives in a 
modern company that it is divided into groups which 
are incapable of mutual understanding. 

Other writers admit the dichotomy of business and 
democracy. Business is necessarily authoritarian to a 
degree, but its members, as citizens, have been brought 
up to cherish individual autonomy. Can the captain 
run the ship, and still let the crew “participate?” He 
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can, many human relations experts believe, if he in- 
sures that the crew knows how the ship operates, 
and each member feels important to its function. 
Authority can be secured by pure compulsion; but 
productivity is far greater if those under it work with 
a will. 

Good communication is essential for this will to 
work, as well as for the everyday conduct of business 
with a minimum of errors, personal conflicts and lost 
opportunities. 

If you think communication in your firm is not 
what it should be, you can only cure the trouble by 
looking deep for its cause. This calls for: 

1. An understanding of what blocks communica- 
tion. 

2. Understanding the uses of communication 
media. 

3. Ability to appraise your communication appa- 
ratus. 

4. Ability to instill in people a communication- 
conscious attitude. 


The Roadblocks Are Formidable 


Four major barriers stand in the way of effective 
communication: cultural, social and psychological 
differences and differences in the use of words. 

The cultural barrier connotes differences in regional, 
national, racial and class origins. Individuals absorb 
ethical standards and value judgments from their en- 
vironment in early life and many behavior patterns 
are set before maturity. Though the U. S. is noted 
for cultural homogeniety, subtle differences still exist 
when Southerners come in contact with Northerners, 
sons of ministers with sons of entrepreneurs and col- 
lege graduates with those who did not got to college. 

The social barrier is more complex because by 
“social” the behavior scientists mean all the in- 
fluences brought to bear on an individual by other 
people. A man plays many roles, not only as em- 
ployee, boss or salesman, but also as husband, father, 
club member, property owner and voter in a democ- 
racy. In each role he may have a different status. He 
may be king of all he surveys from 9 to 5, but a poor 
second-in-command when he gets home at night. 
Or he may be the last man on the company roster 
but president of his lodge on Saturday night. 

The well-adjusted individual has preserved his sanity 
by compromise, trying hard to keep each role in its 
place and sublimating his usual behavior in one role 
to the necessity of getting along in another. 

Still his words and reactions may be quite unintel- 
ligible at times to the people who know him only 
form 9 to 5. 

There are also various roles to play on the job itself. 
Every employee has a status among his colleagues of 
the same rank as friend, confidante, or possibly leader 
of an informal group—a relationship quite different, 


perhaps, from his official one in the company. Sales 
men, too, will maintain a certain comeraderie with 
some buyers who look to them for advice and informal 
leadership. They must change roles when they walk 
out of their bosses’ offices and enter their customers’. 

Rank is always important. The captain is not neces- 
sarily a lonely man in a small, friendly company, but 
he is generally isolated from much of the communica 
tion taking place between his subordinates. In large 
companies a caste system of social behavior tends to 
develop among executives, isolating them further 
from upward communication. Rank is accentuated by 
symbols like office windows, desks, hour of arrival on 
the job and automobiles. 

These social complexities can produce divided 
loyalties and behavior that is destructive to teamwork. 
The company may command almost all the interest 
of its president, since it affords him full expression as 
an individual. To the employee, it may be just the 
vehicle for a job, while off-the-job activities and friend 
ship with his colleagues provide him with more status 
than the company does through his salary and title. 
To a salesman, commissions may be the only goal; 
but his boss works for profit and the firm’s future. 

It isn’t easy for individuals with such diverse inter- 
ests and motives to understand each other. 


There’s More to a Man than He Reveals 


The psychological barrier results from differences 
in the degree of importance individuals attach to cer 
tain basic needs. Most people need self-expression, a 
feeling of importance, security and some popularity 
among their fellow men. But a person denied self- 
expression by overly oppressive parents may have a 
greater urge to dominate or rebel than some one who 
had a more normal upbringing. A person starved of 
affection at home may try to find it on the job, be- 
coming subservient and praise-hungry in the presence 
of boss or customers. A man who once knew extreme 
adversity may place too high a value on security. 

An almost infinite number of such cause-and-effect 
combinations are present in any given group of peo 
ple. Freud taught that they lie deeply hidden in the 
subconscious. 

When individuals fail to satisfy these dominant 
needs, some may blow off steam and thus dispose of 
part of their burden of frustration, while others will 
repress it and become morose and withdrawn. The 
blow-up can produce open confict in the group, harm- 
ing or possibly destroying the relationship between 
an individual and the person he thinks has frustrated 
him. Withdrawn behavior is often symptomatic of a 
serious neurosis. 

Defense mechanisms also seriously hamper com 
munication. People tend to rationalize their failure 
to attain personal goals by blaming situations or blam- 


Why Words Can Be A TRAP —> 
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JOE I'M TURNING THE PIKETOWN 
VER TO SAM AS OF FRIDAY 
Nene - mi 
JOE'S OK BuT HES SPREAD 100 FAR - 
CANT COVER SO MUCH~ HE WONT LIKE T0 
GIVE UP PIKETOWN But AFTER All IT's 
THE ONLY LOGICAL MOVE- HE'LL DOA 
BETTER JOB IN THE END, WITH FEWER 
CUSTOMERS ~ MAYBE /'LL GET HIM A RAISE 
TOO ~ ANY WAY, ILL EXPLAIN IT T0 HIM 
LATER- HAVEN'T GOT A MINUTE TO DAY 
BESIDES WITH THIS BLASTED HANGOVER 
\'M NOT IN THE MOOD 10 ARGUE 





w™ 


[Ok BOSS. 1F YOU SAY $0 ] 


ge ae ~~ | TG — 
WE!), THE BOSS IS RIGHT IN 8 Way - 

ITS TOO MUCH AREA TO COVER ~ BUT 

WHY DIDNT HETEI!| ME THIS BEFORE 

OF COURSE HE DID MENTION SOMETHING 
ONCE, THE OTHER DAY HE HAD SAM IN 
THE OFFICE - MUST HAVE TOLD HIM All 
ABOUT IT. HOW COME TI GET THE WORD 





LAST 2 MAYBE HES GUNNING FOR ME 


\ 
Bagh 8 MWAAYAAN 




















WORDS AND THOUGHTS are seldom expressed together whet 


two individuals communicate 


terms of his own interests and emotions, the results can 


ing other individuals, thus throwing a smokescreen 
over the facts. 

Words mean different things to different people 
because of variations in their cultural, social and 
psychological makeup. The company president and 
the delivery driver don’t always understand each other 
about “security”—to the boss, it means more sales; to 
the driver, steady work and steady pay 
rienced salesman knows what 
ship is; but, to a novice, the word may imply that he 
is supposed to use high-pressure tactics. 


An expe 


“aggressive” salesman 


There are other reasons why communication ma\ 
fail through word confusion: 
The message may be too long 
. Phrasing is too involved. 
. Facts and ideas lack logical sequence. 
Ideas are not spelled out. 
Facts are confused with opinions. 
». Judgments are made in black and white, with no 
in-between shades. 
7. False identifications are made. 
8. Abstract terms are used carelessly. 
he ultimate in word subversion is the much-quoted 
phrase, “War IS Peace,” 
George Orwell's 1984. 
in advertising language and “businessese,”” where words 
like “plus,” “personalize,” “finalize” and “firing line” 
(the place where salesmen meet their customers but 
do not really shoot them) are often being worked 
bevond their capacity. 


expressed by Big Brother in 
Lesser travesties are found 


If each interprets what he hears in 


be destructive 

Each science and pseudo-science has its jargon, in- 
cluding especially the field of communication and 
human relations. While some technical language is 
indispensable—even “finalize” has its place among 
people who have decided beforehand what they mean 
by it—most semanticists believe technical expression 
has gotten out of hand in communication between 
laymen 

Readability experts like Rudolph Flesch, Robert 
Gunning and Stuart Chase have made an eloquent 
plea for simplifying the English language so it can be 
understood, at least in business. They urge simpler 
sentences and words, and in some cases even the 
elimination of usual devices like rhythm, irony and 
metaphor, in case some readers will miss the point. 
These experts have had an enthusiastic reception, but 
there are other critics who wonder what will happen 
to the language if it is denuded of its imagery as well 
as its excess verbiage. 

Probably the best model of clear expression in mod- 
“Gettvsburg Address” of 
\braham Lincoln, who had never heard of a reada- 


ern English is still the 


bility count 


There’s a wide variety of com- 
munication media. These in par- 
ticular are used (or misused) every 
day in business 
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Face-to-face contact is the most 
widely-used communication chan 
nel in small business. Often un- 
planned and casual, it may trans- 
mit ill-chosen words, emotionally 
loaded talk and half-baked ideas. 

‘= The setting is often a poor one- 
busy workplace where no one has the time or in 
clination either to speak clearly or listen intently. 
But face-to-face talk can provide two-way communica 
tion; the speaker has some chance of finding out on 
the spot whether he has been understood. 
Informality may be desirable, but a management 
that depends entirely on face-to-face contacts is in 
viting trouble if contacts are not regulated to some 
degree. People must know whom to report to and 
what information to pass on at regular intervals, o1 
teamwork will be left to chance 


Interviews permit pre-planning 
ind some regulation of talk into 
pertinent channels, and they 

carry authority. But communica- 

/‘tion will remain one-way unless 

1 |the person being interviewed 
“Ahan 


f 


‘3 participates beyond saying yes 
and no. When the boss calls in a subordinate for 
talk, symbols of rank and social and psychological 
differences are accentuated, no matter how friendly 
the relationship between the two outside the inner 
sanctum. The subordinate is careful—what he says 
could go against him in this judgment chamber 
and inclinations to sav what he really knows or thinks 
are easily put aside. 

For a salesman, interviewing is bread-and-butter 
His skill in creating an atmosphere for free communi- 
cation in the stiff setting of a buyer’s office, where 
the purchasing agent is protected by the trappings 
of authority, is a true test of salesmanship. 


Meetings are of two kinds, the 

mass-meeting to listen to a 

|speech, and the conference type, 

where participation is encour 

aged. Meetings, including those 

with speeches, may save time in 

getting the word to a group, but 

the captive-audience atmosphere does not always make 
for effective communication. Conferences easily de- 
generate into forums for speech-making, or even worse, 
mere brain-washing sessions where every one yesses the 
leader, unless conference leaders know what they are 
doing. Lack of preparation, failure to notify partici- 


pants in advance, poor location, too large a group at 
one time, and capricious or indefinite scheduling are 
among the banes of conferences. Participants fea 
that their ideas will be ridiculed by their boss or co 
leagues frequently prevents the development of an 


thing new or worthwhile from idea-sessions 


Mechanical devices for « 
munication include telephon 
intercoms and teletypes Lhe 


telephone’s advantage is speed 


but it leaves no written record 
like the teletvpe Lack of fa 
to-face contact and poor sound 
fidelity prevents the transmitting of facial expression 
and voice tones. Sometimes, though, a gesture « 
intonation may confuse more than it clanfies a me 
sage. Undisciplined use of phones and intercoms cai 
be fatal to good communication. ‘lalking too lon; 
or too often, failing to plan messages and failing t 


listen are the usual abuses 


AM Written communication is im 


personal and does not provide 


Dependence 


on written memos alone would 


two-wav exchange 


make for a stiffly formal organi 
zation, possibly subject to serious 
— breakdown if one link of the 
communication chain fails. Wrntten messages can 
have accuracy, authority and permanence for filing 
(hey often suffer from wordiness, sloppy phrasing 
inadequate preparation of facts and extremes of either 
formality or informality. ‘The peremptory, “I’’-studded 
memo raises hackles and invites feelings of non 
cooperation Che happy, sugar-coated appeal may 
gloss over facts and fail to make the order clear 
Written orders must always reflect the writer's 
knowledge of actual conditions surrounding thos« 
who receive them. An order to salesman, for ex 
ample, to call on more chemical plants invites th 
salesman who has few such plants in his territory to 
think up reasons for disregarding it—and to be war 
of other memos he gets in the future 


Reports are designed to get 
upward communication to man 
igement which would otherwis 
drift up only through hearsay and 
prodding. Report writers som¢ 
times regard them as a waste of 

» time, and the human tendency 


How To Appraise Your Own Communications —> 
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to withhold information that may be incriminating 
is often a threat to complete and accurate reporting. 
To get reports ot any value where volunteered ma- 
terial is needed, management must convince the 
writers that there will be no recriminations. Report 
writers should be able to see that the material they 
supply is actually put to use, preferably for their own 
benefit. This should not be difficult in the case of 
salesmen where call reports are used for filling direct 
mail requests or for helping salesman analyze poten- 
tial. 

Where reports do not serve such mutual purposes, 
but.are primarily a tool for checking up on whether 
an employee is on the job, they are apt to be re- 
sented, no matter how necessary their function. 


Bulletin boards, company 

letters and house organs are best 

| adapted for getting general in- 

formation to a group. They are 

not as certain of readership as 

media written for specific indi- 

viduals, but provide wide circu- 

lation conveniently and cheaply. Bulletin boards 

should be strategically placed, kept up to date, and 

policed of extraneous clutter. Company letters and 

house organs can be sent to employees’ homes, to 

encourage readership. They are generally informal 

and written with a personal approach, which is all 

to the good if the informality does not appear arti- 
ficial. 

One trouble with company-wide media is that the 
message must be written for every one; it is over the 
heads of some people, and to others it may appear 
that management is talking down to them. 


u™ Suggestion systems can stimu- 
r late upward communication but 
uN */ it is not easy to get one going. 


Reluctance to break through the 

chain of command and fear of 

| conspicuousness lessens the at 

’ tractiveness of the reward money. 

Contributors must be assured that their ideas are 

really wanted—seeing one actually in use is the only 

proof —and management must insure that employees 

know enough about the company’s operations to 

make worthwhile contributions in the first place. 

One distributor who has had a suggestion ~box for 

some years recently concluded that it was doing 

little good because almost all of the ideas suggested 

were already part of the firm’s operation. He rightly 

blamed himself for this and started a training program 
to stimulate more knowledge about the company. 


Questionnaires are used by 
some distributors to elicit ideas 
| from employees, find out what 

{ they know about the company, 
At and uncover their attitude 
LE \\’| toward management. Having an- 

A swers returned unsigned may en- 
courage candor; in any case the respondents must 
be convinced that opinions won't draw reprisals. One 
distributor who recently made an attitude survey— 
trying to spot communication troubles in his firm— 
held several meetings beforehand to encourage an 
“atmosphere of cooperation” and is following up with 
more meetings to show employees where their ideas 
will be put to use. Without such preparation and 
follow-up, he feels, the survey would be merely 


window-dressing. 


\FSTTNAN | 


Check the Apparatus—Can you Improve it? 


More efficient mechanical devices and changes in 
systems will not alone provide better communication, 
but appraisal of media must include a checkup of 
the firm’s physical framework. Job descriptions, or- 
ganization charts and flow charts will help manage- 
ment determine who is reporting to whom, and why, 
and provide a graphic picture of the order process. 
The “informal” flow of communication can also be 
studied by tracing rumors and learning more about 
how the grapevine operates. Informal leaders, who 
will probably be found among the company’s more 
experienced and successful staff members, can be 
spotted with the object of determining whether their 
official status corresponds with their status with their 
colleagues, and whether or not it should. 

Would intercoms help speed delivery? Could office 
machines remove some of the human capacity for 
error in communication from the order process rou- 
tine? Should inside-outside sales teams be organized 
to encourage more personal attention to customers 
en the phones? Is more information needed in call 
reports? ‘These are the kind of questions a communi- 
cation-wise managment asks itself. 


Human Relations Skill Makes the Difference 


But once installed, the communication apparatus 
will not work by itself. A human intangible, the de- 
sire to communicate, must be present, and this de- 
pends on people's realization of how difficult com- 
munication really is. The cultural, social and psycho- 
logical barriers and the barrier of words cannot be 
broken through without respect for other individuals 
as people, and the will to try to understand other 
people’s motives. These are the practice requirements 
for the rare skill of human relations, without which 
managers and salesmen cannot succeed for long. 
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(1) 


1.0705 
1.6848 
2.2464 


1/4x1-1/2 
5/16x1-3/4 

3/8x2 

3/8x2-1/4 2.4921 
7/16x2-1/2 3.84345 


1/2x3 5.0895 





Turning Price Change to Customer's Advantage 


(2) (3) (4) 


Old Price Case-Lot 30-CaselLots (Less Nuts) (Less Nuts) 


1.26575 1.2775 


1.992 


1.3725 
2.16 1.9675 


2.88 2.656 2.6075 


2.9465 2.9225 


4.54425 


3.195 


4.9275 4.47 


6.525 6.0175 5.935 


(5) (6) 
15,000 
Quantity 


1.06976 
1.6408 
2.1505 
2.4264 
3.7091 


1.2040 
1.8485 
2.44825 
2.73875 
4.19175 


5.5605 4.9096 








PRICE COMPARISON Mr. Priefert drew up for customer 
showed old price (Column 1) and new higher prices for 
bolts with nuts (Cols. 2 and 3) and without nuts (Cols. 4 
and 5). In column 6 is new price for bolts ordered in 


15,000 quantities without nuts, which salesman worked 
out after taking advantage of “fine print 
extras shown in supplier's new price schedule. Thus, he 
came up with new price which is lower than old price. 


deductions and 


Can You Handle a Price Change? 


Because he knew his product and its price structure, this 


salesman turned an increase into a saving for his customer 


HEN FACED WITH A PRICE IN- 

CREASE in a line, the distributor 
and his salesmen can do little but 
conform to the new schedule and 
explain the reason why to their cus- 
tomers. Invariably the price increase 
is the manufacturer’s decision, some- 
thing quite beyond the distributor’s 
control. 

However, there’s always a sales- 
man like W. G. Priefert, Jr., of 
Philadelphia’s Sanson & Rowland, 
Inc., who has a penchant for read- 
ing fine print. When, last August, 
the firm’s fastener supplier adopted 
a new price structure to reflect the 
increase in steel prices, Mr. Priefert 


was prepared to advise his customers 
of higher fastener prices. 


Loophole in Fine Print 


But Mr. Priefert is a veteran in 
the fastener business, both at the 
manufacturing and selling levels, 
and didn’t accept the new price 
structure without some close ques- 
tioning. Reading the fine print and 
exceptions, much as an experienced 
rate man reads a railroad tariff, he 
discovered several “loopholes” which 
he could use to the customer's 
advantage. 

In other words, he discovered 
through his careful analysis that, if 
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the new price structure were ap- 
plied indiscriminately, the customer 
would be needlessly paying substan- 
tially higher prices for certain 
products. 

Where Mr. Priefert found his 
loophole was in the nature of the 
fastener price change. The most 
outstanding change was a higher 
price imposed for including nuts 
with the bolts in the same package. 
On one item, for example, 4 x 14 
in. square head machine bolts, the 
price rose from $1.07 a case to $1.37, 
a 30% increase. By having the nuts 
ordered separately and taking advan- 

(Continued on page 208) 











Fidelity—According to Webster: faithfulness, 
allegiance, careful and exact observ- 
ance of duty or discharge of obliga- 
tions. 











Fidelity—According to management at Abrasive 
& Supply Co., Detroit: one of the most 
desirable, and essential, characteris- 
tics of a distributor organization. 


But management can't sit back and expect fidelity. 


It has to be earned. Here are this firm's... 


Four Factors For Fostering Fidelity 


By George L. Bottari, Assistant Editor 


"A MIAN S ATTITUDE TOWARD HIS JOB 1S an intangible 
but vital factor,” observes J. Eric Daniels, presi- 
dent of Abrasive & Supply Co., Detroit. “Manage- 
ment’s prime responsibility is to help each man on 
the staff attain a healthy attitude toward his assign- 
ment and the company as a whole. 

“In the past we've had an indifferent team spirit, 
morale was far from the desired peak, and we were 
plagued with employee turnover. Management must 
recognize its share of the blame for such a situation. 
How can vou foster the right spirit? We think we're 
on the right track because today our emplovees are: 

|. ‘Told what is expected of them 

2. Given the necessary tools to do their job 

3. Encouraged to develop their specialties 
4. Made to feel at home.” 

\ tour around the premises provides ample evi 
dence of the first two factors. Office equipment 
desks, tvpewriters, cabinets, files, billing machines, 
inter-coms—all are up-to-date models designed for 
maximum efficiency. In addition to a modern office 


and equipment, however, facilities are also evident 
for creating a homey atmosphere conducive to getting 
the job done in a pleasant, relaxed manner. 

\ modern kitchen is an important room in the 
lavout. Coffee and doughnuts are on tap all day; a 
offee cup on a worker's desk is a common sight morn 
ng or afternoon. Radio music provides a soothing 
background to the ringing of phones and tapping of 
typewriters 

“After all,” Mr. Daniels states, “we all spend more 
time at work than at home. Why not do every 
thing possible to create an office-home atmosphere 
employees will enjoy working in?” 

hose are some of the thoughts of management, 
ind the tangible evidence of some of the factors in 
the firm’s philosophy. But have these ideas actually 
fostered fidelity? Have they been communicated 
throughout the staff with beneficial results? To detet 
mine the results, to learn if the company’s emplovees 
think management is on the right track, impromptu 


interviews were used 


Heres what members of the staff had to say . . . 
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| Do you know exactly what management expects 

* of you? 

\l Cooke, warehouse manager: “I sure do. Briefly, 
I'm expected to keep material flowing in and out of 
this warehouse as efficiently as possible. Shipments 
from suppliers must be checked and stored so as to 
be readily accessible. Customers’ orders must be han 
dled quickly—and with a minimum of errors. 

“| take pride in the appearance of this warehouse, 
too. It's a tough job trying to keep inventory ship 
shape, but orderliness and system are essential. 

“My responsibility is to see to it that everything 
in this warehouse operation is geared to give service 
If we don’t, we won't have customers. If we don't 
have customers, we won’t have a job. It’s that 
simple.” 
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? Do you think you have the necessary tools to do 

* a good job? 

Louie Thomas, inside telephone salesman: “If | 
don't have, it’s my fault. Here’s an example: Due 
to my past experience in the purchasing department 
f a local plant, I was very conscious of the importance 
of following through on incomplete orders. Back 
orders are invariably stuck in folders and dumped in 
distant files; they are checked only when the customer 
phones complaining about delivery. 

“I felt that if all back-orders were kept alpha 
betically in rolling cabinets right next to my desk 
I could check their status daily and have current 
information right at mv side when the customer 
or one of our men—inquired about completion of 
the order. 


‘As you can see, I've got the necessary equip 
ment—rolling follow-up tubs—right at my side.” 





4 Do you believe management has made notable 
* efforts to make you feel at home during the 
work day? 


Frank Babbage, purchasing agent: “First, I'd like to 
introduce you to Gordon A. Mackenzie (left), service 
representative of Standard Tool Co., one of our major 
suppliers. We've just straightened out a knotty prob 
lem and were about to relax by taking a coffee break. 

“During lunch hour, I frequently find that a couple 
of games of ping-pong out in the warehouse take my 
mind off the routine troubles lying on my desk. 

“We even have a piano out back and, though | 
don’t play it during off-time, just the sight of that 
piano adds a homey touch to the office. Occasionally, 
after our regular sales meetings, Bob Bader, our vice 
president in charge of sales, and I get together on a 


piano duet.” 








Does management encourage you in any way to 
* develop any particular specialty in your work? 


Al Brak, inside salesman: “\ly previoi 


was in the steel and aircraft industry as ai nee 
ing spec ialist. When | ime here | imm 
ferred power transmission, and this was ¢ wed 
so that today most phone ca ind inguiric 
transmission equipment are referred to mi 

“When salesmen un 1 tough tech 
I'm frequently asked to make a call at th 
plant to insure that the rect recommendat 
made. Customers who come to our office wit wel 
transmission problems are referred to mx 

“I’ve been sent to all of our power | 
equipment suppliers’ schools; the compan mn 


everything possible to encourage me to sp 


this field, which is what I most like to do.’ 
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By Jack Wertis, Senior Associate Editor 


OU HAVE JUST BEEN HIRED as a salesman for XYZ Supply Co., 


replacing a salesman who had resigned and moved to another 


part of the country. You discussed the accounts assigned to you with 


your new boss, and one of the accounts—The Ace Mfg. Co.— 


intrigued you so you asked for some more information about it. 


Here is what you were told: 


Ace Mfg. Co. 


. manufactured a certain type of machine in 
quantity once but the demand for this machine had 
been decreasing steadily due to lessened activity in 
the field it was used in . . . the firm was now attempt 
ing to diversify and find new products to make . . . 
in the meantime, it had set up an industrial depart 
ment which could turn out special equipment to 
specifications on contracts ranging from $5,000 to 
more than $100,000 . . . plant personnel good, some 
considered top men. 


Sales Potential 


. . . possible to get from $3,000 to $6,000 a month 
and more when heavy production was scheduled as 


result of big contracts top sales potential in 
fasteners, cutting tools, abrasive products, small ma- 
chinery and accessories .. . belting bought as OEM 


. lamps purchased on contractual basis. 


Purchasing Policies 


. . . local supply sources favored as a matter of 
public relations but service and price are given con- 
. purchasing relies heavily on plant 
engineers’ and department supervisors’ preferences and 
recommendations all purchasing agents have 
authority to grant “back-room” interviews and _per- 
mission is mandatory . . . permission is granted only 
for specific reasons and to specific individuals 
admission to purchasing department is on the same 
basis, no “visiting around”. 


sideration too. . 
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Purchasing Agent 


. .» Ambrose Smith, 45 years of age . . 
recently promoted to 
position from assistant purchasing agent . . . has been 
with company relatively few years . . 
had always worked toward complete cooperation be- 


and college graduate, BCS .. . 





. ambitious 


functions. 


. as assistant p.a. 


tween buyer and salesman on business-like basis . . . 


keeps informed fully on market trends, new purchas- 
interest in salesmen 
chiefly in their knowledge of products, applications, 
prices, delivery schedules and attention they give to 
. exacting but not unreasonably so. 


ing techniques and practices . . . 


his account . . 


Assistant Purchasing Agent 


many years . 


indecisive . . 


takes him for granted by relaxing service and attention, 
will cut down orders . . 
but doesn’t necessarily place business on a price basis 
. 1S appreciative of any information affecting own 


. watches market prices closely 


Assistant Purchasing Agent 


. George Dowe, 56, employed in department 
. . formerly purchased most of the items 
sold by industrial supply salesmen but recently duties 
were lessened to purchases of miscellaneous and sun 

dry supplies and about 30% of the lamps . . . very 
. Shows wariness when discussing prices 


. generally friendly to salesmen but never shows 
much interest or takes the initiative in interviews. 


... Gene Grand, 30 years of age, but has been with 


company several years longer than Smith, doing 


Receptionist 


routine work—expediting, checking invoices, etc. . . 


was promoted to present post three years ago and 
given charge of purchasing cutting tools, precision 
tools, special grinding wheels, about 70% of lamps 

. education included one year of college but no 
. very industrious and conscien- 
tious . . . very reasonable in dealing with salesmen, 
cordial but reacts severely if he suspects salesman 


technical training . . 


. . . Miss Anna Cardel, about 40 years of age. . . 
stickler for protocol . . 
tant to purchasing department's routine . . 
but waits until visitors state their business . . . has 
been known to keep salesmen waiting longer than 
necessary for failing to observe protocol . . . 
sidered “watch-dog” of department by superiors. 


. considers job vitally impor- 
. curious 


is con- 


Let's Talk About This 


FTER THIS BRIEFING, you ask for a 

suggestion as to an approach to 
this account by a new salesman. 
Your boss suggests that you make 
a bid for the lamp business as a 
starter to get acquainted. 

Very well. Now you can mull the 
following questions over in private 
or with your fellow salesmen at a 
staff meeting. There’s a lot to be 
discussed profitably in this case and 
a group discussion is undoubtedly 
the best means of bringing out most 
of the factors bearing on the case. 
Of course, everybody won’t agree 
on the best way to handle the details 
(don’t forget, as an industrial sup- 
ply and equipment salesman, you 
are an individual and operate best 
when you think for yourself) but 


the exchange of ideas helps every- 


body. 

The following questions are 
merely suggestive of the various 
lines along which discussion could 
be revealing. The company and 
people described in the case are 


drawn from real life, even though 
the names have been changed. The 
salesman who tackled this problem 
in reality had his hands full. Try 
to find out why and it will repay 
you. 


Questions: 


1. What is your estimate of the 
problem in moking a first call 
on this account? 


2. What, in the light of what 
you've been told about the ac- 
count, do you think of the 
boss’s suggestion about seeking 
the lamp business as a starter? 


3. Have you any other ideas of 
how this account should be 
handled on your first wall? 


4. Taking the boss’s suggestion, 
how would you approach this 
assignment, giving details of 
how you would handle the 
receptionist and secure your 
first interview? 


5. 


Check your ideas with these reactions —> 


. What individual 


With whom would you seek 
your initial interview and for 
what purpose? 


. How would you approach the 


individual you selected for your 
initial interview, giving details 
of introduction, preliminaries 
and subject matter? 


. Would you attempt to see any- 


one else besides this individual 
on your first call and how 
would you go about it? 


. Assuming you did not take the 


boss’s suggestion of making a 
bid for the lamp business, what 
would try instead? 


would you 
seek for a first interview then, 
and to what purpose? 


. For the long pull and best 


overall results, which of the 
three key purchasing figures 
do you think you should culti- 
vate the most? 








































Can You Fill This Salesman’s Shoes? (Cont’d.) 


As a salesman, you must have drawn some conclusions 
from your study of the case on the preceding pages. So 
here’s a chance to compare your estimate of the situation 
and your ideas of handling it with those of a distribu- Si 


tor sales manager and a manufacturer's salesman. . 
; it 
J. C. STARR h 
Noland Co., Roanoke, thinks: h 
WeetiAt FIRST CALL On an account 1s a pretty impo! a] 
nee event for a salesman whose objective is to p 
get off to a good start. He has to make a good impres vi 
sion and | think this case is interesting | 
‘I don’t think I’d follow the sales manager's sug st 
gestion about introducing the subject of lamps, which 
| would assume were purchased on a contractual basis. ly 
It would be a gamble to start with a product. I would st 
try to get mvself across first. The P.A. would want Vi 
to know how helpful I could be to him and his com 





pany since I was a stranger. ‘That's his prime concern 
me for the first time. To talk of 
products would be too direct an attack 
“T would start with Mr. Smith, the top man natu F 
rally. But that receptionist would have to be handled 


when meeting 


carefully. I would introduce myself to her, stating 
that I was a replacement for so-and-so, and give her a 
mv card. I’d make sure she knew mv name and the S| 
company I represented. ‘Then I’d ask to see Mr n 
Smith since I'd like to know him because I would 0 
be calling frequently. W 
“In my session with Mr. Smith, I would greet him, 
shake hands, tell him who I am, the company I am vi 
representing. If he doesn’t mention anything about 
my being a replacement for another salesman he h 
knew, I would mention it. I would try to keep any C 
discussion about my predecessor brief and get on to 1 
tell him I want to be helpful, to analyze his needs, \ 
to check on past service, to find out if there was any I 
thing I could do to improve it. I would show my Pp 
solicitude for his business and emphasize service. B 
“Then I would ask questions about his buying t] 
organization, saving I understood that he had two n 
assistants, that he had certain rules, policies affecting ll 
buvers and salesmen and that I would like to know 
them. I presume he would like this concern and ll 
would introduce me to the buyers. If he didn't, I n 
would ask his permission to see them and introduce re 
mvsek? In th’ latter cece I wodsd go back to the uN 
receptionist, saying I would like to see the buyers and [ 
that it was all right with Mr. Smith. is 
“I would try to develop Mr. Dowe's acquaintance t] 
first. He’s the senior in age, been the longest with S] 
the company and you could draw much from his a 
experience.” re 
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KENNETH DAVIS 
Simonds Saw & Steel Co., Richmond, thinks: 


Wages, an interesting case. You run into such situa 

V tins often enough to do some thinking about 
it. An experienced salesman weuld-have no dificult 
handling the situation, but that doesn’t mean that 
he wouldn't do some thinking and planning his 
approach. ‘There is enough information to make 
proper first call but it would have to be thought out 
very carefully. ‘That initial meeting is verv important 
I'he effect you create is a strong factor affecting your 
subsequent dealings with this account. 

‘As I see it, the main problem here is one of 
handling three individuals and the circumstances ar 
such as to make a misstep quite harmful. ‘The two 
vounger men are in superior positions, the older 
man has obviously been bypassed in the promotions 
'here’s probably some tension in the buving office 


nd vou have to be careful not to become involved 


First Call, First Aim 

“On a first call, I don’t think any attempt to sell 
any particular product would be particularly good 
strategy. My first aim would be to introduce myself 
my company and, presumably, they would know about 
our products. Add to that a display of interest in 
what the customer is making and how he makes it, 
what equipment he uses, what supplies he needs and 
vou have the best set of objectives for the first call 

“Starting with the receptionist, I would approach 
her in a businesslike, courteous manner, give her m\ 
card and pay her the compliment of asking her how 
a newcomer goes about seeing the purchasing agent. 
Who the top man is, although you know that already 
If necessary (you have to judge by her reactions) ex 
plain you are a new man, whom you are replacing 
But stick to your request to see the top man. I think 
that would cover the situation adequately. She'll be 
more important to you later on, facilitating subsequent 
interviews, etc. 

“As I said before, I wouldn’t discuss any product 
in particular on this first call with the P.A. Certainly 
not lamps, as there seems to be larger sales potentials 
for other products. I would discuss, after suitable 


intcodutctory remarks about wxo I am, what corpany " 


[ represent, etc., the customer’s operations, always 
trying to tie in our capacity to be of some help to 
them. ‘This is particularly good if you have some 
specialized capacities such as having had experience 
and training in the recommendation of cutting tools 
for particular operations. You could wind up check- 
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ing on past service your company had given, whetlhy 


there was anything that your company could do bett 
to help them. 

“I would ask Mr. Smith what his buying set-up wa 
who bought what. In this case I would ask to b 
introduced to Mr. Grand and ask how I should pr 
ceed. ‘That would settle the question of whether « 
not I should go back to the receptionist again. If 
the P.A. introduced me to Mr. Dowe at the same time 
it would be a break, but I would concentrate first o1 
the fellow who was buying large potential products 
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SINGLE PURCHASE ORDER instead of requisition-plus- 


order is now routine at Somers, Fitler & Todd. 


written directly from stock cards 


a * 7 po = 





Stoke Ss 


1 
mak 


It’s hand- W. I 


order to 


ird entries 


ONE OPERATION gets purchase orders on their way. 
used to write up requisition, then wait for 


Now he does both at once. 


How To Make One Paper Do The Work Of Two 


This Pittsburgh distributor made a simple change in purchase order 


routine to save one typing and several hours of daily card checking 


“N° SUPPLY FIRM has the time or 
money for excessive paper- 
work. We try to operate with the 
least number of forms consistent 
with accuracy and good service.” 
That’s how the management of 
Somers, Fitler & Todd Co., Pitts- 
burgh, explains its recent action in 
doing away with requisition forms 
and purchase order typing to save 
office time and speed up purchas- 
ing. One paper was eliminated: as 
a result, says the management, sev- 
eral hours daily of posting work 
with stock cards, and an average of 
25 typings a day were dispensed 
with; frequency of errors was re- 
duced, and time for processing of 
purchase orders was reduced from a 
full day or longer to a few hours. 
Before the change, the inventory 
control manager, W. E. Stokes, ini- 
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tiated purchases on a special requisi 
tion form. After checking all the 
stock cards that showed low-balance 
warning flags, he entered items and 
amounts needed on the form and 
sent it upstairs to Purchasing. He 
also entered the amounts in the 
stock card purchase columns (but 
not the date or number of the 
purchase order, which were not yet 
known). E. C. Hammerle, purchas 
ing agent, then checked the requisi- 
tion and had the purchase orders 
typed on multipart forms. The 
original purchase order, after final 
checking and the addition’ of ship 
ping instructions, was sent to the 
mailing desk, and an office copy was 
returned downstairs to Inventory 
Control. From this copy Mr. Stokes 
inserted the purchase order number 
and date on the stock cards, and 
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corrected the amounts if they had 
been changed by Mr. Hammerle. 


No More Requisitions 


Now, the requisition form is not 
used and Mr. Stokes writes up the 
order in longhand directly onto the 
multipart form. The forms are pre- 
numbered, and he dates them him- 
self, transcribing both the order 
number and date to the stock card. 
The order then goes to Purchasing 
where the procedure is the same 
as before, except there is no retyp- 
ing and the office copy gdes directiy 
to its file instead of back to Inven- 
tory Control. 


Results: More Speed, 
Less Work 


Faster output of purchase orders 





LESS BURDEN on Purchasing Department results from 


having Inventory Control make up orders 


buyer, merely checks them, adds shipping instructions 


is the major advantage, says Mr. 
Stokes. “Speeding up deliveries to 
our customers is the objective, and 
this is bound to happen if we 
shorten the interval between the 
first appearance of a low-stock con- 
dition and the receipt of goods to 
correct it.” Before the change, the 
time between requisitioning and 
mailing completed purchase orders 
was often a day or longer. Now, 
almost all orders go out the same 
day Mr. Stokes initiates them. 


Fewer Errors, Lost Papers 


Time loss from errors in transcrib- 
ing and misplacing of papers has 
also been reduced. Orders are not 
typed, so there are no typing mis- 
takes. As for papers, “The more 
forms you handle, the more chance 
you'll lose one,” Mr. Stokes points 
out. 


Better Office Output 


Elimination of typing means two 
clerical workers in Purchasing can 
now accomplish what used to re- 
quire three. “Before, we waited 


E. C. Hammerle, 


P 1r¢ hase orders 


until a girl got through doing some 
thing else to get the orders typed, 
and this could full 
delay,” Mr. Stokes explains 


mean a day's 


Less Duplicated Effort 


The mechanical chore of thumb 
ing through thousands of stock cards 
has been considerably reduced for 
Mr. Stokes. Instead of making card 
entries twice—once when the requi- 
sition was written and once when 
the order copy came back with the 
date and number—he makes all the 
card entries at one time, and that is 
the last he sees of the order unless 
the purchasing agent wants to make 
a change or there has been an error 


More Effective Expediting 


Getting the purchase order num 
ber and date on the stock card at 
the outset rather than many hours 
or a day or two later is considerable 
help in expediting. Under the old 
method, if customers inquired about 
the status of shipments or stock 
before a purchase order had been 
mailed, it was difficult to trace it 


LESS CLERICAL TIME is wasted because 


hanical operation is now folding, stamping and mailing 


get 
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ub 


the only me- 


out much faster than formerly 


contained no 


stock 


purchase order 


because cards 


date or number. 
Now this 
ately available 

Mr. Stokes’ new responsibility of 
the 
good penmanship and careful judg 
Mistakes do occur, and can 


information is immedi 


orders 


handwriting requires 


ment. 


only be corrected by having the 


order returned from Purchasing to 
Inventory Control, where correc 
then also be made on 
stock cards. The method calls for 


idequate knowledge of minimum 


tions must 


shipping quantities on the part of 
the inventory control manager and 


good liaison between Purchasing 
ind Inventory Control so that direct 
ind stock orders can be combined 
when necessary 

These risks, the management felt, 
were well worth taking to simplify 
the operation. “It seemed like a 
radical change at first, to rid 
of a form and method that’s tradi 
tional in most larger-than-average- 


they point out, 


get 


size supply firms,” 
“but results proved there are times 
when we should be more concerned 
methods 


about streamlining our 


than about adding new gimmicks.” 


99 














ORDERS ON THREE-PART FORMS similar to one on 
lesk being scanned by A. M. Steed, general manager, of 
Barrett Hardware, Jolict, and R. E. Leckron int super 
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ndent, ar iot through carrier tubes te 
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How does your record compare with... 
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ORDER CONTROL CENTER where Art Barr “slots” 
them according to destination. Deliveries a1 heduled bi 
day ft \ t ! ved Those scheduled for next da 


104,000 Items Handled With 001% Errors? 


That's the last quarter record 
of a Joliet firm after revamp- 


ing its order control system 


“FP 106 years, Barrett Hardware Co. of Joilet, Ill 
has tried to fulfill the prime obligation of a dis 
tributor—to provide the best possible service for its 
customers. Last vear we decided we weren't doing 
the best possible job,” admitted Robert Leckrone 


plant superintendent. “But we devised a system that 
now enables us to give better service than ever beforc 
with unexpected dividends (only .001°% errors 
handling 104,000 items during the last quarter) .” 
Servicing customers within 100 miles of Joliet 
with 15 trucks, 1] vans, 2 pick-ups and 2 tractor 
trailers can get quite complex, especially when you're 
operating on a first-come, first-served system of filling 
ordet Company vehicles criss-crossed all over our 
trading area,” said Mr. Leckrone. “A wasteful, inefh 


cient operation that, from the standpoint of giving 
prompt service, left much to be desired.” 
Ihe hub of the new order control system is an 
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Robert Skoin who takes orders SUPPLY DEPARTMENTS 


Builders’ Hardware, Housechol 


ORDER PICKERS 
from warehouse side of the order control center. Segregated Electrical, 


is much as possible according to departments, order pickers Larson, above 
ments from all incoming shipn 


supervises storage of stock 


in work in ¢ one of firm’s seven 


Order Control Center.” Here orders (on new three 
part forms) are received by carrier tube from various 
locations in the plant. Art Barr, who manages the 
center, time-stamps the forms, then segregates the or 
lers according to destination. Barrett's trading area 
has been divided into 23 truck routes that are covered 
twice a week—some once a da\ 

Customers located in the southwest corner of their 
trading area, for example, might be serviced by truck 
schedules on Mondays and Wednesdays; customers 
the southeast corner on ‘Tuesdavs and ‘Thursdays 
\ll orders are picked and checked the day before 
shipment. ‘Trucks are loaded that evening and ready 
for an early start next morning. Under the old sys 


1) 
til 


tem, order desks couldn’t handle emergency orders 
received after 1:30 P.M. ‘Today, if an order from a 
distant customer comes in as late as 3:30 P.M. it will 
be on its wav early the next morning 


Most customers, once they become familiar with 


their delivery day, place their orders accordingly,” 
Mr. Leckrone explained. “They know when to ex 
pect oul shipments; its no longer d hit Of MSS or entel Such orders are immediately di patch d 
tion. Our record on errors is an unexpected dividend pickers have material ready for pick-up 


WILL CALL COUNTER, manned by Robert Gro 


above, gets preference during segregation in order 
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First Year 


Communications. 
Industrial Processes . 


I is canes ess 
Physical Education... ... 
Business & Professional Speech 


Credit hours........... 


Science Area...... Sada a 
Industrial Relations....... 
Technical Electricity. ...... 
Technical Drawing... 
Social Science Area. . 
Physical Education. . 
Electives......... 


Credit hours....... 





Trigomometry & College Algebra 
College Algebra & — wate 


Industrial Distribution Curriculum 


Humanities—elective 
Accounting.... 

General Psychology 
Business Correspondence 
American Government 
Business Law. . 


Electives... . 
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32 Business Statistics. . 
Management Problems 
Small Business Management 


Salesmanship . 
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Credit hours... 


Credit hours 


Sales Management... 
Purchasing Principles & Practice. 
Quality Control... .. 

Production Control 

Materials Handling 

Conference Leadership 
Coordinated Industry . 

Industrial Distribution 


Third Year 
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Fourth Year 
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Western Michigan Trains Students 
For Industrial Distribution Careers 


IGHT STUDENTS are now in train- 
E ing for careers in industrial dis- 
tribution at Western Michigan 
College, Kalamazoo, Mich. 

Started this fall as part of the 
college’s Industrial Technology De- 
partment, the new course, according 
to college officials, is designed to 
turn out “technically competent” 
graduates with a good background 
in both business and liberal arts 
subjects as well as knowledge of 
engineering. 

Western Michigan is a state-sup 
ported college of some 5,750 stu 
dents offering a wide variety of 
curricula in technical fields and 
general studies for both two-year 
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vocational students and candidates 
for degrees. The college is on the 
approved list of the Association of 
American Universities. 


College Reorganized 


Recently Dr. Paul V. Sangren, 
president of Western Michigan, 
announced a reorganization of the 
college into five schools—Liberal 
Arts, Education, Business, Applied 
Arts and Sciences and Graduate 
Studies—to achieve more effective 
coordination of liberal arts or “Basic 
Studies” with technical training 
Concurrently the Industrial ‘Tech 
nology Department was enlarged 





1957 


by several new pre-professional 
curricula, including _ Industrial 
Distribution. 

Included in the Industrial Dis- 
tribution course are 27 semester 
hours in Basic Studies (Communi- 
cations, Social Science, General 
Science), 47 hours in business sub- 
jects, and 22 hours in technical 
subjects such as Materials Handling, 
Production Control, Quality Con- 
trol and Industrial Processes. There 
are also required courses in Mathe- 
matics, Economics and Psychology, 
plus a Humanities elective. Though 
other technical courses in the de- 
partment offer optional two-year 
curricula, the Industrial Distribu- 
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Industrial Technology Department 
of Western Michigan College has 
been expanded and now includes In- 
dustrial Distribution course. This is 
view of college’s main campus in 
Kalamazoo. 


tion course is for four years leading 
to a degree with a required total 
of 131 semester hours. 

Like the technical subjects, the 
business courses for Industrial Dis 
tribution students are selected to 
conform to the industry’s needs. 
These subjects include Business 
Correspondence, Business Law, 
Business Statistics, Management 
Problems, Small Business Manage- 
ment, Salesmanship, Sales Manage- 
ment, Purchasing Principles and 
Practice and Industrial Distribution 
(the senior year major). 


Many Technical Courses Offered 


The Industrial Technology De- 
partment, of which the new course 
is a part, now has 585 students 
studying in 13 different curricula. 
Some 335 are taking two-year 
technical courses, while the rest are 
in the four-year degree program. 
Among the courses offered besides 
Industrial Distribution in the four 
year program are Industrial Super 
vision, Auto Transportation and Air 
Transportation. Offered as both 
two and four-year courses are Ma 
chine Tool Technology, Radio- 
Television, Electronics, Drafting 
Design, Refrigeration and several 
others in the auto and _ aircraft 
industries. 

Purpose of the department, say 
college officials, is to insure that stu- 
dents trained in engineering and 
technical skills will be qualified also 
for industrial leadership, instead of 
solely for technical and research 
positions. The technical core of all 
the courses is taught by college grad- 


os 


Vandercook Hall is typical of stu- 
dents’ residence buildings at West- 
erm Michigan. 


uates who also have journeyman cx 
perience in their fields. Four of the 
14 instructors in the department 
hold doctorates. 

All the department's curricula arc 
reviewed periodically by advisory 
boards of business leaders in the re 
spective fields. Frequent off-campus 
laboratory trips to observe opera 
tions in cooperating local business 


firms are planned. 
Western Michigan, founded in 


























1903, has complete facilities includ 


ing eight students’ residence halls, 
moder classroom and_ research 
buildings and a large athletic plant 
including a stadium and gymnasium 
\ new dormitory for 440 students 1s 
soon to be constructed to accom 
modate the recent growth in enroll 
ment. 

The college is coeducational, and 
provides teacher training, vocational 

Continued on page 210) 























































NEW EQUIPMENT like the National Cash Register ma 
hine operated by Esther Bielby is used for invoicing, ana 
vzing sales, accounts pavable and 1 ivabl Note new 


in cabinet drawer 





NEW INVENTORY CONTROL tray cabinets contain 
cards kept current by Jane Fedorowicz and Eunice Dodge in 
partitioned section that separates purchasing and inventory 
operation from other departments 
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SHELVES TO CEILING utilize all availab ice for 
procket David \\ fills order f itfor 
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When You Renovate 





When Flack-Pennell Co. of Saginaw, Michigan, cl 
renovated, they didn’t stop with just the office. 


Warehouse personnel, consulted about ways p 

and means to improve stock handling, came a 

up with suggestions involving home-made al 

equipment that utilized all available space cl 

and improved over-all efficiency of warehouse 

operations. p 
ae 


Added benefit: Morale of all employees—in- 


cluding warehouse personnel—has been con- I 
siderably higher. sc 
th 
to 
in 
Cl 












ries zs 
ll ee a i Le 
AVE |\.8 Dailg 


\\ VW % V-BELT RACKS, featuring iron hooks solved problem of 

y \ stocking hard-to-handle item without consuming valuable 

' om ae \ \\ floor and shelf space. Gene Voss has plenty of clear aisle 
space for hilling transmission equipment ordet 


OVERHEAD SPACE is utilized for shovel inventory by 
specially built wood racks designed by warehouse personnel 
Stockman Garv McGrath fills in rack with recent stock 






shipment from suppl 





Remember the Warehouse 


"| susPECT when some firms decide to renovate, they 





















neglect an important section—the warehouse,” 
observes R. H. Tiderington, vice president and gen 
eral manager of Flack-Pennell Co., Saginaw. 

“While I'll admit most of our attention and ex 
penditures went into the office for new furniture, 
acoustic ceiling, tile flooring and lighting, we also 
allocated money for paint, shelving, repairs, and mod 
ern lighting for the warehouse. 

“Most important, though, we consulted warehouse 
personnel for their suggestions on possible improve 
ments.” 

\s can be seen in the accompanying photographs, 
Flack-Pennell’s warehousemen came through with 
some practical, space-saving ideas. 

“One of the intangible advantages of renovating is 
the lift in employee's morale,” states Mr. Tidering 


ton. “It was gratifying to us to note improved morale FLAT BELT RACKS, designed and built by warehous 
personnel, meet needs of belt stock and greatly improve effi 


a ciency of filling orders. Purchasing Agent Tom Plater checks 
employees in office, sales and warehouse. inventory at a elance 


in the new surroundings—improved morale of all! 
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A Detroit distributor 
offers a code 
for building 


a sound business 


“. . . To know is to achieve. Tell your personnel what 
their job is, set your policies down in black and white.” 


“. . . Set your course, bolster yourself with positive 
guides, and don’t be distracted from your course.” 


of Ethics 















instead of ideas. 
men, is too often on systems, conditions, equipment, 
prices—instead of people. We fail to realize that 
business fails when people fail. And people fail when 
they haven’t been given the proper goals—and guides 
to attain those goals.” These are some of the observa- 
tions of C. L. Shelton, president of The Garner-Shel- 
ton Company, Detroit, where four of ten salesmen 
started with the firm as truck drivers. 

From the bottom right-hand drawer of his glass- 
topped curved desk Mr. Shelton can produce loose- 
leaf books bulging with ideas accumulated during the 
years. In addition to words of wisdom—from leaders 
of American industry, philosophers, scientists, and 
books of the Bible—there are also volumes containing 
material Mr. Shelton formulated for the training of 
personnel and the operation of his company. 

“We believe it wise to set your sights high,” Mr. 
Shelton said “You can build an effective organization 
from the ground up by inculcating personnel with 
worthwhile ideas and philosophies.” 

Thumbing through one of the thick note-books, 
Mr. Shelton continued, “We set up four basic goals: 

1. Maintain high level of morale. 

2. Be the best distributor for your supplier. 

3. Be the most respected distributor. 

4. Be most successful in relation to profit potential. 

“While attempting to reach these goals we have 
also been mindful of the need to conduct our business 
in an honorable manner. And this is even more im- 
portant than approaching the goals. Ah, here we are 
—our guide, our Code of Ethics. . . .” 

1. Treat every customer fairly and equitably on a 

basis profitable to both seller and buyer. 

. Treat every supplier fairly, extending the same 
consideration to him as we wish to receive 
from our customers. 

3. Maintain a sound and well defined labor policy 
suitable to the problems of our company, 
maintenance of good working conditions and 
fair wages for work performed. 

. Recognize that the property of this enterprise 
represents investments and risks of the stock- 
holders, and that the business, therefore, 
should be conducted so as to render sound 
service, protect the principal, and produce a 
fair average profit, with consideration at all 
times for the human factors involved, and 
for the public interest. 

5. Preserve our credit standing and good will by 

fair and equitable treatment of creditors. 

6. Demonstrate that the business is a desirable 
citizen of the local community in which it 
operates. 

7. Cooperate with, support, all agencies of govern 

ment in the exercise of their legitimate 

functions. 


Nm 


> 


“W" ARE TOO MUCH CONCERNED WITH THINGS— 
Our emphasis, as business 









































“. . . Above all, remember this—Only 
the just man enjoys peace of mind.” 








“. . . The surest road to agreement—with cus- 
tomer or employees—is to get the facts first.” 


“. . « What we need is industry and 
patience. They build confidence.” 

























I'EN YEARS of sales records are being placed on film at 
Mills & Lupton Supply Co., Chattanooga, Tenn. Filming 
machine is rented from Burroughs 























INCLUSIVE DATES and serial numbers of filmed orders 
ire put on the label of each reel carton making it simple to 
select the proper reel to read 


There are other reasons why filmed 
sales records are more efficient 
than a roomful of dusty binders, 


says Chattanooga _ distributor 
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REFERENCE to a filmed record is demonstrated by Mrs 
hin} 


Bernice Rutherford on the Burroughs reader which was put 


hased by Mi & Lupton 





BOUND VOLUMES OF OLD ORDERS which will 


be destroved after filming are checked over by John Crim 


mins, president 


Plenty of Space —Then Why Microfilm? 


M‘ ROFILMING OF OLD SALES RECORDS iS under way at 


the Mills & Lupton Supply Co., Chattanooga 
Venn., even though the firm is moving into commodi 
ous new quarters where storage space will be ample fo 
some time to comc 
Uhe decision to microfilm old sales records, Joh 
Crimmins, president, explained, is part of manage 
ment’s determination to modernize its methods as 
well as its facilities. Microfilming, he added. will help 
the company make more efficient use of the new space 
than devoting it to dead storage. Ample room fot 
the more productive phases of the business improves 
the efficiency of those operations. 
(here are other advantages to microfilming old 
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records, Mr. Crimmins and his associates decided 
It minimizes the housekeeping involved in the main 
tenance of old records. A compact little film file and 
a magnifving reader are easier to keep clean and or 
derly than a large roomful of bulky binders always 
covered with dust. Easier reference to old sales data 
projected on a reader screen was another factor influ 
encing the move to microfilm. 

Prior to undertaking the actual task of filming, 
Mills & Lupton management had its legal counsel 
check on state statutes concerning the admissibility 
of microfilmed business records as evidence in litiga 
tion (Is It Safe To Microfilm?, ID, July 1956). The 
laws of Tennessee, Alabama and Georgia (in which 
the firm’s market is located) were favorable to filmed 
records, although Tennessee courts might require an 
original record in some cases 

Nevertheless, the firm’s officials reviewed all cases 
where questions about old orders were raised by cus 
tomers over a period of several vears. The bulk of 
these cases involved orders less than two vears old. 
\loreover, salesmen and others in the firm were alwavs 
referring to these records for customer and product 
buving patterns or specifications. It was then decided 
to keep original sales records for two years before 
destroving them and relving on the filmed records. 


Not an Easy Project 


However, the project of transferring 10 vears of 
sales records to film is not an easy one although, when 
filming is brought up to date, keeping up will be 
relatively simple. The record of each sale consists of 
two items—the customer’s order (charge sheet) and 
the shipping record. Each has to be microfilmed but 
this is done on two halves of 16 mm. film. There are 
ibout 1,000 sets of sales records in each binder and 
there are a couple of hundred binders. It takes about 
seven hours to film the contents of a single binder 

Filming of the records is under the direction of 
J. C. Grant. Mrs. Bernice Rutherford operates the 
microfilming machine and the magnifving reader. 
rhe firm rents the microfilming machine but has put 
chased the readet 

In filming the records, Mrs. Rutherford leaves a 
blank film space between every 300 serial numbers 
f the orders. This facilitates locating a particular 
serial number by speeding up the reels as they pass 
the film through the reader and merely counting the 
white spaces as they appear on the screen until the 
ipproximate serial number is reached. The reels ar¢ 
then slowed down until the particular number appears 
By demonstration, it was proved that locating a pat 
ticular order was easier on the reader than locating 
a binder and thumbing pages. 

Ihere are 100 feet of film in each reel and a reel 
will contain some 3,200 sets (order and shipping 


record) of sales documents 
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SALES QUIZ: Test your knowledge of... 


Products and Markets 








1. FILES 


Over 3,000 years ago the Egyptians used small rasps 
of bronze that were a far cry from modern metal files 
like those at the left. Today, industry consumes countless 
files. To insure that you get your share of the potential 
in your territory, check your file know-how with the 
following questions. 


A. What is the difference between the “tang” and 
the “point” of a file? 

B. Double cut files have two rows of teeth which 
cross each other. These open teeth are preferable 
for hard materials where finish is unimportant. 
True [] False [(] 

C. Apropos of the Egyptians, rasps are still used 
today. How do they differ from files? For what 
applications are they best suited? 

D. Curved tooth files are widely used on aluminum 
and sheet steel, flat or curved surfaces (notably 
in the automobile industry), on such soft metals as 
babbitt and brass, and often on iron and steel. 
What is the advantage of curved teeth? 











2. ELECTRIC HOISTS 


How about hoisting your sales by harping on hoists a 
moment? 


A. Electric hoists are actually hand hoists with a 
motcr as driving mechanism instead of the hand 
wheel and chain. There are five main parts of the 
electrical hoist. 

What are they? 
B. Roller chain or link chain electric hoists are gen- 


C. As with all mechanical contrivances, there are 
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occasions when trouble arises. The supply sales- 
man versed in causes of trouble is best able to 
help his customers. If a plant man complains the 
hook on the hoist you sold him doesn’t raise, 
which of the following do you think might be the 
cause: 

] Due to overheating, the thermal switch is open. 

] Pushbutton cable has broken wire. 

|] Load is too great. 

] Open hoist circuit. 

] Motor reversing switch is not operating. 

] Magnetic contactor is not working. 
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3. PORTABLE GRINDERS 


Versatile abrasive portable tools are found in industry 


performing such tasks as grinding, sanding, buffing, 
polishing and wire brushing. Many types of grinding 
wheels are available to control the quality of the finish. 


The salesman in the above picture is concentrating on 


the sale of a grinder with a reinforced wheel for grind- 


ing welds in a shop that works on aircraft service tools. 


Put your nose to the grindstone by scoring yourself on 


the following questions: 


A. How many portable grinder attachments can you 


B. 


name? 

Most everyone has had intimate contact with 
mounted points—remember the contraption the 
dentist stuck in your mouth that last visit? In in- 
dustry, mounted points are frequently used instead 
....for finishing surfaces. Would you 
suggest them for touching up dies? Do you think 
foundries with hard-to-reach areas of castings are 
good potential users? 

If one of the shops in your territory were a 
pattern and die shop with such work as grinding 
small openings and finishing irregular molds, 


would you recommend a portable die grinder? 
Why? 








FOR ANSWERS, 


A. 
B. 


a) 


4. LAMPS & FIXTURES 


Light the lamp that will illuminate more sales by light- 


ing on to the following questions. 


Name the three types of industrial lamps. 

Lighting fixtures control or direct light in your cus- 

tomers’ plants and offices. This is accomplished 

in one of three ways. What are they? 

Lighting fixtures also support and protect lamps. 

In some cases, they also perform another function. 

What is it? 

Luminaires for general lighting applications are 

classified according to the way they control light 
direct, semi-direct, general diffuse or direct- 

indirect, semi-indirect, indirect. 

True [ False 

In industrial lighting, semi-direct luminaires pro- 

viding a 20 to 30% upward direction of light are 

gaining in use. Any idea why? 


PLEASE TURN PAGE 

















Answers to Sales Quiz on pages 


110-111 








1. Files 


A. Tang is the pointed part of the file; part inserted 


into wooden handle. Point is the opposite end of 
the file. Remember file length is figured from 
point to shoulder—not to the tang. 

First sentence is true, but following sentence is 
false. Double cut files are preferable for soft 
materials and for fast filing where finish is not as 
important. 

Similar to American pattern files, rasps differ in 
coarseness and tooth shape. As the teeth are 
individually formed points, not connected with 
each other, the cut is different. Rasps are used 
primarily for fast removal of soft material by 
woodworkers, wheelwrights, plumbers and cab- 
inet makers. 

Curved teeth easily clear themselves of chips; 
they are fast in operation and economical. 


2. Electric Hoists 


A. 


Five main parts are: motor, gear transmission, 
lifting mechanism, braking system, controls. 
Capacities from 250 to 4,000 Ibs. 


. Any of the causes listed might be responsible for 


the hook not raising. 





3. Portable Grinders 


A. 


Attachments for grinders include: grinding discs, 
shaft mounted points, cones, cup grinding wheels, 
cup and radial wire brushes, rotary files, wheels 
for polishing and buffing. 

Files. Mounted points are used for both applica- 
tions described. 

A portable die grinder is a good bet here be- 
cause it is easy to control for delicate work. 








4. Lamps & Fixtures 


A. 


m 


Three lamp types are filament, fluorescent and 
mercury vapor. 

Fixtures control or direct light by diffusing, refract- 
ing or reflecting. 

In some cases, fixtures carry auxiliaries like bal- 
lasts or starters. 

True 

More uniform lighting is created this way by re- 
ducing high brightness contrasts between ceiling 
and fixtures 
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This one-man hoist is a rigger’s or mill- 
wright’s pride and joy! The 4% and 1-ton 
sizes are shoulder-weight—easily carried up 
ladders, accessible to almost any tight corner, 
portable to practically any place in the shop. 
Other sizes up to 6 ton capacity offer similar 
weight and utility advantages over conven- 
tional spur geared hoists. 

The Zephyr line also includes (1) plain 
and geared Army-trolley units with swivel- 








SHOP 


LIFTER 








action trolleys that traverse minimum radius 
curves freely; (2) headroom-saving, clevis- 
connected trolley hoists that eliminate 
casual hoist removal. Construction and 
mechanical features of all Zephyrs are noth- 
ing short of superb. Complete details are 
given in the new Chester Hoist catalog. It 
also includes full data on all Chester hand 
and electric hoists and overhead I-beam 
trolleys. Write for your copy today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 
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U.S. TOTALS 


November 1956 
Compared with 


October 1956 


November 1956 
Compared with 


November 1955 


ddd 











First 11} Mos. 1956 
Compared with 


First 11 Mos. 1955 














CompPlicep BY INDUSTRIAL DISTRIBUTION 











Md 





-8% 


+10% 


+17% 








Supply Sales Trend 


Final Figures For November 1956 





November 1956 
Compared with 
October 1956 


November 1956 
Compared with 
November 1955 


First 11 Mos. 1956 
Compared with 
First 11 Mos. 1955 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





- 
-10% 


- 9% 


-15% 





+11% 
+10% 


+ 2% 


+ 7% 





+2 3% 
+20% 


+15% 


+12% 
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YARWAY’S pioneer engineering 





@ ‘Twenty years ago Yarway pioneered the development of the original 
Impulse-type steam trap. 


Today—one million Yarway Impulse Steam Traps later—that pioneer 
engineering is still at work. Yarway’s Steam Research Laboratory has given 
Industrial Distributors a complete line of Yarway Impulse Traps to meet 
the trapping requirements of their customers. 


Included are the Standard 60 and 120 Series for normal requirements; 
the 44" 20-A Low-Capacity for light loads; the 40 Series High Capacity 

















YARWAY IMPULSE 
STEAM TRAP 


YARWAY 
FINE SCREEN 
STRAINER 


for heavy load applications; and the 
Integral-Strainer Series for high pressures. 


The wide popularity of the Yarway 
Impulse Steam Trap is based on small 
size, only one moving part, fast 
heat-up, good for all pressures, stainless 
steel construction. 


Write for full details on Yarway’s plan of 
selective distributorships for the Impulse 
Trap and its fast-moving companion, 

the Yarway Fine-Screen Strainer. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRAINERS 
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SALES TRENDS (Cont’d.) 





November 1956 
Compared with 
October 1956 


November 1956 
Compared with 
November 1955 


First 11 Mos. 1956 


Compared with 
First 11 Mos. 1955 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAI 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 


W voming 


PACIFIC 
California 
Oregon 
Washington 


- 3% 


- 9% 


-14% 


- F% 


NO 
CHANGE 


+12% 


- 2% 





+18% 


+ 2% 


| 


| 
| 
| 


| 
| 











+18% 


+12% 


+15% 


+15% 


+14%  +160% 
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WHY W&B REAMERS 
OUT-PERFORM OTHERS 


This month our national trade 
paper advertising features 
reamers. As a continuation of 
the advertising program which 
was begun last month, we are 
Stressing in this advertisement 
two (of several) sales features 
designed into every Whitman 
& Barnes reamer. These sales 
features, you will note, are vital 
to reamer longevity. Each 
month our ads will emphasize 
product features like these that 
you can use in discussing W&B 
tools with your customers 


Critical land clearances 
are accurate .. . provide 
smoother finishes and 
eliminate binding. 


Chamfer relief angles are 
precise . . . eliminate wéB 
chatter and assure longer 


life. ° 
For well over a year now, every 


W&B advertisement has been 
lending strong support to the 
industrial distributor as the 
source for service, fast delivery, 
engineering and a wide range 
of off-the-shelf tool selection 
During 1957 we are strength 
ening distributor emphasis in 
our advertisements even more 
This month is no exception 
You will notice that a major 
portion of our advertisement is 
devoted to pushing the indus 
trial distributor as the most 
important source of supply. It 
is our hope that this added 
emphasis will help your sales 
efforts as the program con 
tinues and builds continuity. 
DRILLS Strength and recognition. In 

a senien addition to this ad program 

¥ W&B will continue strong dis 
COUNTERBORES tributor support in many other 
COUNTERSINKS sales, advertising and sales pro 
ror \1:119)] ma gele)&) motion areas . working with 
SPECIAL TOOLS you for greater Sales success in 


957 
TOOL BITS 1957 


WHITMAN s BARNES  nczttns 


40010 PLYMOUTH ROAD «+ PLYMOUTH, MICHIGAN 
NEW YORK + CHICAGO + LOS ANGELES 





= » 
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The Outlook for Business 











MM Grow-Hill's Department of Economics 

has taken a look into the year ahead, 
estimating what 1957 will bring for 24 of 
| the nation’s major industries. The overall 
picture, from the industrial distributor's 
standpoint, looks good. Twenty-one of the 
24 industries surveyed are expected to 
show a gain in physical output. 

But percentage gains will vary for dif- 
ferent industries. Below, the industries are 
| arranged according to the magnitude of 
| gains: 





| > Output Will Go Up 20 to 30% 
| machine tools 
railroad equipment 
office machinery 
instruments and controls 


> Output Will Go Up 10 to 20% 
auto parts 
automobiles 
construction machinery 
electrical apparatus 


> Output Will Go Up 5 to 10% 
steel ingots and castings 
chemical industries 
farm machinery 
construction materials 
petroleum refining 


> Output Will Go Up Slightly 
non-ferrous metals 
textiles 
apparel 
electrical appliances 
food and beverages 


> Output Will Decline or Stay the Same 
radio and television sets 
furniture 
lumber 





By The Economics Department, McGraw-Hill Publishing Company 


OR THE YEAR AHEAD, 21 of the 24 industries dis 
P cossed below are expected to register a gam im 
physical output. Three industries are expected to 
experience a production decline. Weighting these 
individual industry forecasts by the weighting factors 
used by the Federal Reserve Board in the calculation 
of its index of industrial production, we arrive at an 
estimate of 148 (1947-1949—100) for the index ot 
production for 1957. ‘This compares with 143 for 


1956 as a whole. 


1. Steel ingots and castings 


Output of steel ingots and castings totaled 115 mil 
lion tons in 1956 compared with 117 million tons 
in 1955. Despite a five-week strike, the average operat 
ing rate of the steel industry for this vear was 90‘ 
Ihe operating rate for the year 1957 will probably 
average a little more than 90%, but it will relate to 
a higher capacity figure (132 million tons ‘his 
means that 120 million tons of steel will be turned out 
in 1957. Some of the increase will go for building up 
inventories in the first half of the vear. Autos, farm 
machinery, pipelines, freight cars, industrial machinery 
and shipbuilding are expected to require more stcel 
in 1957 than in 1956. 


2. Nonferrous metals 


Nonferrous metal production is up about 2% this 
year. Lead is registering the biggest gain in 1956 
Aluminum output is at an all-time high. Copper 
output shows a slight increase over a year ago, while 
zinc production is down from last year's level. Over 
all, nonferrous metal production should be up about 
3% in 1957 because of higher industrial activity and 
some additional stockpiling prompted by the Middlc 
Kast situation 


3. Chemicals 


Most of the chemical consuming industries are 
going to have a better year in 1957 than in 1956. 
Steel, plastics, petroleum, paper and rubber are just 
a few of these industries which will contribute to at 
least a 6% gain in chemical production next year. 
[his year chemical output is at an all-time high, run 
ning 5% above 1955. 


4. Machine tools 
lhe machine tool industry had the best peacetime 


Continued on page 188 
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Hand. to get ?- 


Try SOUTHERN 









If the fasteners your customers need for speedier, more 
economical assembly are not immediately available 





in the quantity, head style, size, or finish you 





want — get in touch with Southern Screw! 








Famous for quality and service, Southern 
maintains a stock of over a billion screws and bolts 





ready for shipment from our factory or from one 





of or four strategically located warehouses 








Make Southern your warehouse for: 

Wood Screws + Machine Screws & Nuts + A&B Tapping Screws 
Dowel Screws + Wood & Type U Drive Screws + Stove Bolts 
Hanger Bolts « Roll Thread Carriage Bolts 







Sous 


SCREW COMPANY 


STATESVILLE © NORTH CAROLINA 





Phone, wire—or write Box 1360/0—Statesville, North Corolina, for free samples and Stock Guide 


Bulk screws lubricated free upon request 


Warehouses: NEW YORK « CHICAGO « DALLAS « LOS ANGELES 
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What's New in Merchandising 

















Warner Electric Brake Kit 
Spells Out Program 


Brake & Clutch 


has prepared a 


Warner Electric 
Co., Beloit, Wisc., 
new promotional package explaining 
to distributors its “Extra-Capacity 
Selling” program. The package con 
sists of a portfolio containing ex 
amples of promotional material and 


instructions on its eftective use. 


“The selling helps included in the 


company, “are de- 
distributor’s 
manufac- 


kit,” says the 
signed to tie in the 


local 
turer's national promotional pro- 


program with the 
gram,” 

Direct mail is covered first, and 
begins with the announcement card 
used for new distributor appoint 
ments. Five separate pieces of direct 
mail broadsides are explained, in 
cluding suggestions on the building 
of a mailing list. A calendar plots 
uit mailing dates to help the dis 


120 
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tributor balance out his promotion 
program. 

Another tells 
manufacturer’s national ad reprints 


section how the 
can be used in direct mail and in in 
structing salesmen. A program fot 
supplying the distributor with ad 
mats or plates for use in local news 
papers or regional publications is 
explained. Technical literature, in 


cluding editorial also 


reprints, 1s 
explained as promotion material 

The kit tells distributors of ex 
hibit their 


use in local and regional trade shows, 


materials available for 


society meetings, et 


clutch 


technical 


Details on a demonstrato1 


are included 
Other material in the portfolio 
Warner's 


for distributor 


describes factorv schoo 


, 


salesmen, technica 


bulletins and application 


iS reports, 


FEBRUARY, 
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and details on the firm’s market data 
assistance. Completing the package 
are order forms for the various sales 
helps shown in the kit. 

States Roger H. Brown, sales man 
ager of Warner’s industrial division: 
“Development of this package is 
part of our distributor development 
program aimed at filling certain 
areas still open to top-level distribu 


tors in the power transmission field.” 


Gardner-Denver Bulletin 
Shows Small Compressors 


Gardner-Denver Co., Quincy, IIL., 
has issued a 16-page bulletin (no. 
AC-15) on its full line of small, ait 
cooled compressors for industrial, 
automotive, commercial and general 
use. 


Both 
pressors are featured, with working 


one- and two-stage com 
pressures ranging from 85 to 175 psi. 
Specifications are given for each 
model. Data is also given on con 
trols for automatic starting and stop 
ping, and for weatherproof, explo- 
sion-resistant, and gas-tight uses. 
Two charts show how to figure 
compressor needs and how to esti- 
mate free air consumption for 30 


common shop jobs. 


GARDNER-DENVER 


SIN # sta 


LANO TWO Sst 


a 


COMPRESSORS 


FOR INDUSTRIAL AUTOMBTIVE 


AND GENERAL SERVK 
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Manufacturers’ Training Programs « Films 
Displays « Packages « Literature 





Allis-Chalmers Film 
Shows Maintenance 


Allis-Chalmers Mfg. Co., Mil 
waukee, has produced two 20-min. 
35mm. colored sound slide films 
showing maintenance people how to 
install and maintain electric motors. 

The films, entitled “How to Make 
a Motor Go and Go and Go and 
Go,” covering maintenance, and 
“How to Take Step Seven,” on in 
stallation, depict by means of car 
toon characters and _ illustrations 
how motors can be kept in operat 


ing condition. 





Weatherhead Issues 
Fittings Catalog 


Weatherhead Co., Fort Wayne 
Div., Fort Wayne, Ind., has issued 
a 48-page catalog covering its stecl 
tube fittings. The publication con 
tains engineering data on the firm’s 
“7000” and “8000” series “E.rmeto” 
hydraulic flareless tube fittings and 
its “Flare-I'win” SAE 37 deg. (JIC) 
hydraulic tube fittings 

\ section of the catalog is devoted 
to assembly instructions, materials, 
finishes, and operating pressures. 
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Skil Has New Sign for Tools 





Theres « SKIL Tool [or every jot! 
et 


AUTHORIZED DO sTrRieyrTor 





SKIL CORP., Chicago, has developed a 10x50 in. blue and orange fluorescent display 


sign for use of distributors and dealers of its line of portable 


presents line drawings of varion types of 


power tools. Sign 


Is offer d 





Grinding Wheel Institute 
Issues Standards Booklet 


Grinding Wheel Institute, Cleve 
land, in cooperation with the Inter 
Association of Govern 
mental Labor Officials has issued a 
revised edition of the 1947 safety 


national 


code for “The Use, Care, and Pro 
tection of Abrasive Wheels.” Re 
visions include new size, new two 
column format, and a number of 





— 


| 
The Use Care and Protection 
Of Abrosive Wheels 


Ym 
\ 


\ gt 


=~» 
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textual changes throughout. The 
publication is one of the series of 
American Safety Standards approved 
by the American Standards Asso 
ciation 


Deming Catalog 
Covers Full Line 


Deming Co., Salem, O., has is 
sued a 76-page catalog (no. C-57 
covering the firm’s full line of water 
systems and other commercial 
pumps. It includes selection, pet 
formance, and dimensions tables on 
all sizes and types of commercial 
pumps 

New and revised pumps included 


g are the firm’s “75 
5 
4 


in the catalo 
with added and one hp. sizes; 
in increased size range of submersi 
ble pumps; a new line of multi-stage 
centrifugal water systems; and a new 
cellar drainer 
lhe catalog also lists pump acce 
sonics, repair parts and tools, pres- 
Continued on page 174 


















































KEASBEY & MATTISON company « AMBLER « PENNSYLVANIA 














KaytherM.:. 


PIPE INSULATION 
Highly efficient from 250° F. to 1350° F. 


LIGHT IN WEIGHT for easiest handling. 

EXTRA STRONG (0 allow for job pre-fabrication. 

DIMENSIONAL STABILITY helps prevent expansion-caused leaks, 
INSOLUBLE IN WATER, CHEMICALLY STABLE. /<deal for ouldoor use. 
Years of research by Keasbey & Mattison, insulation pioneers, have 
resulted in a new, highly efficient, pipe insulation made of lime and 
silica (hydrous calcium silicate) with asbestos fibers added for strength. 
It’s called KaytherM and it’s strong, light in weight, and easily 
handled and cut. 

KaytherM Pipe Insulation comes in simplified thicknesses and in pipe 
sizes up to 33” in diameter. KaytherM is also available in block form. 


AVERAGE PHYSICAL CHARACTERISTICS—(Bone Dry Basis) 


Temperature limit 1350° F. 
Density, lbs./cu. ft. 11.5 

Modulus of Rupture, Ibs./sq. in................. , 65 

“K” Factor at mean temperatures. .......eeeseee-: 100° F.—0.330 


400° F.—0.465 
800° F.—0.650 


Write to us for full descriptive literature. 
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Factory 
Simonds § 































For cutting pipe, angle iron, channel, I-beam, 
bars, etc. here’s the blade to use because it can 





handle all types of cutting. It’s designed especially 
Quick FACTS 


@ Cuts all shapes and . 
types of materials Note that the teeth are wavy set (set in groups) as 


for general purpose use. 


; shown at left. This distributes strain over more teeth 


i i — and makes it possible to cut all sizes, shapes and 


LAAQ) 


— types of material without stripping the teeth. Fast and 
(— in smooth cutting, it stands more abuse, lasts longer, 

’ , “A , 
Alg A cuts costs. 


@ Saves changing saws 


- aa oe This general purpose blade is made of tough, wear- 


work of several resistant alloy steel and is available in a variety of 
@ Longer tle — cuts widths and tooth spacings. It will pay you to stock 
anade costs SIMONDS Wavy Set Blade for your customers’ 


@ Withstands abuse general purpose requirements. 
@ Furnished in 100 
a aa deiia oe WAVY SET BAND SAW BLADE SIZES 


Welded -to-Length for Width Inches | Thickness Teeth per Inch 
Specific Machines 








% .025 10-14-24 

% -032 10-14 

“ .032 8-10-14-18 
— 1 -035 10 


For Fast Service 


ccs eeann SIMONDS 


| SAW AND STEEL CO | 





Call your 


SIMONDS 
industrial Supply 
DISTRIBUTOR 


aT — 
FITCHBURG, MASS 





Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon, Canadian Factory in Montreal, Que., Simonds Divisions 
Simonds Stee! Mill, Lockport, N. Y., Heller Too! Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila, Pa., and Arvide, Que., Conede 
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Syracuse Supply Promotes Torell 


Harold E. ‘Torell has been pro- 
moted from vice president of Syra 
cuse Supply Co., Syracuse, N. Y., 
to the newly established post of 
executive vice president. 

Mr. Torell will coordinate activi 
ties of the firm’s three operating 
divisions, construction equipment, 
machine tools, and industrial sup 
plies. He also will continue as 
director of the industrial supply 
division. Mr. Torell was assigned 
the new Frederick B. 
Scott, president, would have more 


duties so 


time to devote to working out de 
tails of the firm’s expansion plans 
and future financial requirements. 


Realigns Duties 

In conjunction with the new ap 
pointment, duties in the industrial 
supply division were realigned; the 
division had been divided into three 
major groups: 1. production, power 
tool and abrasive, headed by David 
R. Powers; 2. power transmission, 
materials handling and engineering, 
headed by W. Earle Forsthoff; and 
3. general supply, maintenance and 
contractors supply, headed by M. G 
Wilson. Philip B. Scott and Charles 
Noland have been appointed to 


H. E. Torell 


manage the Schenectady and Nlas 
sena branches. Duane P. ‘Truex will 
direct office management and put 
chasing. 

Mr. ‘Torell joined th« 


in 1925 as sales manager of the 


Olipall 


industrial supply division. He is a 
member of the Advisory Board of 
the National Industrial Distributors 
\ssociation and one of its past 
presidents. He is also past president 
of the New York State 


Distributors’ Association 


Industrial 





Raybestos-Manhattan Unit 
Reorganizes Field Sales, 
Names Four Regional Chiefs 


he field sales setup of the Man 
hattan Rubber and Packing Divi- 
sion, Raybestos-Manhattan,  Inc., 
has been reorganized; the country 
has been divided into four sales 
regions, each headed by a regional 
manager assisted by district man 
agers. They are: 

R. F. Teeling, eastern regional 
manager, with Stewart Monroe as 
New York district manager, J. T. M. 
Frey, New Jersey district manager, 
and F. McBrearity, Philadelphia dis 
trict manager. 

\. L. Hawk, central regional man- 
ager, with A. N. Johnston, Jr., as 
Pittsburgh district manager, G. S. 
Himebaugh, Chicago district man 
ager, and E.. T. Fair, Denver district 
manager 

C. P. Shook, Jr., southern regional 
manager, with A. A. Ringland as 
Birmingham district manager, A. E. 
Jackson, New Orleans district man 
ger, I. W. Nagel, Dallas district 
manager, and R. C. Nielson, Hou 
ston district manager. 

S. V. Hoffman, western regional 
manager, with R. B. Park as San 


l‘rancisco district manager. 


A. W. Lohn Ends 45-Year Career With Ducommun 





A. W. Lohn 


124 INDUSTRIAL DISTRIBUTION e FEBRUARY, 1957 


4. W. Lohn, who rose from 
wagon driver to vice president for 
finance at Ducommun Metals & 


Supply Co., Los Angeles, has re 
tired after 45 years of service 

It was back in 1911 that Mh 
heard 


Lohn, then 20 vears old, 


Ducommun needed a new wagon 
driver. He applied for the job and 
has spent his whole working carce1 
with the same company 

Although his parents were Ameri 
cans, he could speak and read Span 
English. Te 


ish before he knew 


was born in Ventura, Calif., 


his father, a portrait photographer 


} 
i 


moved the family to Culiacan in the 
State of Sinaloa, Mexico. During 
the 1910 Mexican Revolution Mr. 
Lohn’s father sent his wife and son 
to Los Angeles and in 1911 Mr 
Lohn joined Ducommun 

From wagon driver he graduated 
to the stockroom. Next he was ap 
pointed salesman and covered the 
San Diego and Imperial Valles 
ireas for several years. During the 
1920's Mr 
Angeles to sell. Later he was made 


Lohn returned to Los 


issistant credit manager, credit man 
ier, general manager and then 


became vice president for finance. 


eet“ 4 


ee ene, 
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Jacobs Mfg. Advances 
Sales Manager To 
Sales-Vice President 


D. Conant 
elected vice president in charge of 
sales by The Jacobs Mfg. Co. He 


had been sales manager since 1948 


Samuel has been 





and in 1952 was appointed a director 
of the firm. 

Mr. Conant served as Detroit dis 
trict sales manager for The Green 
field Tap & Die Corp. from 1943 | 
to 1946; he then spent a year as 
New York State representative for 
(he Putnam Tool Co. before join 
ing Jacobs. 


George Zwanziger (right), 


chased the 50°; interest in the firm 
| formerly held by Howard A, Jack 
son of the Virgin Islands 

The 
owned by George Zwanziger, presi- 
In 1952 Messrs. Zwanziger 
and Jackson bought the company 
Mr. Zwan 
zigers management since that time 
Mr. Stewart 


remaining 50°; interest is 
dent. 


and it has been under 





becomes secretary 


Samuel D. Conant 


Kalamazoo Tank Greets Boyd-Wagner Salesmen 





‘ Pretend ‘ 
i a iol 


ay 





Six salesmen and the sales manager of Boyd-Wagner Co., Chicago, recently visited 
the Machine Tool Division, Kalamazoo Tank & Silo Co., plant. Shown are (left to 
right): J. J. Davitt, sales manager, Machine Tool Division, Kalamazoo Tank; Robert 
A. Kindig, Bruce Fornwall, Edward P. Ohnen, George T. Jorgensen, Lewis E. Martin, 


sales manager, Nathaniel Manning and Bernard Blessent, all of Boyd-Wagner; and 
Jack Coombs, president, Kalamazoo Tank. 











president of Warren, Balderston Co., 








FOR ADDITIONAL NEWS, SEE NEXT PAGE => 





Trenton N 8 


greets new stockholder Donald B. Stewart who will be secretary-treasurer. Harn 
D. Witmer (left), vice president, and John West, sales vice president, look on 
Ihe Warren, Balderston Co., | treasurer of the firm but will tak 
‘Trenton, N. J., is now completely no active part in the management 
locally owned and operated. Donald | except in an advisory capacity. He is 
B. Stewart of ‘Trenton has pu owner of W. V. Stewart & Son, 


local plumbing and heating con 
tractors. 

Harry D, Witmer, vice president, 
and John West, vice president im 


charge of sales, continue in then 
present capacities 
Columbus Firm 
Moving to Suburbs 

Fournier Rubber & Supply Co 
Columbus, Ohio, has started con 


struction of a new 20,000 sq. ft 
headquarters in the Grandview sub 


urban area 


Located at 975 Burrell Ave., the 
building will be ready April 1. It 
is of modern, single-floor design 


and will house both the company s 
Gaskets 
present 


and 
the 
Considerably 


Industrial Products 
Divisions, 
High St 


more useable space will be provided 


replacing 
quarte¢ rs 


Fournier Rubber was founded in 


1933 by the late L. C. Fournier 
Its first major expansion was two 
years ago, when an addition wa 


acquired, doubling the space in the 
High St. quarters. Present owners 
are Mrs. L. C. Fournier; Clarke 
Mack, vice president, and F. J 
Schroeder, secretary-treasurer. 
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THE HENRY G. THOMPSON & 
SON CO.’s sales staff heard about 
new products and marketing and 
merchandising plans at the firm’s 
annual sales conference. Members 
of the sales staff are shown with 
A. W. ‘Tucker, vice president in 


charge of sales 


STANLEY FLECTRIC ‘TOOI 
DIVISION, The Stanley Work, 
held sales meetings in New Britain, 
Conn., Los Angeles, Chicago, and 
Atlanta, Ga. Sales and merchandis- 
ing programs were discussed and 
two new sanders were shown. Frank 
P. Lucier, assistant sales manager, 
and Fred QO. Fuller, sales manager, 
demonstrate new sanders for sales 
representatives from the northeast- 
ern United States and Canada. 


THOR POWER TOOL CO.’s 
branch managers, zone managers 
and export division representatives 
met with sales officials at the firm’s 
Aurora, II]., headquarters. Plans for 
coming sales programs, field and 
factory demonstrations of new tools 
and products, and a tour of new 
production equipment at the Aurora 
plant highlighted the program. 


















on Sales Plans, New Products 































BEAVER PIPE TOOLS, INC., 
three-day, annual sales meeting was 
opened by C. ‘I. Everett, president. 
New and_ redesigned products, 
Beaver’s new selective distribution 
plan and plant tours were featured. 
The last night all representatives, 
along with factory and office super- 
visory personnel, and management 
executives were entertained at a 
dinner party. 





GRATON & KNIGHT CO. after 
more than 35 vears held a sales con- 
vention. Walter W. Weismann, 
president (standing), addressed firm’s 
salesmen. Seated at table are (left 
to right): Ralph S. Tyler, treasurer; 
lrederic W. Baldt, member of the 
board; and John Henrikson, vice 
president in charge of sales. Follow- 
ing the two-day session, salesmen 
were conducted on a plant tour and 
later attended a luncheon at which 
city and civic officials were present. 





Reflecting the firm's expandn 
interest in the industrial suppl 
equipment field, the nan 
Graves-Humphreys Hardware Ce 
Roanok« Va., was change t 


Graves-Humphreys Incorporate 
Jan. 1. 

Glover M. ‘Trent, vice-president 
in commenting on the change sax 


Due to our increased activity 
the industrial field, we felt that th 
old name did not adequately refl 
our function and all our service 
While we are still in the wholesal 
hardware field, the new name 


not hamper our mcTreas | CTV IC! 


in the industrial field 





Formerly located in downtown 
Roanoke, the compan onstructed 
and occupied a new building on 


1984 Franklin Road, SW, sever 


New sign shows the new name of Graves Humphreys Incorporated, in Roanoke, Va vcaTs ago 
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Marshall Tool & Supply Show Draws 2,000 Visitors 





More than 2,000 persons viewed exhibits at Marshall Tool 
& Supply Corp.’s second annual show in Los Angeles. The 
two-day open house ran from 3 p.m.-10 p.m. each day 


ing from the show 





Equipment from 19 of the firm’s suppliers was demonstrated 
under power. Carl Marshall, president, said business result 


paid for the expenses. 





Farnham Yardley Former ASMMA Head, Dies 


Active in industrial distribution 
activities for many years, Farnham 
Yardley—president of the American 
Supply and Machinery Manufac 
turers’ Association, Inc., in 19]15— 
died on Dec. 31 after a short illness. 

Mr. Yardley, 88, was chairman 
of the board of Jenkins Bros. at 
the time of his death. He served 
as vice president of the firm from 
1911 until 1917 when he became 
president. In 1947 he was elected 
chairman of the board. During 
these same years he held the same 
posts of vice president, president 
and chairman of the board with 
Jenkins Bros., Ltd., Montreal. 

Also director and chairman of the 
board of the First National Bank 
of West Orange, N. J., he was 
Mayor of West Orange from 1915 
1916; he had been Councilman for 
Kast Orange, N. J., from 1902-1906. 
During World War I he was Fed- 
eral Food Administrator and Chair 
man, First Liberty Loan and War 
Savings Stamps Committee, for 
Kast and West Orange. 

A senior warden of Holy Inno 
cents Episcopal Church in West 








Farnham Yardley 


Orange, he also was a trustee of 
the West Orange High School 
Scholarship Fund, Record Ambu 
lance, House of Good Shepherd, 
Metcalf Memorial Association, all 
of Orange, N. J., and the Marcus 
L. Ward Home in Maplewood, N. J. 

Mr. Yardley was a vice president 
and trustee of the Association for 
the Protection of The Adirondacks 
and a former Governor General in 





New Jersey of the Society of 


Colonial Wars; he was also a 
member of the Society of The 
Cincinnati and Sons of the Ameri 
can Revolution. 

A graduate of Phillips Academy, 
Andover, Mass., he was a member 
of the Essex County Country Club 
and the Union, Racquet and Ten 
nis and Merchants Clubs of New 


York. 





Holbert Succeeds Evans 


As H. K. Porter Co. Head 


I. M. Evans, former president 
of H. K. Porter Co., Inc., Pitts- 
burgh, has been elected chairman. 
Charles L. Holbert who had been 
executive vice president has been 
named to succeed Mr. Evans as 
president. 

Mr. Holbert joined the company 
in 1956 and before that had been 
vith the Southern Pacific Milling 
Co. as executive vice president. 





Resigns from Morse Chain 


Donald H. Spicer, vice president- 
sales, Morse Chain Co., a Borg- 
Warner Division, has resigned. 


ADDITIONAL NEWS STARTS ON PAGE 235 








Gasolins 








OF YALE LOAD KING 
HAND HOISTS 


A half-ton capacity Yale Load King Hand Hoist 
weighs only 36 pounds...a powerful, two-ton model 
only 73 lbs! These facts are important to any prospect 
who needs a lightweight, portable hand hoist. 
What’s more, with Yale Load King Hand Hoists he gets 
mechanical efficiencies up to 95%. This means one man 
can lift a 4,000 Ib. load 2 feet in less than a minute! 
Along with famous low-capacity Load King Hand Hoists, 
you can now offer models with capacities up to 12 tons. 
All Load King Hand Hoists feature the unique Synchromatic 
Load Brake for instant, automatic, safe-hold action. 


With Yale’s “Why” booklet on Yale Load King Hand Hoists 


you can point out the many other outstanding engineering 
features. It keeps you one sales step ahead! 





Capacities 
1,1, 1%, 2,3, 4,5, 6,8, 10, 12 tons 


YA L az INDUSTRIAL LIFT TRUCKS AND HOISTS 


*REG. U.S. PAT. OFF. 


The Yale & Towne Manufacturing Company, Philadelphia 15, Pennsylvania 


Gasoline, Electric & LP-Gas Industrial Lift Trucks + Worksavers + Warehousers + Hand Trucks + Hand and Electric Hoists 
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Price Index for 19 Product Classes 


(1947-49 — 100) 


Dec. Nov. Dec. 
NAME OF PRODUCT CLASS "56 56 D5 

Abrasive Products 137.1 135.5 128.5 
Cutting Tools 151.4 151.3 143.4 
Fans and Blowers 171.7 171.7 157.4 
Fasteners 187.0 187.0 168.3 
Incandescent Lamps 145.0 145.0 147.2 
Industrial Rubber Products 144.8 144.8 141.8 
Lubricants 92.0 92.0 80.1 
Materials Handling Equipment 160.9 160.6 146.7 
Mechanics Hand Tools 167.7 167.7 157.2 


(Files, saw blades) 


Metalworking Accessories 166.5 165.4 145.9 
Motors 116.9 116.9 110.8 
Paint 124.1 123.6 115.8 
Portable Power Tools 131.4 131.2 125.3 
Power Transmission Equipment 164.0 164.0 148.7 
Precision Measuring Tools 135.3 135.3 129.2 
Pumps and Compressors 160.7 160.7 143.5 
Steel Products 168.8 168.8 154.8 
(Pipes, bars, nails, wire rope, ete.) 
Valves and Fittings 157.1 156.6 147.1 
Welding Machines 146.3 146.3 130.3 
(Equipment, rods) 
Total Index (weighted average) 152.6 152.4 14.1.7 


Source: Bureau of Labor Statistics and Industrial Distributio 


% Change 
From 
Year Ago 


-6.7 


- 14.9 
+ 9.7 


-6.7 
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“LYON QUALITY DESIGN 


makes 


THE DIFFERENCE!” 















STEEL FOLDING CHAIRS, for example. When you 
buy folding chairs, you’re investing in comfortable, 
safe seating. Compare Lyon chairs by those standards 
before you buy. 

This same quality design makes the difference in every 

one of the more than 1500 standard Lyon items, a few of 
which are shown below. 
CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 

We can manufacture special items to your speci- 
fications. 






For maximum strength 
and long life, all LYON 
chairs feature channel 


frame construction, the LYON METAL PRODUCTS, inc. 


came as in your automo- General Offices: 253 Monroe Ave., Avrora, lil. 


bile. Seats and backs are 
contoured for real comfort. Factories in Avrora, ill. and York, Pa. 
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BOXES 
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DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 
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ON THE MARKET... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Sprockets 


Eliminate Reboring 
And Machining 

Double strand roller chain sprock 
ets incorporating the company’s 
l'aper-Lock principle have been 
added to its line. 

Available in pitch sizes from 4 to 
l-in, if sprocket becomes worn, only 
tooth part needs to be replaced. 

Dodge Mfg. Corp., Mishawaka, 
Ind. 


Saw 
“Penta-Cut”’ 
Tooth Design 
New circular blade saws used in 
cutting non-ferrous metals feature 
the firm’s ““Penta-Cut” carbide tooth 







y 






ont 
Why TOOTH 


git c" gsioh 
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design said to eliminate gumming 
or burning of materials and burrs on 
cut edges and reduce maintenance 
costs. 

Available in 12, 16, 18 and 20-in 
diameter, the carbide tips are of 
alternate design (male and female 
to provide a group of five cutting 
edges in every set of two teeth 

Victory Carbide Saw & Tool Co 
Chicago 


Screwdrivers 


Nutsetters, 
Grinders Introduced 


Identified as “Uni-Tork’, a new 
line of air and electric screwdrivers 
and nutsetters that make possibl 
precision torque control in the as 
sembly of threaded fasteners has 
been announced. 

Also introduced by the company 
is a new lightweight 6-in air grinder, 
4G series, in speeds of 4500, 6000, 
9000 and 12000 rpm with butterfly, 
grip and lever type throttles 

Thor Power Tool Co., 


Il. 


Aurora, 





1957 





Hand Tool 


Built-In 

Chuck Lock 

Series 6000 Hi-Torque Handee, 

weighs 14 oz and operates at 25000 

rpm for grinding, cutting, carving 

drilling, sanding, sawing, engraving, 

polishing, cleaning and burnishing 

It is said to work in wood, hard 

ened steel, non-ferrous metals, glass, 
ceramics and plastics 


Chicago Wheel & Mfg. Co., Chi 


igo 


Pipe Threader 


True-Centering 
Workholder 


Ridgid 65R pipe threader, with a 
new TC workholder, is said to guar 
antee threads straight and true. 

The new workholder can be put 
on present 65R die stock, which is 
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are the newest addition to the manu 


TODAY 


. PRODUCTS WITH SALES POSSIBILITY FOR INDUSTRIAL DISTRIBUTORS 


jam-proof, threads | to 2-in pipe o1 
conduit with one set of dies and 






permits size changes in eight sec 


onds. A 
According to another announce » 
ment, the company’s + PJ 24-in to 
4-in geared pipe threader is now 
equipped with automatic drive kick 
out that makes it jamproof. 
Ridge Tool Co., Elyria, Ohio 





new faces will not chip, spark, mush 
room nor mar polished or painted 
finishes, and will not shrink nor 
loosen in head or face bore of 
hammer. 

Chicago Rawhide Mfg. Co., Clu 


cago 


PORTOMAG 


Grinders 


Grinder Line And 
Dust Collector 





A new line of light-heavyweight 
industrial precision grinders and a 
dust collector have been introduced 


Drill Press 


Electro Magnetic, Included in the new line are: a 


Aatenstic Rein Geel 6-in bench grinder, 6-in carbide tool 


While the Electro Magnetic basc 
holds the maker’s drill press in posi 
tion, a new power feed is said to 
make it possible for the operator to 
run the drill point down to the cen 
ter punch mark, turn on the feed, 
and let the drill do all the work. 
Ferndale, Mich 


Portomag, Inc., 


Hammers 


Replaceable 
Nylon Faces 


Replaceable molded nylon faces 


facturer’s line of C/R Jawhead and 
solid head hammers. 
According to the manufacturer, 





FOR AN INDEX OF THIS MONTH'S NEW 


PRODUCTS, SEE 


grinder, 7-in tool grinder and surface 
grinder and a dust collector said to 


move 350 cubic feet of air per 


minute. 


Walker-Turner Di 
Co., Pittsburgh 


Rockwell 


\ig 


~ 





Sanders 


Two Models Of 
Orbital & Belt Design 


1136 orbital sander weighs 64 Ib 


is 112-in long, 33-in wide and 62-in 


high with a pad size of 7y by 3%-in 
Orbit size is ;-in; sander make 


4500 orbits per minute 

H31 belt sander weighs 15 Ibs, 
is 134-in long, 6-in wide and 74-in 
high. Belt size is 3 x 24 in; idk 
speed of sander is 1600 sanding fect 
per minute. 

Stanley Electric Tools, Di 


Stanley Works, New Britain, Conn 


Drill Press 


Full-Length Belt Guard 
Hinged & Counterbalanced 


Designed for commercial wood 
and metal-working shops, a new 14 
in. drill 


motor mounting plate permitting 


press features a_ pivoting 


quick belt tension release to facili 


Continued on page 136 


PAGES 136 AND 137 








For your customers who 


know their tapping costs: 


BALANCED ACTION 
TAPS BY WINTER 





The Winter Tap user has learned to consider only one cost: the cost-per-hole, 


UNIFORMITY OF FLUTE CONTOURS shown by his records of accurate holes and long life. 


is one of the four essentials in Balanced a’ 
All winter advertisements say 9 


CALL YOUR WINTER DISTRIBUTOR 94 


Action performance—exclusive with ; 
V\/ 
Aas) 


Winter Taps. 


EXACT FLUTE SPACING 


PRECISION CHIP 
DRIVE CONTOURS ’ 
SOS , an . 
- SAAT A LY 


ACCURATE AND - 
CONCENTRIC CHAMFERS 























NATIONAL 


TWIST DRILL 


Lowering the cost 
of metal cutting 
through laboratory 
research... 


is a continuing process at National's Rochester 
plant. Many of the findings are already evi- 
dent in the improved National tools of today; 
more can be expected in National's tools of 


tomorrow. 


» All National Advertisements say 
we CALL YOUR 
J NATIONAL DISTRIBUTOR 


| 4 


The search that never ends for better 


cutting methods... test milling of high tensile 


strength steel. 














On the Market Today (Cont’d.) 





tate speed changes and climinate 
forcing and stretching. 

\ spring-loaded plunger auto 
matically restores correct operating 
tension to belt. 

Rockwell Mfg. Co., Delta Power 
Tool Div., Pittsburgh 





Tube Cutter 
Makes Square Cuts 


In Nylon Tubing 


Designated No. 227-FP, a new 
nylon tube cutter is made of alloy 
steel with a non-rotating cutting 
wheel. Recommended for § to ?-in 
o. d. nylon tubing, it is said only 
one or two revolutions of the cutter 
on tubing are necessary for clean 
cut. 

Another new item introduced by 
the company is their No. 300 FP 
flaring tool that makes 45 deg. flares 
on six different sizes of nylon tubing. 

Imperial Brass Mfg. Co., Chicago 
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Fittings 


For Moisture-Proof, 
Durable Mounting 


Hub-Lugs, new holding devices 
for the mounting of fittings in the 
electric control and operating sys 
tems on machinery, are said to elimi 
nate drilling and tapping holes 
fittings for fastening 

Ideal-Simplet Fittings, Inc., Sv« 
more, Ill. 


Benders 


For 3 and 4-in 
Hydraulic Pipe & Conduit 


New Models S-137, 8-138, S-139 
and S-140 are stvled after the manu 
facturer’s S-130 bender which bends 
pipe and rigid conduit from 4 


through 2-in. 


Some of the features claimed i 





clude: “Optik-Angle” gage, light 
weight aluminum and _ removable 


top plates, new rams with long 


stroke plungers 


Blackhawk Mfg. Co., \iilwauke« 


Feeder 


For Small Parts 
Assembly Feeding 


Nesticr Model ‘M’ small parts 











ADAPTOR UNION 
Eastman Mfg. (¢ 


BEARINGS 
SKF Industri In 
BEARING BUSHING 
Donley Products, In 14 


BENDERS 
Blackhawk Mfg. Ce 


COOLANT SYSTEM 
| lovd lool ( orp 


CRANE HOOK BLOCK 
Upson-W alton Co 


DRILL 
Superior Pneumatic & Nf 
In 


DRILL KI 
Millers Falls ¢ 


DRILL PRESS 


Portomag, In 
Rockwell Mfg. Co., Delta 
Tool Diy 


FASTENERS 
Phillips Drill ¢ 
FEEDER 


Chas. Wm. Doepke Mfg. ¢ 
In ‘ 





Index of This Month’s New Products 


FINISHING MEDIA 


Norton ¢ 160 
FITTINGS 

Ideal-Simplet Fitting li | 3¢ 

Weatherhead ¢ 142 
GAGES 

Fost & Allen, I 


GRINDERS 
Walker-Turner Div Lockwel 
Mfg. Co 13 


GRINDING WHEELS 
Simonds Abrasn ( 138 


HACK SAW BLADE 
Henry Disston Div., H. K. Por 
r Ce In 166 


+ 


HAMMERS 
Chicago Rawhide Mfg. C« 


HOIS1 

Therm Machine Ci 144 
JACKS 

} Cridland ( 154 
JOINTERS 

Yates-American Machine Co 166 
LATHE 

Atlas P1 ( 162 





M 


NI 


NI 













yor oe 


in the 


assembly feeder is said to cut as- om “= ! 
sembly costs by making parts con PROFIT 
veniently available to workers and 
easier to grasp 
Units can be combined to fit parts MN 
requirements of any assembly opera 4 COLU 
tion; both curved and straight racks IE, 
are available in varying sizes. 
Chas. Wm. Doepke Mfg. Co., ~ 


Inc., Rossmoyne, Ohio 









































Pillow Blocks 




















Way, » 
Self-Sealing, My), 
t Self-Aligning 
e 
Pollard “‘Self-Lube,” a new line 
of flange units, take ups and pillow 
( blocks is available in normal and + VWinute Van 
medium duty series in sizes from 4 KEYWAY BROACH KITS 
to 4-in. For cutting keyways from ‘%"' to | 
t Rockwood Pulley Mfg. Co., Inc., in any bore from \%" to 3” in ome 
$ , ' minute for as little as one cent. 
g New York 
— . 
ts (Continued on page 138 YM» 
Index of This Month’s New Products (Cont'd) SQUARE BROACHES 
For finishing cast or drilled holes in 
Ae ; - one pass. In stock for *% to 4 
LUBRICANT SPRAY BOOTH squares. Hexagon beoaches and Pro- 
Keystone Lubricating Co 148 Craftools, Inc 160 duction Type Keyway Broaches also 
; in stock. 
MOTORS SPROCKETS 
Louis Allis Co ee Dodge Mfg. Co 132 
. NIBBLER Morse Chain Co 162 oa Minute Tan 
= enway Machine Ci 140 STUB ARBOR MAGNETIC BASES 
SETTER: 
rsi hain RS = Sierra Machine Co., In 150 Hold dial indicator gages 
l'hor Power Tool Co 172 — save setuptime. Alnico * 
OILER PAPPER magnet has 50 Ib. grip on 
P a lasvis Com 154 all four sides. 360° hori- 
Girdwood & Allen, Inc.. . 152 I zontal swing, 180° verti- 
3 PILLOW BLOCKS rOOL, HAND om eutag. 
Rockwood Pulley Mfg. Co Chicago Wheel & Mfg. Co 132 
8 _ 7 TRIPOD duMONT f 
PIPE THREADER B. E. Wallace Products Co 15¢ TOOL BITS 
Ridge Tool Co 132 . on wir 
Sian ep Of PRUCK KIT High Speed Ground, Square 
SAFETY GLASSES Milwaukee Truck Co | and Rectangular. Hold a keener 
16 Sellst Mfe. Co 148 : eer cutting edge longer due to “bal- 
er > rUBE CUTTER anced” toughness, red hardness 
SANDERS Erie ‘Tool Works 170 and wear resistance. P) 
Stenley Elec. Tools Div., Stan Imperial Brass Mfg. Co 136 
ley Works Semel ae 
site UNION 
t+ ’ : H. K. Porter Co., Inc., W-S For complete information on these 
Victory Carbide Saw & Tool Fittines Div 142 — = 
Co. 132 ns é fast selling, high profit tools, get 
VALVES & tevsh with 
, SCREWDRIVERS , ; - 
4 A. K. Allen Co 170 
Thor Power Tool Co 132 Jamesbury Corp 150 The duMONT 
SET SCREWS VISE COR POR ATION 
10 Set Screw & Mfg. Ci 148 S Works ) 
x : ay wee “ Greenfield, Masse...«.» 
SPEED REDUCERS WRENCH : 
52 Revco, Inc . 144 Flexible Steel Lacing Co . 146 
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SALES AIDS 


help keep ‘em sold 


Orders keep coming between sales calls when you sell 


Lufkin. The complete assortment of sales aids, such as 
Catalogs, Drill Cards, Decimal Equivalent Charts, How to 
Read Micrometers booklets and charts, Product Folders, 
and miscellaneous stuffers keep selling for you. Don't be 
the ‘forgotten man" — write for these free sales aids and 


put them to work for you. Better do it NOW! 


VERNIER 
HEIGHT GAGES 


Read to thousandths — fine, 
machine divided, black filled 
graduations. Scriber sets at top 
or bottom surface of sliding 
jaw-arm. Extra-long arm permits 
scriber to be clamped in under 
side position to make the smoall- 
est possible measurement. Depth 
gage attachment available 
Series + 800. 


set. JUFAIN tarts - RULES 


PRECISION TOOLS 
and they'll sell you 


THE LUFKIN RULE COMPANY, Saginaw, Mich. 
New York City Borrie, Ontarie 


SAVE TIME 
CONSULT YOUR INDUSTRIAL DISTRIBUTOR 


® He can supply most items immediately from his stock. 
® His knowledge of new tools and methods will help you 
operate at peak efficiency. 
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Grinding Wheels 


New Bond Gives 

Longer, Faster Action 

Development of IL Bond, which 

acts as an internal lubricant, is said 

to increase the cutting action of the 
maker’s resinoid bonded wheels. 

The new bond is available with 

the company’s Red Streak Flanges 

for heavy duty snagging. 
Simonds Abrasive Co., Philadel 


phia 


Crane Hook Block 


Affords Maximum 

Lifting Limits 

Called the Max-Lift, a new crane 

block hook for mobile crawler and 

rubber tire cranes has been an- 
nounced. 

Five to 30 ton capacities are avail 


able in six different models. 
Upson-W alton Co., Cleveland 
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RDERS FOR standard fasteners really 
O start with the men who design and 
produce assembled metal products. Above, 
you see some of the RB&W messages get- 
ting through to this important group. 

There’s plenty of good evidence to prove 
that these messages are being widely read 
with keen interest. The help that users of 
fasteners are getting is bound to show up 
in greater insistence on ordering bolts and 
nuts by name. RB&W, of course . . . first 
name in the field. 

Forceful advertising support is just part 
of the overall job RB&W is doing to back 
up its distributors ... to bring them the 
business that always goes to competitively 


How RBzW advertising builds 
fastener orders for you 








priced products of unquestioned quality 
and reputation. 


Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, New York. 


RB-W 


111tn year 





Plants at: Port Chester, N. Y. Coraopolis, Pa.; Rock Falls, Iil.; 
Los Angeles, Calif. Additional sales offices at: Ardmore 
(Phila.), Pa.; Pittsburgh; Detroit; Chicago; Dallas; Son Fran- 
cisco, Sales agents at: Milwovkee; New Orleans; Denver. 
Distributors from coast to coast. 


RBsW FASTENERS - S7v01g Point of any assembly 
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‘WHO’. 


ALWAYS FIRSTEST 


with the bestest 
precision screw 


machine products. 


ened 





a 
CA 


CAP SCREWS + COUPLING 


BOLTS 


SET SCREWS: MILLED STUDS 


N\ Muha i 


.. Our specialty. 


The Ottemillier line is sold exclusively through 
Mill Supply houses and Industrial Distributors. 


W" 1 OttemLlor Co YORK, PENNA. 












By use of two Vikings 
a positive, constant flow of 
hot oi! is pumped through 
this Bros oil heater, pro- 
viding accurate control of 
the high temperature—up 
te 500° F 

Built by Wm Bros 
Boiler and Mfg. Co., Min- 
neapolis, Minn., the unit 





This 
and similar ads 
are appearing in 
30 LEADING 
PUBLICATIONS 


TO HELP 


YOU SELL 
VIKING 
PUMPS 


Kins PU 
HOW V yp T 


is widely used in highway 
construction, lumber and 
paper mills, paint plants 
soap factories and many 
other industries 

You, too, will find Vik 
ings ideal pumps for pos- 
itive and smooth delivery 
of liquids. For informa- 
tion, write for Bulletin 
578 mm 














y 


or 


20° 








VIKING PUMP COMPANY 


In Canedo it's “ROTO-KING™ pumps 





Cedar Falls. lowo, US A 
See our catalog in Sweets 
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Nibbler 


Portable, 
Air Powered 


Weighing 13 lbs and measuring 
13-in in length, a pneumatic metal 
cutting nibbler is said to cut up to 
55-in per minute through 10-gage 
stainless steel without distortion on 
cither side of cut and leaving edge 
ready for fabricating 


Machine Co., Philadel 


Fenway 


phia 


Bearing Bushing 


Cuts Horizontal 
Boring Costs 


\ one-piece live bushing for pilot 


ng 


ipplications on horizontal bor 
ing mills has been announced. 

Said to replace the bronze bush 
ing in the outer support, accuracy 
is increased by maintaining close fit 
of bushing and bar without play or 
chattering. 

Cleveland 


Donley Products, Inc.., 
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ADVERTISING 


ed 
» 


Bae! 


DIRECT MAIL 


SLIDE FILMS 








BULLETINS 





7 


Fy tH 


REMINDERS AND 
GIVE-AWAYS 





"uy 
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“% CALENDARS 


You get 


MORE 


promotional 
help with 


Texrope 
Drives 








That’s right! In 1957 Allis- 
Chalmers is offering even more 
support than ever to its franchised 
Texrope drive distributors 

Intensive advertising campaigns 

. sales-getting direct mail 
hard-selling product bulletins 
training slide films . . . reminders 
and give-aways—ALL of it comes 
with a Texrope drive franchise, 
plus: 


* MORE 


engineering help 


* FASTER 
delivery 


* FAVORABLE 
pricing policies 


Texrope is an Allis-Chalmers trademark 


ALLIS-CHALMERS © 


* If you're a profit-minded, 
volume-minded distributor, 
you'll want the “‘Texrope”’ 


Drive franchise 


INDUSTRIAL DISTRIBUTION « 


Allis-Chalmers 
General Products Div. 
Milwaukee 1, Wis. 

1 am interested in hear- 
ing more about a Texrope 
drive franchise. Please 
have your representative 
call. 


Name 





Address... 


FEBRUARY, 


1957 141 
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Replaceable TOOL STEEL Jaws 
Keep PARKER VISES 
In Top Condition 


The entire top (working surface) of a Parker Vise is 





protected by long wearing tool steel. This means longer 
life, better and more accurate holding of work. 


Pinned on, 
Cannot work loose. 


After long, severe service, if the jaws wear down or are 
damaged, an entire new working surface can be provided 
easily by replacing the tool steel jaws. 


Use This 
BIG 
Selling Point 
Today 





The Parker Sales Policy .. . 
100% Sales Through The 
Distributor. Full protection 
to the distributor stocking 
Parker Vises. 











Serving American Industry for 125 years 
THE CHARLES PARKER CO. MERIDEN, CONN. 


Established 1832 


POSITIVE 
PROTECTION 


FROM HOT REFLECTOR 
When Using 
100-Watt Lamp 


NYLON | 
KOOLSHIELD it 


A marvelous new accessory 
that snaps over reflector to 







guard against burning. Fits all 
$1.02 old and 
anda nw 
ye y Localites 
pkg. of 4 with half 


FOSTORIA LOCALITES J shade 


Finest Seeing Tools Ever Designed osmenes 
for Machine Tools, Assembly, Inspection 
Frictional arm and collar disc 
MODEL joints give flexibility of a thousand 
55-BH-701 positions to direct light exactly as 
$8 03 wanted. Rugged construction with 
eacn heavy duty industrial socket Levo- 
in Std. Pkg. lier switch and universal base. 
of Millions in use for fast, accurate, 
safe seeing. 








WRITE for complete hm 
catalog of Localite ( 
Models for every in- |, 
dustrial use. \\ me / 
pt 


THE FOSTORIA PRESSED STEEL 

CORPORATION, FOSTORIA, OHIO | for Light OM the Jod 

Localites are available through ee ee 
wholesalers everywhere : 
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Fittings 


Straight Thread Added 
to “Flare-Twin” Line 


Straight thread type fittings in all 
most popular styles and sizes for 
use with the new S. A. E. approved 
‘O” ring boss design are now avail- 
able in the manufacturer’s line of 
S. A. E. 37 deg. flared J.:I. C. steel 
tube fittings 

Weatherhead Co., Fort Wayne, 
Ind 





Union 


Used To Prevent 
Electrolytic Corrosion 


Insulating forged steel unions, 
used to prevent electrolytic corro- 
sion due to flow of electric current 
along pipe lines are now available 
in 3000 Ib class, sizes } to 3-in in 
screw-end and socket-welding types. 

H. K. Porter Co., Inc., W-S Fit 
tings Div., Roselle, N. ]. 
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How Skinner power chucking 
will save time, money, and work 
in your customers’ plants! 


Right from the start, you begin to add up savings in 
cost-per-piece when you equip your production ma- 
chines with Skinner Power Chucks. Instantaneous grip- 
ping and releasing by these air-powered Skinners cut 
substantially the over-all time required for machining. 


If you’re using manually operated chucks on your 
production machines, you’re running your costs up 
with every cut, and wasting operators’ time with hand 
wrenching. Skinner Power Chucks enable you to get 
the full time-saving advantages of modern engine and 
turret lathes by converting them to high production 
machines. 

We'd like to show you how Skinner Power Chucks 
will reduce machining costs on production jobs in your 
plant. Write for Catalog 68P2, with complete specifica- 
tions, applications and installation instructions. 


Simple, Dependable 

Safe Operation 

The tight gripping jaws are 
closed or opened instantly by 
an actuating wedge, operated 
by a double-acting air cylinder. 
This simple mechanism is posi- 
tive and _ trouble-free—there 
are only four moving parts in 
the chuck head. If air pressure 
suddenly fails, the jaws do not 
release the work piece, but con- 
tinue to hold it tight until air 
pressure is restored. 


Operator's Hands Are Free 
To Guide Work Pieces 


Skinner Power Chucks are op- 
erated either by foot or hand 
valves. The operator can posi- 
tion work pieces and close jaws 
instantly, sure that the piece is 
correctly and firmly held with 
equal pressure. Cuts operator, 
fatigue, too—air pressure does 
the hard work. 





THE SKINNER CHUCK COMPANY 


ESTABLISHED 1887 
NEW BRITAIN, CONNECTICUT 























Save Time ¥ 
Save Bother- 


You can find it 
quicker if you 

look in the 

Dake Catalog first! 


DAKE 


PRESSES 


pra nge from 1 to 300 
Usk) tons capacity in 
» arbor and 
hydraulic models. 
There is “ 
nearly 
always 
one that 
suits your 
customer 
to aT... if not, Dake 
& will design and 
build one for 
ct special 9 =. 
requirements. ~ 
Dake is the line ||| 
of presses that ~\\ || 
rings the bell | 
..-in profits 
as wellas {5} 
satisfied customers. 
DAKE CORPORATION 


Monroe St. 
Grond Hoven, Mich 
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Hoist 


Anti-Friction Needle 

Bearings In Lower Sheave 

Known as Differential Hoist 31H, 

a new 1000 Ib capacity hoist features 
an aluminum alloy frame with high 


tensile strength and unbreakable 
drop forged steel swivel hooks. 


Thern Machine Co., 


Minn. 


W inona, 





Speed Reducer 


Faster Speed Changes, 
Simpler Remote Control 


Model 24 Zero-Max 


variable speed reducer is said to 


infinitely 


permit output speed to be changed 
instantly, whether unit is operating 
or stopped. 
Furnished with a screw control 
as standard, the new lever speed 
control is optional at no extra cost 


Revco, Inc., Minneapolis 








FASTENERS and 
ANCHORS! 


U. S. Expansion Bolt Co. is first in the industry 
to introduce SKIN-PACKAGING, the modern, 
self-service way to merchandise anchors 
and fasteners. 


NATIONALLY KNOWN 
AND ADVERTISED 


UTILITY HOOKS 
A heavy duty hook 
B for all hanging jobs. 


ONE COMPLETE 
SOURCE OF SUPPLY 


TOGGLES & HOOKS 


For hanging and 
fastening jobs on 7 
hollow walls. 


PRICED FOR QUALITY 
S25. roccte sours 


For hollow wall in- 













stallation. 


GENERAL 
PURPOSE 
Plastic Wood Screw 
Anchors. 





ATTRACTIVE 
COUNTER DISPLAY 









FEATURES SKIN-PACKED 
CARDS FOR EASY SELF- 
SERVICE SALES 


Selling features printed 
on counter display. 
Cards also available in 
standard packages. 






U.S.E. PRODUCTS WILL 
GET TOP BILLING 
FOR FAST TURNOVER 


SOLD THROUGH 


B 
> RECOGNIZED _JOBBERS ONLY 
la ~ x : o—- 


48, \ ( 


MASONRY ANCHORING. FASTENING DRILLING AND ALLIED PRODUCTS 





U. S. EXPANSION BOLT CO. 


YORK, PA. DEPT. 1D-2 















A New and Better Chrome Carbide 
” \F 


wa « & a ee a 








BETTER RESULTS BETTER RESULTS 

















BETTER DIE LIFE MORE ACCURATE GAGING 
because of ... High resistance to oxidation ot because of .. . Coefficient of expansion close to 
elevated temperatures. that of steel. 
BETTER SIZE CONTROL EXCELLENT SURFACE FINISH 
because of . . . Excellent wearability. because of .. . Low porosity. 
BETTER BAR FINISH EASY MAINTENANCE 
because of .. . High hot hardness. because of ... High resistance to corrosion. 


LESS PICKUP AND GALLING LONGER GAGE LIFE 
| because of ... Less affinity towards other metals. because of .. . Excellent wearability. 








| . Now for the first time a completely homogeneous chrome 
Write for the NEW carbide is available . . . Carmet CA-815. Grade CA-815 is ideally 
CARMET CATALOG suited for such operations as the two illustrated above . . . or 
for any application where resistance to corrosion as well as 

| resistance to abrasion are a factor. 

Carmet CA-815 is manufactured under controlled conditions 
Die and gage makers are assured of complete dimensional accu- 
racy and excellent surface conditions. Only minimum amounts of 
stock are left for finishing 

For further information on this and other Carmet carbide 
grades, call your Carmet Engineer . . . or write Allegheny Ludlum 
Steel Corporation, Carmet Division, Detroit 20, Mich. 


. . . Completely revised, the 16th wesw ess 
Edition of the Carmet Catalog con- 
tains the latest information on all 


Steuhn tothe, dosontanhtihiaee For ALL your CARBIDE needs, call 


gives details on special preforming 
} and how to order special parts. 
Address Dept. !D-86 eg eny um 
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First and foremost... by 
producing a complete line 
of quality bolts, nuts, riv- 
ets, screws and other indus- 
trial fasteners . . . products 
that assure .complete cus- 
tomer-satisfaction. 


PACKAGING — to latest indus- 
try standards. Uniformity and 
extra durability mean space- 
saving, product protection, 
faster inventory checking. 





DELIVERY — by the fastest 
means ...and usually from 


stock, 
w/ 


ADVERTISING — planned to 
help you sell . . . placed in 
publications your customers 
prefer. 


CATALOG — first 
in the industry to 
be completely 
up-to-date, incorporating all 
latest packaging recommen- 
dations adopted by the In- 
dustrial Fasteners Institute . . . 
thumb-indexed for quick re- 
ference . . . carefully plan- 
ned throughout for conven- 
ience of you and your 
customers. 


It pays to be a CLARK distributor. 








BROS. BOLT CO. 
MILLDALE, CONN. 
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Wrench 


For Use With 

Carpenter’s Brace 

Made in three sizes for all sizes 

of Flexco nuts, a new Super Wrench 

can be used in a 4-in square hole 

ratchet wrench as well as the brace. 

Made of alloy steel, chrome plat 
ing resists rust and corrosion. 

Flexible Steel Lacing Co. 

Chicago 





Vise 
Aluminum Alloy, 
Weighs 3 Lbs. 
Called the No. 702, a new light 
weight woodworker’s vise with “I 
shaped jaws of 34-in capacity has 
been added to the maker’s line as 
a companion to their No. 700 steel 
vise. 
Stanley Works, New Britain 
Conn. 


| ERS Beye 












High-Profit 
Warner 
Franchises t 
Now Available 
to Power- 
Transmission 
Distributors 


nN 
o 


See pages 28 
for more details 





, 
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A Sales Repeater because it’s 
DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
that’s easy and dependable to use. Effi- 
ciently conditions metal for neat, strong 
unions 


Economical because RUBYFLUID 
F costs less in the 
long run. Cus 
tomers like RUBY- 
FLUID Flux—liquid 
or paste—keep 
coming back for 
more. Let RUBY- 
FLUID make 
friends and build 
business for you 
Remember 
RUBY’S = Stainless 
Steel Flux was 
perfected for this 
application. Don’t 
take chances with 
substitutes. 


Ruby Chemical Co. 
76 S. McDowell Street 
Columbus 8, Ohio 
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‘Load Lifter’ Series “700" Wire 
Rope Electric Hoist. A fast, heavy- 
duty hoist with safe push-button 
control and two brakes. Capacities 
Y% to 15 tons. Lug or hook sus- 
pension. Push-type or motor- 
driven trolley 










‘Load Lifter’ Series 

“600" Wire Rope Elec- 
tric Hoist. A fast production 
helper. Has two brakes and 
safe 24-volt push-button 


control. Lug or hook sus 
pension; push-type or mc 
tor-driven trolley. Capaci 
tes to 1 ton 






Use 
250 t 






volt t 


attery 


b 


ttle electricity 


400 


AC 


strated 


“Budgit’ Electric Hoist 
plete, low t host. ¢ e 
to hang up, plug and 
Has two Drake Os ate 




















*Budgit’ Chain Block. Light- 
weight but tough. Portable to 
handle emergency jobs on the 
spot. 25 Ib. pull on the hand 
chain lifts a 500 Ib. load. Fast- 
acting load brake speeds and 
simplifies lowering. Capacities 
% to 10 tons. Spark-resistant 
models available 








EVERY ONE A 


PROFIT-MAKER 
FOR 


‘Stew Bae’ 





DISTRIBUTORS 


Gantak® 


‘S De, 


- 


ee ON 8 Hen ee eX 





*Tugit’ 


portable tool with thousands 


Work 
in close quarters 


of maintenance and 


smoothly at any angle 


stru 


Fine for all kind 


work. Handle can't kick back. Fit 
any tool box. Capacities: l and 2t 
‘Tipit’. A link chain sling for tipping 
engines, motors, and other unit 
tight spots. Attaches to hoist. Car 
be operated with any * wrench 
Capacity: 1 ton. Weighs 8% Ib 








1-Beam Trolleys. Add travelability 
to hoists. Bearing equipped for 
smooth, easy operation. Geared 
oo saves effort. Capacities 


- = (Eh 
4 


*Budgit’ Conductor Cord Trolleys. Hold 





“Budgit’ Cord Reel. Keeps conductor cord 
taut and up out of the way. Sold for use 
with electric hoists and portable tools 
with motors up to 1 HP 


e hoist conductor cord in the air on mono- 
rail systems. Also used to hold cords on 
~ other devices aloft 








“Budgit’ Crane Assembiies. 
for economy-minded buyers. No machining. No drill 


ing. Several types, including 180 


jib crane 


rae 


, "Budgit 
ables users 





Build it yourself” kits 


swinging bracket 


Bridge Drive. En 
of hand-operated cranes up 


to 10 tons to convert to electrical op- 


eration at 


trol. Crane travels 


low cost. Push-button con 
at walking speed 








ing 


ped 


easy t 


—_— 


‘Load Lifter 


Crane. Se 


easily on 


uni 


ball bearir 


Serves 550 


af part 


ties | and 2 


foot 


*Budgit’ Gantry “ 
Frame. Castereq 
With hoist 
stalled tru 


ks ar 
ad. | 


ing. Full revolving 





Jib 


wing 











Here you see just a cross-section of what “Shaw-Box” 
to help cut load handling costs. 


have to offer industry 


Distributors 
And, new 


products are constantly being developed to meet changing needs. 


Every 


“Shaw-Box” Distributor is protected by a rigid franchise policy 


that assures an attractive profit on every sale. We supply the products 
and back them up with sales training and tools, promotion materials, 


and an advertising program that penetrates deep 
The relationship between “Shaw-Box” 


into every market. 


and “Shaw-Box” 


Distributors 


is a two-way street of cooperation. Mutual acceptance of responsibility 


has always 


accounted for and will continue to contribute to the achieve- 


ment of our common goal — sales at an equitable profit. 


57L-1 
(" MAXWELL») u 


- 


1 





ke wane) 


Builders of “SHAW-BOX 
COCK’ Valves 


CONSOLIDATED’ Safety and Relief Valves, 


@ Muskegon, Michigan 


and ‘LOAD LIFTER’ Cranes, ‘BUDGIT’ and ‘LOAD LIFTER’ Hoists and other lifting specialties. Other Divisions produce ‘ASHCROFT 
‘AMERICAN’ and ‘AMERICAN-MICROSEN 


‘Load Lifter’ Series 
standardized and mas 


can select type 


Capacitie 


Industrial Instruments 


t 


i 





produced t 
ape ity and spar 


and Aircraft Products 
In Canada: Manning, Maxwell & Moore of Canada, Lid., Avenve Road, Galt, Ontario. 


ell at low 


co 


vi 


80 feet 


auge 


fr 


HAN 


a catal 


‘D” All-Electric Traveling Cranes. Highly 
' 


er 


lM! _—MANNING, MAXWELL & MOORE, INC.—— 


SHAW-BOX CRANE & HOIST DIVISION 
370 West Broadway 


z 
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when your customers need small pumps 


SELL 
Low COST 
PRECISION 
MACHINED . 


you can build extra profits! 


American PUMPS 


MANY 
INDUSTRIAL USES 


including 
@ Coolant Pump Systems 
@ Fuel Pumping 
@ Boiler Feed Systems 
@ Drainage Systems 
as well as many other key 
pumping jobs involving 


liquid, high viscosity fluid, 
or semi-solid transference. 


Write today for detailed information including 
prices and attractive distributor discounts on the 
complete AMERICAN Line. Excellent deliveries. 


ALL BRONZE 


Almost 100 sizes and combinations available — 
Gear, Centrifugal and Neoprene Impeller types 








AMERICAN GEAR PUMPS 

7 sizes from 4%” to 
1%” ips., each upper 

or lower, single or 
double shaft, spur or 
herrinebone gear. 20’ suction lift 
without priming. Develops 100 psi. 


AMERICAN NEOPRENE 
IMPELLER PUMPS 


6 sizes from 4" to 144" ips ~~ 
Easily replaceable impeller 

is keyed to shaft. Passes small 
particles without jamming 

Self priming. Operates in both 
directions at high or low speeds 








AMERICAN MACHINE PRODUCTS, INC. 


172 CENTRE STREET 


Manufacturers Since 1926 
NEW YORK 13, N. Y. 





Threaded Rod 
INTZ Steel and Non Ferrous 





| 17 
BENDS COLD! 


Has Thousands of 
Industrial Uses 


SINTZ crt* high quality-low cost threaded 
rod has a 1000 and 1 uses!.. . With SINTZ 
rods you can make quick repairs economi- 
cally and reduce down-time to a minimum. 
Try SINTZ once and you'll be convinced. 


*Cold Rolled Threaded—Bends Cold 


ORDER FROM YOUR MILL SUPPLY HOUSE — 
INDUSTRIAL JOBBER OR DIRECT FROM... 


craupe SINTZ inc. 


1940 STANLEY AVENUE 
DETROIT 8, MICHIGAN 








STUDS e PIPE PLUGS e FORMED RODS 
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- > PINHEAD 
FOR SIZE 
4 COMPARISON 
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EG 
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Set Screws 


For Miniaturized 
Equipment 


Mini-Mite No. 0, 1, 2 and 3 set 
screws, in socket, socket cap and 
slotted styles, and in a variety of 
points, have been announced. 

Set Screw & Mfg. Co., Bartlett, 
Ill 


Lubricant 


Resists Oxidation, 
Sludging, Breakdown 
No. 49 Light oil, featuring low 
carbon content and anti-gumming 
characteristics, is recommended by 
the manufacturer for ring bearings 
in electric motors, multi-plate fric- 
tion clutches, plastic molding heat 
transfer systems, drying oven con- 
vevor chains and _ textile tenter 
frames. 
Keystone Lubricating Co., Phila- 
delphia 


Safety Glasses 


Square Shape 
Metal Frame 


Offered in the firm’s “750 Series” 
safetv glasses, a new frame features 
an improved nose bridge and rocker 
arm nose pads, non-peeling vinyl 
dipped temple coating, cable temple 








co 





Specify JEFFREY when you replace 


CHAINS 
SPROCKETS 
_- PULLEYS 
































»d 

. BUCKETS 

et 

. IDLERS 

of 

8, SPIRAL FLIGHTS 

OUR Jeffrey distributor can 
™ } supply the units you need 
yn for replacing worn parts and 

w modernizing old equipment, 

1g Your materials-handling and 

7 power-transmission machinery 

“a will give more efficient, eco- 

at nomical operation when you use 

n- these time-tested, dependable 

a“ products. 

a- Jeffrey replacement parts 
have the same sound design as 
those used on original equip- 
ment. All are designed for maxi- 

- mum service. Materials and 

ne workmanship are the finest. 

;” Jeffrey District Offices and Dis- 

= tributors are located in all prin- 

cipal cities. The Jeffrey Manu- 

\ . 

te facturing Co.,Columbus 16, Ohio. 

CONVEYING » PROCESSING - MINING EQUIPMENT - TRANSMISSION MACHINERY - CONTRACT MANUFACTURING 
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we’re telling 
your customers to buy 


our Shim Stock 


FROM YOU 


The Laminated Shim Company is 
proud of its fine shim stock, of the 
wide selection available, of the 
handy dispensing racks and—par- 
ticularly—we’re proud that so 
many leading industrial distribu- 
tors handle our product. 


Year ’round, consistent advertising 
in these leading publications deliv- 
ers 783,690 advertising impressions 
to prospective buyers—many of 
them in your own area. 


© LAMINATED o 





_ 


S fs 








. 























4102 Union Street, Gienbrook, Connecticut 














>>D>D>> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


Drs Sellers . . . Proven Re- 

peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively ... yet are 
easily opened ...do not 
freeze in the joints. Product 
superiority ... backed by 36 
years of leadership in the 
field make these Key prod- 
ucts a dependable source of 
sales and profits for you! a 





For sealing 
pipe joints 
carrying water, 
gas, low pressure 
steam. 








D sve Door Openers, Too! 
Steady national advertising, 
dealer helps and continuous 
sampling program build uni- 
versal demand . . . actually 
make openings for sales to 


many new customers for you. 








For sealing 
lines carrying 
oils and high 
Pressure 





steam. 





W-K-MI 


DIVISION OF 


QCf INDUSTRIES 


INCORPORATED 


Plant: Missouri City, Texas . 


‘150 


Mailing Address: P.O. Box 2117, Houston, Texas 
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style, three standard eye sizes and 
four bridge sizes. 

Offered in two different styles, 
new “jumbo-size” welding goggles 
(618 series with flexible bridge and 
No. 620 with rigid bar bridge) have 
also been added to the company’s 
line. 

Sellstrom Mfg. Co., Palatine, IIl. 





Valves 


All PVC, 
Ball Valve Design 


Available in sizes 4 to 2-in in 
screwed ends, a new all PVC valve 
with “Double-Seal” ball valve de 
sign has been introduced. 

Complete with air operator for 
remote control and sequence opera 
tions, rating is 150 psi at ambient 
temperatures and 50 psi at 130 
deg. F. 

Jamesbury W orcester, 


\lass 


Corp., 


Stub Arbor 


For Grinding Side 
Milling Cutters 


Peterson stub arbors, according to 
the manufacturer, permit a side mill 
ing cutter to do work of large shell 
end mill and allow a six-inch cutter 
to cut a full six-inch across a flat 
surtace. 

Cutters are key driven and held 
in position with half-split tapered 
bushing and a flush tightening screw. 

Sierra Machine Co., Inc., Chi- 


cago. 











ma 


you 








True in 1928 
Honored in 1957 


Sustained quality 

















—another sign of a KEY LINE! ma 






deta) of 
e 
A an indicarant 


> | 
, The Black & Decker name on an electric tool is 


your guarantee.” This statement from a 1928 adver- 





tisement backed up the headline claim: “Built to ag $ mi AS? terre. ce 

Endure.” It was accepted by purchasers, proved 

by users. Today, it is no longer necessary to make 

such a statement in Black & Decker advertisements. 
IC, The reason is obvious. Prospects and customers 
an know Black & Decker stands for quality. B&D Prospects Know You're In Business! 
= This is another reason why experienced distribu- Millions of magazine readers each year are 
~ tors have made Black & Decker products one of their | told the many advantages of owning B&D 

Key Lines. They know that Black & Decker is the Tools. And, they're told where to buy them 
for most honored name in portable electric tools. They | “See your distributor . . . look under “Tools 
Ta know quality will never be a question raised by a | Electric’ in the Yellow Pages”—through Black 
nt prospect. They know Black & Decker means “Built & Decker’s extensive telephone directory 
30 to Endure.” advertising. Another example of how Black 

& Decker supports the selling effort of its 

eI, Join these leading distributors: men who have distributors: still another sien of a Key Line! 

made Black & Decker their Key Line. You'll make 

your selling time worth more money! 

Leading Distributors everywhere Sell 















ide 
fers 
to & B 
sill 
ell Portable Electric Tools—Power-Built to Last! 
ter The Black & Decker Manufacturing Co., Dept. 2402, Towson 4, Md 
flat 
° “WV ? 

Selling a “Just-the-facts, man” customer? 
: | 1 . . 
wie Give him facts on the Impact Wrench! 
ew Did you know that in a grueling torture test, a Black & 
hi. Decker Impact Wrench was still going strong after 600 






hours of continuous operation? . . . That its impact springs 
were compressed 100 million times—ten times laboratory 
equivalent of infinite life? There’s proof of ruggedness 

facts that sell! 







RESINOID 
DIAMOND 
WHEELS 








LOK 








152 





are available to qualified distributors who specialize in 
utting tools. Add a product to your sales picture which has 


oved and is used by major U. S. industries. 


oY * 
£3 
58 
£s= 
5 > 
25° 
-« osc 
- 

«o = © 
= © © 
Oso 


Your further inquiry is invited and we will be happy to provide full particulars. 


UNITED STATES DIAMOND WHEEL CO. 








AURORA, ILL. 





Oiler 





sure 
any surtace. 

Another 
draw-back of excess oi! 


feature 1S al 


tridge 
Girdwood & 
York 


Allen 








Truck Kit 


Ware 
been introduced. 
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enabling controlled oiling 


automat 


into the 


lic " Ni \ 





Leakproof, 
Pocketsize 
Called Lubristvle, a new pre 
oiler features oil cyection under pre 


Costs 3 to 2 

Price Ready-Mades 

A new platform truck kit, con 
taining two ball bearing race swivel 
casters, two matching rigid casters 
handle attachments brackets, tubu 
lar steel handle, attachment 
and assembly instructions, has 


hard 






L«I 
EXCLUSIVES AT NO 
EXTRA COST TO 
YOUR CUSTOMER, 
BUT THE SAME 
PROFIT TO YOU! 


La 


DOWEL PIN 
REAMERS 
Straight Shank, 
Right Hand Cut with 
Straight, Right or Left 7 
Hand Spiral Flutes. 

14 Sizes from .1230 

thru .4995” Sets, tool 








OVER & UNDER 
SIZE CHUCKING 
REAMERS 

Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Flutes. 

14 Sizes from .124 

thru .501” Sets, too! 


These reamers are two 
more reasons why L&l 
is your source for a 

complete reamer line. 


Get the L&I Story now. 





“the reamer specialists” 


| LAVALLEE & IDE, INC. 
| Milwaukee Truck Co., Milwaukee | 


CHICOPEE, MASS. 

















REASONS WHY IT PAYS TO MAKE 


CHALLENGE 


your PREFERRED LINE oF 
PRECISION SURFACE EQUIPMENT 


1. THE MOST COMPLETE LINE— 
Challenge offers you the most com- 
plete line of precision surface equip- 
ment available. Angle plates, V-blocks, 
box parallels, floor plates, surface 
plates—semi-steel and granite—almost 
everything you need to meet the grow- 
ing need for precision surface equip- 
ment is available from this one source. 


2. STRONG CUSTOMER PREFERENCE — 
As a recent trade magazine survey 
showed, Challenge rates high among 
metal working plants coast to coast as 
a preferred source of precision equip- 
ment items. 


3. MOST PROFITABLE LINE—Altractive 
dealer discounts on all standard equip- 
ment whether shipped directly from 
our factory or your stock—plus good 
customer acceptance, and high quality 
make Challenge one of the most profit- 
able lines for you to handle. 


4. OUTSTANDING PRODUCTS — As 
specialists in precision surface equip- 


Distributors: 


ment, Challenge has also developed 
equipment with outstanding features 
such as the exclusive time-saving top 
leveling feature of our floor plates 


5. MOST EXTENSIVE ADVERTISING 
PROGRAM of any surface equipment 
manufacturer—keeps the Challenge 
name before leading buyers of metal 
working equipment. Today Challenge 
advertising in the leading metal work- 
ing journals reaches over 300,000 
potential customers. 


6. HELPFUL SALES AiDS—Such as the 
Challenge Catalog shown below; syn- 
dicated catalog page units for standard 
industrial catalogs... and helpful sales 
meetings are available to help you sell. 


7. PLUS FACTORY TECHNICAL ASSIST- 
ANCE—To help you meet special cus- 
tomers problems, particularly on large 
specially engineered installations, 
Challenge factory trained engineers 
are available. 


If you are not already an Authorized Challenge 
Distributor, why not write for the complete facts 
about the Challenge distributor sales plan as it 


applies to your sales area. 


Present distributors, be sure that your sales organi- 
zation has adequate selling information on the 


Challenge line. 


Write: Precision Equipment Sales Manager. 





Challenge 


MARK ® 


THE CHALLENGE MACHINERY CO. 
GRAND HAVEN, MICHIGAN 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1957 








They Take Tough Punishment 






“That's why they stay sold and bring Distrib- 
| utors REPEAT ORDERS YEAR after YEAR. 





Sold 100% 
through distributors 





/ | Tapper 
| No Down Time 
To Change Lead Screws 
BACKED BY 89 YEARS OF TIME PROVEN ACCEPTANCE Available in tee models, the AP 
PRENTISS VISE DIVISION MERIDEN, CONN., U.S.A. 1100 precision adjustable pitch lead 


screw tapper allows conversion from 


ll pitch to 12, 13, 14, 16, 18, 20, 


\ | 24 and 28 pitch. 
| Model AP 9000 converts from 24 
| | pitch threads to 28, 32, 36, 40, 44, 
| 48, 56, 64, 72, and 80 pitch. 
i 
i 
' 
‘ 
i 
i 
{ 
i] 
| 
| i] 
! 
i 
! 
| ! 


| OF THE CHARLES PARKER CO. 


Jarvis Corp., Middletown, Conn. 








INDUSTRIAL 


BRUSHES and BROOMS 


Service for your customers 
PROFITS FOR YOU 


Service from. maintenance equipment is what 
interests plant managers — actual tests prove 





CAPITAL Brushes and Brooms outlast like equip- 


ih 


ment. You can build up a profitable business 
with CAPITAL — supply the right brush or broom 
for a given job from this complete line. Shut Off 


At End of Rise 
@ We urge c 4 —9- ~ 
stan tale Models 1720-R and 1735-R, 20 
thru their local ind 35 ton air motor jacks have been 
distributors . 
idded to the company’s line. _ 


Some of the features include Toe 


INDIANAPOLIS Lift, spur gearing, pressure lube 


BRUSH AND BROOM MANUFACTURING CO. fittings, and motor with integral air 


CORNER BRUSH ond BROOM STS. Est. 1890 INDIANAPOLIS, 7, IND line lubrication. 
Jovce-Cridland Co., Dayton, Ohio 


Jacks 














154 INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1957 















Sell Fellows Like This Profitably . . . Quickly .. ! 
wpe 
I'd a done the job different 


_ and better if somebody told 
me to use Brightboy!" 



























No end of metal workers— people like this bench man, and foremen, 
supers, methods men—are ripe for big Brightboy business. Dealers 
and their salesmen throughout the country are profitably proving 
it with nice initial orders, with substantial repeats, that come 
easily and regularly. 

Every day metal working plants are learning lots of things about 
Brightboy COMPLETELY NEW TO ABRASIVE APPLICATIONS. 
New slants that replace costlier, slower methods. Brightboy *s work- 
ing action of rubber and abrasive that will BURR, CLEAN, FINISH, 
POLISH IN ONE OPERATION is so different that people have to 
see it to believe it. Or be told about it. That’s where you come in 
and cash in! 

Get the Brightboy story from us now. Get your customers to try 
Brightboy. Our catalog lists Brightboy wheels, and rods, sticks and 


blocks for manual and machine operations 







just right for your customers. Silicon Carbide 
and Aluminum Oxide grains from 
extra fine to extra coarse each in 
soft, firm and tough rubber bind- 
ers. All readily available 
STOCK NUMBERS that do 
the work of “specials” and 
countless other finishing jobs 
too. Applications practically 


limitless. 


Brightboy is also made in a full range of 


accessory products: Rods, sticks and 


mh 
4 


bloc ks for machine and manual operattons, 





a 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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istributors... 


your customers 
can get... 


New Swivel Milling Vise 
— 15 New Features 


The only hardened and ground 


swivel vise. Mounts low, swivels, 
needs no pedestal. Patented down- 
holding clamping jaws give many 
times the holding power of an ordi- 
nary vise, yet only half the weight, 


with twice the openings. 





Tripod 


Portable, Maximum 
Height is 14 Ft. 


\ portable tripod with telesc opi 





BETTER GROUND 
FINISHES 


with J & S, guaranteed* 
self-adjusting live centers 


ACCURACY .0001” 


OR LESS 


with PERFECTION FREE CENTERS 


SPINDLE TYPE 


"GUARANTEED 
FOR 2000 HOURS OR ONE YEAR 
if you sell to the metal working field, 


write for free literature on the complete 
J & S line. 


QQ 


J & S$ TOOL CO., INC. 
873 DORSA AVE. 
LIVINGSTON, NEW JERSEY 














legs can be adjusted to heights a 
low as § ft.. or slightlv less: height 
adjusting bolts are spring loaded and 
self locking 

Capacity is 14 tons; constructio 
rustproof, 

B. E. Wallace Products Co., Ey 
ton, Pa 





ek TORY Seton" 


Gages 


Flush Pin, 
Four Models 


Called “Royal Flush”, a new linc 
of flush pin gages include four 
standard and five special combina 
tion flush pin gages honed inside 
and ground outside within tolerance 
of .0002. 


Fostér & Allen, Inc., Garwood, 








156 


N. J. 
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DAVIS 


VALVE SPECIALTIES 
FOR STEAM, 
AIR 

OR GAS 





Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there’s a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 


a oe oR 


SOLENOID VALVE 
Heavy duty, dur- 
able valve that will 
handle the toughest 
jobs. For viscous 
fluids, resins, syr- | 
ups, varnishes as §) 
well assteam,water, §) 
oil and gas. Sealed, self-cleaning, ex- 
plosion proof, renewable disc, visible 
action, emergency manual operation. 

© \%" to 12”, 300 psi. A.C. or D.C. 
Send for Bulletin 700. 


han aetna peed eet ana nasree 4] 


yt | 





- soe nee 


No. 60 FLOAT VALVE 
GLOBE OR ANGLE 

A valve for many 
different services, 
simple in con- 
struction, accu- 

rate in opera- 

tion. Single 





“ 


inl 


seat — 

stem. Tight closing, no waterhammer, ¥ 
non-sticking. No internal packing. 
Sizes '9" to 12”. Brass or semi-steel § 
bodies, pressures to 125 lbs. hydraulic. 
Send for Bulletin 1018. 


ie e st 


No. 164D ! 
| 

A 

4 

| 

i 

| 

| 

4 





PACKLESS 
FLOAT BOX 
For handling 
volatile or 
| flammable fluids. 
' Leakproof, packless, thanks 
' to Davis Dia-Ball unit (see below). 
!) Sealed, flexible joint, minimum main- 
& tenance, higher sensitivity, less fric- 
tion. Operates control valves from '4”" 
to 8”. Float sizes—6”, 8” or 10”. Pres- 
sures to 250 psi. Temperatures to 
300° F. Write for Bulletin. 






DAVIS 
DIA-BALL 
TRANSMISSION 
UNIT 


| Packless os dleghragm ball transmission 
arm for Davis level controls, float 
boxes and lever units. Patented, leak- 
proof construction. Eliminates fric- 
tion, accurate transmission, mini- 
mizes maintenance due to packing, 
less hazardous for flammable fluids 
because of leakproof feature. 

Write for details. 








SEND FOR COMPLETE FILE OF LITERATURE 





2544 So. Washtenaw . Chicago 8, Illinois 
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WRIGHT Hoist Equipment 
to fit any job 










WRIGHT Safeway Hoists 

WRIGHT Safeway Clevis- 
connected Hoist with geared 
trolley. For close head room 
operations or where easy de- 
tachment of hoist from trolley 






























4 is not desired. 
PN 12 sizes- : 
‘up to | 
, 
50 tons i 
. WRIGHT 
WRIGHT Safeway Hoists Speedway 
have been redesigned. In the Electric 
Safeway line you are selling Hoists 


the utmost operation effici- 
ency over the widest range 

(/ of lifting applications. The 
twelve sizes and capacities 
of hoists handle loads of from 
14 to 50 tons. 


Ideal lifting units for loads 
from 4 to 10 tons. Most 
dependable for production 
jobs. Easiest to service. 
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These rough, tough hoists build repeat business. 
Their long service life is promoted by a sealed construc- Roller-bearing Trolley 
tion which suits them for both indoor and outdoor 
service. All vulnerable parts are enclosed in high grade 
analysis steel housing (see illustration). These features 
make good prospects of cement mills and foundries 
where excessive dust prevails, heat treating installa- 
tions with their high temperature, and outdoor appli- 
cations with cold or wet exposures. 

Be sure YOU have the WRIGHT Hoist 
for every customer requirement 


WRIGHT roller-bearing 
trolleys, in plain or 
geared models, provide 
smooth handling of 
loads from \4 to 40 tons 
Other trolley types with 
proportional strength 
and flexibility for lighter 
industrial applications 


WRIGHT Jib Crane ’ 
WRIGHT Jib Cranes are 
extremely desirable to sup” 
/ plement regular traveling 
j cranes or monorail track, or 
for individual use in bays, on 
side of shops, etc. 
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for complete information on the WRIGHT /T= 

line items shown, send for these booklets: } 
Safeway Hand Hoists: Bulletin DH-164B / ff 
Speedway Electric Hoists: Bulletin DH-133B iq 
Pull-A-Way: Bulletin DH-163B , 

Jib Cranes: Bulletin DH-300 
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SPEEDY 1-TON AIR PRESS 


Does the work of expen- 
sive presses! 5-inch 
throat; Ram 0 to $’; 
stroke %"; table 5” x 5’. 
Operated by foot or 
fingertip controls. $85 





SPEEDY AIR RAM No. 70 


Mounts in any position. 
Compact, extremely 
sturdy. Exerts gentle 
pressure to one ton 
thrust. 64%" high, 5%” 
wide. $35.00 
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Write for new Air Tool Catalog 


FOOT CONTROL 


W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 
Jaws open to 3 inches; 6" to %” maximum 
travel. Complete with foot control, air hose 


| RR re eerie $44.00 











Write for tials 33-C SPROUT-WALDRON 


BELT-SAVER PULLEYS 


Belt-Saver ads, such as the one pic- 
tured here, have promoted indus- 
trial markets for distributors over 
a period of many years. Industry 
is sold on Belt-Savers, and they've 
become a “bread and butter” line 
for many distributors. Let them 
earn steady profits for you. 

You'll win customer good-will, 
too, because Belt-Savers increase 
belt life from 50% to 400% in in- 
stallations conveying abrasive 
materials. Sharp lumps and rough 
materials are dislodged from Belt- 
Saver Pulleys by the exclusive cone 
and wing design... without lodg- 
ing between belt and pulley. 
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The large demand for Belt- 
Savers is continually growing for 
applications ranging from stone 
and gravel to wood chips and foun- 
dry sand. You'll find hot prospects 
among the quarries, foundries, 
mines, sand and gravel plants, con- 
tractors and others in your terri- 
tory. 

Quick sales can also be made 
with Sprout-Waldron’s line of 
standard cast-iron pulleys for 
transmission and conveyer use. 
They're available in a wide selec- 
tion of types and sizes. Write for 
full details. 


SPROUT-WALDROR 
3 LOGAN STREET * MUNCY, PA. 
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Adaptor Union 


Eliminates Friction 

And Turbulence 

“TF” (turbulence free) adaptor 

unions feature a completely rounded 

inner bore with a smooth radius to 
all angles. 

Available in 45 and 90 degrees, 

male ends are tapped to eliminate 

shoulders at juncture of the adjacent 


fitting 
Eastman Mfg. Co., 
Wise. 


Manitowoc, 





Fasteners 


Self-Drilling 
Concrete Device 
Red Head, a new red expander 
plug fastener that drills its own hole 
by impact, is made of casehardened 
manganese steel with serrated cut 
ting tecth at one end and a threaded 
socket at the other. 
In various models, sizes range 
from }-in to <-in. 
Phillips Drill Co., Michigan City, 
Indiana 











Flame hardened bed ways 
STANDARD EQUIPMENT 
at NO EXTRA COST! 


o- 


















6319 ILLUSTRATED, 



















aaa 1” COLLET CAPACITY. 

" ON ALL MODELS OF ABLE SPEED DRIVE. 
CLAUSING 12” tatues 

= With the introduction of flame hardened bed ways as 

ice standard equipment at no extra cost, another important exclusive 

- feature has been added to the long list of Plus Values that make the Clausing 

ied 12” Lathes outstanding in their price field. Illustrated literature; and also literature 

e on the new variable speed drive and 12” Hydraulic Tracer Lathe available on request. 
A few market areas are still open — Write for information 

ige (lor, } 

ma | ny USING} CLAUSING DIVISION ATLAS PRESS COMPANY 
= —— 2-337 BM. PUTCHER ST. KALAMAZOO, MICHIGAN 
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This man is helping you 
fill orders faster! 


This Merrill Brothers machinist is 
threading turnbuckles. He threads 
them precisely, yet quickly, because 
the forgings he is working on are 
Merrill Brothers Impression Die 
Drop Forgings. These forgings are 
closer in dimensions to the finished 
article. They therefore require less 
machining, less finishing than do 
ordinary forgings. 

That means that your orders for 
Merrill Brothers precision forgings 
are filled fast! 

In its 90 years, Merrill Brothers 
has established a reputation for 
quality forgings, competitive pric- 
ing, quick delivery. Find out more 
about Merrill Brothers 
Stock and Special 
Forgings. We'll send 
you all the facts. Just 
fill in and mail the 
coupon. 





Fine Forgings 
Since 1866 


5. 
>) 
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WRITE FOR 


FREE 


LITERATURE 
TODAY |! 


MeL ith % 
Merrill Bros., 96-02 Arnold Ave. 2.27 
Maspeth, L.1., N. Y. -2) 
Gentlemen: Please send me FREE illus- 
trated material describing Merrill Brothers 
Stock and Special Forgings 

MY NAME 

TITLE 

COMPANY 

ADDRESS 

city 


ZONE 














STATE 
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Spray Booth 


Steel Panels On 
Tension-Bolted Frame 

Measuring 24 x 28-in, with a total 
height of 60-in., a new spray booth 
features a glass wool filter unit that 
is easily replaceable. 

Equipped with a_ ball-bearing 
totally enclosed 10-in fan exhaust 
with self-enclosing butterfly damper, 
an air filter and regulator is available 
as an accessory. 


Craftools, Inc., New York 
Finishing Media 


Long Lasting, 
Exceptionally Dense 
‘Tumblex S, a new barrel finishing 
media in five different diameters is 
recommended for hard-to-contact re 
cesses or intricate shapes. 
Norton Co., Worcester, Mass. 








Drill 
Metering Trigger For 
Positive RPM Control 
S-P 1000, a new air drill has 3-in 


apacity, safetv chuck shield, pro 
duces 2500 RPM and has } hp at 
90 Ibs pressure 

Superior Pneumatic & Meg., Inc.., 


Cleveland 


1957 


Packaged 
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Seamless Steel 
Pressure Tube Nipples 


A.S.1T.M. A-83 and A-106 
FROM STOCK: 


Ye" to 12" Standard and Extra 
Strong Weights, Black Grade 
“A 


Y2" to 1 Y2" Double Extra Strong 
Weight, Black, Grade “A 


TO ORDER: 


Grade “B” Galvanized, Cold 
Drown in Lorger Sizes 


® Avoid errors. Nipples ore 
marked “SMLS" with Grade, 


a Weight and A.S.T.M. Spec. 


Fbtsburg NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 





THE TRADE CALLS 


for 
DYKEM | 
STEEL BLUE @\. 


Dies and 
Templates) 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. « St. Lovis 6, Mo. 
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How fo | 


be happy 
with the 


you buy 


The one hard and fast rule is: No 
matter what the application, always 
specify NATIONAL Steel Pipe! And 
you'll be happy, because NATIONAL 
Pipe gives you the ultimate in service 
for every dollar you spend. 

You want strength? Quality? 
Durability? Ease of installation? 
You get them all, and more, in 
NATIONAL Steel Pipe. That’s why 
it’s the world’s best seller. 

Here are some of the more specific 

advantages of NATIONAL Pipe that 
everyone appreciates: 
It's Completely Uniform in metallic 
structure, ductility, strength, corro- 
sion resistance, surface finish, wall 
thickness and diameter. 








lt Threads and Cuts easily, due to 
the unvarying quality of the metal, 
which eliminates slag inclusions, 
laminations, and blisters. The steel 
cuts clean—retains its characteristic 
strength even in the lightest part of 
the smallest thread. 

It Makes Sound, Rermanent Joints. 
In fact, its uniformity and accuracy 
in manufacturing have made un 
equalled pipe-jointing records for 
NATIONAL Pipe . . . whether welded 
or coupled. 

It Coils and Bends Well, for it pos- 
sesses that full measure of strength 
and ductility needed for smooth 
bends. With NATIONAL Pipe you can 
estimate closely without worrying 


labor 


about excessive loss of time 
and material. 


It's Rigidly Controlled during pro 
duction. From raw material to fin 
ished product, one organization con 
trols all the manufacturing steps that 
go into producing NATIONAL Pips 


It's Thoroughly Tested with the most 
painstaking tests and inspections 
that can be applied. This thorough 
ness in all National Tube Division 
plants gives you a product in which 
you can put your complete confi 
dence. 

For further information, write to 
National Tube Division, United 
States Steel Corporation, 525 Wil 
liam Penn Place, Pittsburgh 30, Pa 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL PIPE 
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CALDER 


the Dresser Line 


for Bigger Profits... Easier Sales 


. % . ‘Se ee 
a. *% . , >" \ . \ 
. 7 \ ~~ \C\ eee 


RIGHT—Best materials throughout . . . tool 
Right and Left hand Threaded <a \ 


\ 


QQ 


BUILT 
steel cutters... 
mee a a a: 


‘iG % \\ \ 


\ 


\ 


| AA % >. 
EASY TO HOLD— She 
% Weight well distributed 
a 
\ \\ wy," \ for smooth handling. 
\ »* \ \  . * 
MOXA ANA 
\Also PaNey a: Fine Diamond ‘Dressing Tests 
 , eS \ 
“SOLD ONLY THROUGH bistalsuToRS \\ 
PANNA AANNA AN ne 


CALDER ‘MANUFACTURING of oF 


2049 North Prince Street ° Lancaster, Pennsylvania 


RL 


Here is 
HOW TO SIMPLIFY 
Your Metal Hose 
Recommendations 


‘Write us for your 
U-444 Supply — 


— no obligation 





\ 











2163 South Kedzie Avenue, Chicago 23, Illinois 





162 INDUSTRIAL DISTRIBUTION ¢ FEBRUARY 





1957 


Sprockets 


Stock Line 
With Taper Lock 


\ line of double strand roller 
chain sprockets for American Stand 
ird chain in pitches 4, §, 3 and 1-in, 
using taper lock hub and bushing 
added to the 


principles, has been 


manufacturer's line of powel trans 


mission products. 


Morse Chain Co.., 


Ithaca, N. Y 





Lathe 


Automatic Reproduction, 
Same Accuracy as Template 


Clausing 12-in hydraulic tracet 
lathe is a new heavy-duty duplicat 
ing lathe that provides automatic 
reproduction of multiple diameters, 
tapers, bevels, shoulders, radii, 
grooves and chamfers. 


Atlas Press Co., Kalatnazoo, Mich 


Drill Kit 
Designed For 


Professional Craftsmen 
Known as No. 2200 Journeyman’s 


Continued on page 166 













cos 
Gri 
whe 





craft 
alter 
sugge 
Cloth 
of tr 
Satisi 


3) 


"esea 












SALES ARE WHERE YOU FIND THEM... 














TOOL ROOM: A 3M Distributor Salesman LAUNDRY: An unusual problem was solved CABINET MAKER: A 3M Distributor Sales 




















helped a shipyard save $125,000 a year by a 3M Distributor Salesman: How to re man helped this cabinet shop cut time and 
; (customer's figure!) on time, labor and tool moveaccumulations of chemicals and starches labor costs 50°, with Three-M-ite Resinite 
? costs by changing one grinding job to a 3M from automatic flat-work irons. The method belts. Operation was to sand edges of cabinet 
Grit #36 Abrasive Belt (ratherthanagrinding a 3M Grit #36 Emery Cloth sheet fed right parts. A single Grit #100 3M Belt replaced 
wheel) for grinding chipping chisels into the ironer, mineral side down, It works! two former belt operations, with better results! 
x NU 7 \ 
AIRCRAFT SUBCONTRACTOR: Stcel air- ALUMINUM FOUNDRY: Competitive brand TOOL MANUFACTURER: This firm made 
craft flap-tracks are rough and oversized belts were being used by this Pennsylvania a saving of nearly $15,000 a year wh iM 
after forming. A 3M Distributor Salesman firm. A 3M _ Distributor Salesman demon Distributor Salesman suggested the witch 
suggested a hand grinder and Three-M-ite strated a Grit #36 Three-M-ite Resin Bond to the backstand method using a Grit #80 
\. Cloth PSA discs to clean up recessed areas Cloth Belt on this same operation and showed Three-M-ite Resin Bond Cloth belt t ugh 
" of track. Manufacturer reports complete belt life to be 5 times longer, with faster cut ind polish shovel sockets—former 1 two 
P satisfaction with these easy-to-change discs Repeat orders now come in regularly Step operation 
I 


: AND OPPORTUNITIES ARE EVERYWHERE 
when you sell 3M COATED ABRASIVES 


It pays to be a 3M Distributor. You're selling top- times . . . complete sales protection and full credit 


quality products . . . you get steady, year-around for factory-made sales in your territory . ~. new 
advertising support . . . a complete range of sales products first from 3M’s continuing 
if helps and factory technical assistance available at all research. f= < 
n 
< engoucr ~~ 
ED Made in U.S.A. by MINNESOTA MINING AND MANUFACTURING CO. General Offices: St. Pau! 6, Minnesota 
esennc™ In Canada: P.O. Box 757, London, Ontario. Export Sales Office: 99 Park Avenue, New York City ZaoceF 
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BUSINESS often rides on how well sales staffs supply customers with pr 














luct and market data 


How Informative Are Salesmen? 





A RECENT COUNTRYWIDI 
suRVEY by Chemical Week 
found many top chemical ex 


ecutives concerned about the 


difficulties of obtaining needed 
information from supplier 
salesmen. 

Purchasing personnel today 

in all industries—look more 
and more to salesmen as 
sources of information on new 
products, specifications and ap 
plications, and price trends. 

\n awareness of this key 
problem will help industrial 
supply salesmen earn their 
share of desirable business. A 
perusal of this survey's find 
ings will give you insight into 
why today’s buvers frown on 
order takers and favor the in 
formed and informative 
salesmen. 
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pater FROM CHEMICAL BUYERS 
purchasing — researchers ind 
sales executives point up thes 
major trouble spots 

e‘The noninformative salesman 
or supplier. ‘The term applies both 
to the uninformed and the unco 
operative those who don’t know 
and those who won't say 

Despite the tremendous emphas: 
on product knowledge in modern 
selling, say some purchasers, too 
often purchasing isn’t getting all it 
wants in the way of market informa 
tion. And the salesman is still a 
key source of data 

@ Selling the idea of purchasing 
research. Purchasing men are well 
aware that they have to educate the 
salesmen they deal with in the work 
ings and benefits of scientific pur 


*Purchasing research is a tern 
erally used to descril . 
studies of factors eg 
supply of raw materi 
analysis is sometimes 
the definition 
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chasing. ‘loo, purchasing sometimes 
finds the idea hard to sell within its 
own company 

© Reciprocity: Many buyers can 
cite reciprocal buying policies that 
look fine to the sales department 
but which cost the company mone\ 
when nonreciprocating suppliers de 

line to bid. ‘This cancels some of 
the benefits of purchasing research 

Salesman’s Role: What part does 
the vendor company plav in supph 
ing purchasing research information 

ind where does the salesman fit 
into the picture? 

(he vendor and his representa 
tives are vital sources of data. ‘That's 
why, although opinions vary, the 
majority of purchasers rate the well 
informed—and __informative—sales 
man at the top of the list 

Ihe broad pattern seems to be 
this: the smaller the buver’s com 
pany, the more he relies on informa 
tion from the vendor—especially the 
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salesman. And the alert salesman 
has most of the answers at his finger 
tips, knows who the customer should 
sce for help on special problems, 
opens doors to communication be 
tween the customer and his own 
market research or technical service 
groups. 

he supplier who acts fast, follows 
up on the buyer's request and fur 
the market information or 


technical service will get the con 


nishes 


tract and keep it. And if a vendor 
has a reputation for liberal, accurate 


information, he can afford an occa 


sional “no” without hurting any 


feelings 
On 


the other hand, the nonin 


formative vendor means just one 
thing to purchasing: look some 
where else for the material. The 
vendor loses orders. 

Said one purchasing man: “We 
don't deal with salesmen who 
give less than maximum coopera 
tion 


Maximum Cooperation 


What is meant by maximum co 
operation? In most companies, buy- 
ers list these points of information 
that 
to supply: product application data, 


the salesman should be able 
new-product information, specifica 
tions and possible changes, avail- 
ability, production figures, packaging 
methods and costs, freight equaliza 
tion points. And ask 
local and national supply 


some firms 
about 
pictures, future market and_ price 
trends, although this data is usually 


expected to come from the vendor's 


market research group, not sales 
mecn 
The alert salesman, “industry 


specialist, technical service man, 
product-marketing statesman rolled 
Midwest 
chasing director, “is welcome in my 
office any day.” 


But what does the buver do when 


into one,” savs one pur- 


a salesman hands him an _ order 
blank, then answers “I don’t know” 
or “I can’t say,” when the buyer 
asks questions? Clearly, the buyer 
starts looking around for a sales 
man who does know and will say 

or uses other means to dig up the 


data he needs. 





CUT INVENTORY COSTS 


Stock the ONE Complete | SIMPLEX 


Line of Jacks and Pullers | 
Simplex is the only line of jacks that helps you cut your inventory costs 


while providing a complete jack selection to your customers. For only with 
the Simplex line can you fill all needs from one source — and get the result 
ing operating economies. No expensive jack duplications, easier inventory 
control, less ordering detail, less freight costs, easier reference and selling. 
ONLY SIMPLEX is the complete line of jacks because no other manu- 
facturer offers as many standard models (there are 125 different ee 
Jacks and Pullers) or such a wide choice in all three types — Lever, Hydrau- 
lic and Screw jacks. 





r oy 
LEVER \ 
| JACKS 
Ratchet Geared Ratchet Pivoting Base Track or 
Lowering Lowering Models Trip-Types 





HYDRAULIC 
JACKS 
and 


PULLERS Single and Remote Con- Rol-Toe Low 
Double Pump trolled Rams **Center-Hole"* Toe Lift 
Models and Pullers Jenny Pullers Jocks 


4 








SCREW fA “es 
peroted 
JACKS Beveled Geor 
Screw Jocks 





Push and Pull Jocks 








THESE EXCLUSIVE SIMPLEX FEATURES HELP YOU SELt 















“Center-Hole” Pulling Lifts Full 
Simplex “Jenny” and Re-Mo-Trol Hydraulic Capacity 
Pullers are ideal for pulling shafts, wheels, keys, on Cap or Toe 
pistons, valve gpa a _ —_ oo — atthe eahar 
center torque Dy pulling fhroug e center oO makes, Simplex 


the tubular ram! Makes pulling easier, reduces 


. Ratchet Lowering 
set-up time, increases safety. 


Jacks are rated for 
full lifting capacity 






WORLD'S LARGEST MFGRS. OF INDUSTRIAL on either the cap 
MECHANICAL AND HYDRAULIC JACKS or the toe This 
lets Simplex Jacks 


lift full loads from 








low clearances, 

gives your custom- 

ers more jack 
° . NNY . 
nono ACIS |" satec ter shel 
UTH-A-TOOL ROL-TOE 

money 







TEMPLETON, KENLY & CO 


2523 GARDNER ROAD ° BROADVIEW, 
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HOSE PROBLEMS? 01 the Market Today 


Solve them with 
this TEFLON hose 


* Handles virtually every fluid and 
gas from —100°F to + 500°F 










° Ageless — and stays flexible 


indefinitely 


Solve your customers’ really tough jobs 
for hose with Fluorofle r®-T hose assem- 
Teflon hose 
proved by over 4 years of demanding 


blies—the original 


service. 


With tube made from a patented, 
special compound of Teflon, the hose is 


completely inert to the most 


chemicals, active oils and fuels, gases, 


steam. 


SAE 304 stainless steel br 
forces for up to 1000 psi service (higher 
maintains this 
strength by its corrosion resistance. 

Permanent, swaged fittings give posi- 
leakage and 


in some cases) and 


tive protection against 


blowoff. 


These lightweight, space-saving hose 
assemblies are now being stocked by 
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Hidedudas 


leading distributors nationally .. . profit- ws > 
ably rounding out their line of industrial =~ 
hose. For more information, write =? 


RESISTOFLEX CORPORATION, Rose- 


land, N. J.; Western Plant: 
Calif.; Southwestern Plant 
Texas. 


®Tefion: DuPont trademark 


Fluoroflex: Resistoflex trademark. 


: Dallas, 







AE 
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Burbank, 
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SC SSS 
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20th year of service to industry 


RESISTOFLEX 
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Kit, a new unit consists of the 
maker's No. 220B drill, a No. 22 
extension cord, and a metal carry 
ing case featuring a hinged compart 
ment for twist drills, power wood 


bits and masonry drills 
Millers Falls Co., 
Mass. 


Greenfield, 





Jointers 


Shear-Cutting Reduces 
Impact At Point of Cut 

J-136 and J-138, two new wood- 
working machines feature a jointer 
fence adjustment which permits 
movement of stock at a 10 deg. angle 
across the cutterhead. 

Another feature is individual ad- 
justment for each of the three cut 
terhead knives. 

Yates-American Machine Co., 


Beloit, Wisc. 


Hack Saw Blade 


Three Teeth 

Per Inch 

Produced in three brands—Super- 
Safe, High-Speed and Di-Mol—a 
new power hack saw blade is avail 




















Your customers see 


CROSBY 
LAUGHLIN 
LEBUS 


fittings in actual use 


in ads like this: 


Designers, plant engineers, store- 
keepers, equipment operators, 
maintenance supervisors, pur- 
chasing agents—the influential 
men who buy or specify in every 
phase of industry—see these ads 
regularly in the trade magazines 
they read! 


e SAFETY 

e QUALITY 

e AVAILABILITY 

e COMPLETE LINE 


... are major selling points of 
Crosby Laughlin Lebus products 
highlighted in the industry’s 
hardest hitting promotional pro- 
gram. It’s a program that gives 
your salesmen complete catalogs 
and data sheets to leave with 
customers—gives you fully illus- 
trated, fact loaded, direct mail 
promotional pieces with your 
name imprinted—ready to mail. 
Only Crosby Laughlin Lebus 
gives its distributors a complete 
line backed with a complete pro- 
motional effort! 


Back up this intensive campaign 
run in your behalf! Personally 
sell the superior quality and 
availability of the world’s most 
complete line of fittings for wire 
rope and chain! 


SELL SAFETY FIRST! 
Sell 
Crosby Laughlin Lebus 


(American Hoist & Derrick Company) 
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CHAIN SLING VERSATILITY PROVED 


Unbalanced, odd shaped machine parts 
are handled easier with chain ae. 
Merely resetting the hooks on the sling 
legs adjusts the load for safe handling. 
Smart operators put chain slings 
together in a few minutes without 
welding—without waiting for factory 
fabrication! The sling shown above 
consists of two lengths of chain and 
these drop forged Crosby-Laughlin 
Fittings: two grab hooks, two Missing 
Links and two Double Clevis Links. 
Double Clevis Links provide a fast, 
extremely safe method of coupling 4” 
to 4" standard and alloy chain torings, 
links, hooks or other fittings. Pin and 
cotter design permits installation or 
removal with pliers or screwdriver! 


Genuine Missing Link,* the origi- 
nal split link design, couples grab hooks 
to chain on the sling seal above. Strong 
as BBB chain, this fitting offers maxi- 
mum safety when replacing links or 
making connections. A complete size 
range, *" to 17%", is available! 

Grab Hooks are available in the 
eye type (shown above) to fit 14" to 
34" chain and in direct connecting clevis 
type to fit '4” to %" chain. These heat 
treated hooks have heavier design at 
points of stress for additional safety 
under maximum loads. Ask your mill 
supply or industrial dis tributor for 
catalogs on the world’s most complete 
line of drop forged fittings for wire 
rope and chain, or write direct. 





PROPER ALIGNMENT 
VITAL 


Perfect alignment of shackle pin holes 
is necessary to distribute load forces 
equally over the bow of the shackle 
Crosby-Laughlin chain and anchor 
shackle pin holes are jig drilled to guar- 
antee perfect alignment— maximum 
safety. Oversize pins, larger in diameter 
than the bow, resist shearing under 
shifting or shock loads. For maximum 
materials handling safety, insist on 
weldless, drop forged ¢ rosby-Laughlin 
Shackles—they're available in all sizes 
from %" to 3"! 


*REGISTERED TRADEMAR? 


World’s Most Complete Line of Fittings For Wire Rope and Chain 


CROSBY LAUGHLIN LEBUS 


FORT WAYNE 1, INDIANA 
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DISTRIBUTOR 





Drarroe> Over the years, QUALIFIED Dis- 


tributors have earned an important 
position in the distribution chain. They've gained 
recognition as a VITAL LINK in America’s in- 
dustrial economy. This recognition has been 
earned for one reason . . . performance. 


DrArroe> Arro Distributors have grown both 


in numbers and in volume of busi- 
ness — because they handle an essential job in 
the most efficient manner. Briefly, Arro Distri- 
butors provide quality distribution at a minimum 
cost to the user. 


For twenty-five years, Arro Ex- 


Wrarros pansion Bolt Company has worked 


with and through Qualified Distributors — because 
we feel that Arro users will receive faster and 


better service at less cost . . . than is possible in 


any other way. 











SCC SSSSSSSSSSSSeeSSSeeSSSSSSSeeeeeSeeSCSeeCeCe SPOS ews 


MeN AL Zé 


ARRO EXPANSION BOLT CO. 


1230 Boone Ave., MARION, OHIO 


Manufacturing a complete line of Anchoring and Drilling 
devices ond related products for fastening to masonry 


a» : 


Sold only through industrial, hardware and electrical suppliers 


@eeoeeeeeeereerer ee seeeeeeeeeeeeeeeeeeeeeeeeees eee eeeease 
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able in 14, 18, 21 and 24-in lengths. 

I'he new blade is said to permit 
more efficient sawing of both large 
ferrous and non-ferrous metal sec- 
tions and billets. 

A new tooth for inserted circular 
saws, trade-marked “Chip Rite”, has 
been developed by the manufac 
turer. 

Henry Disston Div., H. K. Porter 
Co., Inc., Philadelphia 





Coolant System 


Eliminates Dry 
Machining Methods 


l'ool-Mist, in several models, a 


new coolant svstem features a 34 
gallon container with 1-2-3 and 4 
mist outlets and a self contained 
Bell & Gossett oil-less air compressor 
which requires no lubrication 


Because of rapid heat absorption 
of finely divided spray, decomposi 
tion is said to be almost instanta 
neous, with a drv lubricant forming 


on the chips 


Llovd Tool Corp., Burbank, Calif. 


Bearings 
Positive Method 
Center Lubrication 
Available in spherical roller bear 
ings of 140 mm (5.5118-in) O.D. 
and larger, a new design improve- 


ment is said to provide a positive 
method to obtain more efficient 

















A-—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D— They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


Among the many dealers who sell more De Walts than any other multi- purpose power tool, are: 


Webster-Robinson Mach. Co., Tacoma, Washington 
Chown Hardware Company, Portland, Oregon 
Carlisle Hardware Company, Springfield, Mass. 
Carlisle Hardware Company, Holyoke, Mass. 

Central Hardware Company, St. Louis, Mo. 

White Star Machinery & Supply Co., Wichita, Kansas 
The Stambaugh-Thompson Co., Youngstown, Ohio 


Product 
ae a 


De Wart 


eh 1 me eele) & 


DeWALT Inc. 


Lancaster, Pa. 


AMF DeWalt 


first in sales! 





Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising...sales-making dealer 
aids...free factory training for their salesmen 
De Walt’s Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today. 


Olsen Tool and Equipment Company, Chicago, III. 
Ornamental Products Tool & Supply Co., Cleveland, Ohio 
Bidwell Hardware Company, Hartford, Conn. 

Elwood Adams Company, Worcester, Mass. 

Neff Machinery, Miami, Florida 

Rudolf Bass Co., New York, N. Y. 

Warner Hardware Co., Minneapolis & St. Paul, Minn. 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPAN} 
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anson-\y Hitne 


THREAD GAGES 





HOBS 





EXCLUSIVELY YOURS... 
As A Hanson-Whitney Distributor! 


Now, Hanson-Whitney offers these new instruments for 
each an important addi 
gages 
hobs, and cutters. Greater profit opportunities are opened 


Precision thread inspection . 


tion to the traditionally fine line of H-W taps 


by these items for the alert, progressive H-W distributor 
Your customers can now be assured ‘‘full quality con- 
trol from thread start to thread finish" the long 


accepted H-W hallmark for precision production 


As a H-W distributor, you enjoy a line of unquestioned 
benefits derived 
100% selective distribution. You 


have full field engineering assistance constantly available 


leadership plus the from Hanson 


Whitney's policy of 


to solve your special threading problems. You are backed 
designed to develop 
H-W products by your 


up by H-W national advertising 
preference and acceptance of 
customers in all fields. These are the reasons why H-W 
distributors are enjoying an ever increasing profitable 


sales volume across the entire United States 


We invite you to visit our booth +810 at the Triple Indus 


trial Supply Convention or write for complete details 


j 


COMPANY * 


DIVISION OF THE WHITNEY CHAIN COMPANY 


CENTERING MACHINES « 
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HARTFORD 2, CONNECTICUT 
THREAD MILLING MACHINES AND CUTTERS 


center” lubrication of the bearing 


Bearings with this new method of 


lubrication can be used in any exist 
ing housing by drilling and tapping 
1 new hole for lubrication fitting m 
center of housing cap and plugging 
original side hole 

S K F Industries, Inc., Philadel 
phia 





. 
| \ 
eed } 
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Tubing Cutter 
Capacity Range 
From Ys- 3%-in. 
Called Pipemaster 3T, a new tube 
cutter for copper, aluminum, brass 
ind plastic tubing, weighs 2 Ib 9 oz. 
Hook and arm are cast malleable, 
polished and satin chrome finish; 


standard wheels are easily changed 


rie Tool Works, Erie, Pa 
Valves 
Built In 
Two-Speed Controls 
Three new Allenair 4-way valves, 
| 2 and #-in, are available as single 
olenoid or for foot or cam opera 
tion 
Designed for operation from 5 to 











4 
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deli very 


FROM YOUR LOCAL q 
INDUSTRIAL DISTRIBUTOR’S STOCK | “Sam 
4 


4 


“ ACME 
Dowel Pins 


@ Standard PINS available in lengths from *,” to 
6”— 14" to 1” in diameter. Specials, including pins 
of stainless steel, quoted on request 







4 


@ Precision pins, hardened and ground to .0002” or 
.001” over nominal diameter—also available: 
.002”, .003”, .004” and .005” oversize— 
all diameters .0001” 


@ Acme Pins are case hardened to 60-62 Rockwell 
“C”’ scale and a core hardness of 36-38 


@ Acme Pins will break before bending or 
mushrooming 





Write for information and prices on standard and 
DISTRIBUTORS: Big ads like oversize dowel pins 

this are telling your customers 

to order Acme Dowel Pins 

from you. Write for suggested 

initial stock and price lists. 


ACME INDUSTRIAL COMPANY 





218 N. Laflin Street * Chicago 7, Illinois * MOnroe 6-4122 
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Here’s How FLEXCO 


and ALLIGATOR Field Engineers 


Help You Sell More 
BELT FASTENERS 





The FLEXCO-ALLIGATOR field organization is constantly work- 
ing with and for distributors to promote the sale of belt fasteners. 


Factory and field trained, these men are specialists in the application 
of conveyor and transmission belt fasteners. They offer invaluable 
assistance to distributor salesmen in solving belt joining and 
repairing problems. 


Our men devote one hundred percent of their time to the introduc- 
tion, promotion and sale of belt fasteners. They are available to 
work with your salesmen and are trained to conduct sales meetings. 


New techniques in belt fastening, new tools for applying fasteners, 
literature, samples, demonstrations all go to round out the many 
services rendered by Flexible Steel Lacing Company .. . /eaders in 
the development of quality belt fasteners. 


Our sales plan has helped many distributors to increase their belt 
fastener sales volume. If you are not taking advantage of the 
program let's talk it over. 


FLEXIBLE STEEL LACING COMPANY 


172 


4633 Lexington St., Chicago 44, Ill. 





INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1957 





150 psi, the solenoid valves will 
reciprocate at rate of 800 strokes 
per minute 


\. K. Allen Co., Brooklyn 





Motors 


Enclosed Fan-Cooled 
Self Cleaning Textile 


Called Clean-Flo, new textile mo 
tors are said to operate free of lint 
thus reducing fire hazards in textile 
mills and preventing motor burn 
outs. 

‘he line is built to meet standard 
NEMA dimensions with complete 
interchangeability with 
NEMA motors 

Louis Allis Co., Milwaukee 


existing 





Nutsetters 


Right Angle 
For Up To ¥2-in Bolt 


Part of the company’s No. 4 series 
of industrial air tools, a new line of 
right angle nutsetters is offered in 
six models and two types with unit 
type attachments, interchangeable 
from one machine to another. 

\lso introduced by the manufac- 
turer is a new general-purpose port- 
able electric 64-in power saw, No. 
450 Speedsaw, equipped with a 14 
hp universal electric motor that 
operates at 5400 rpm AC or DC. 

‘hor Power Tool Co., Aurora, IIl. 

















Hundreds of tool men have told us why they specify Super 
HPH and IBH Standard Milling Cutters. As a salesman or dis 
tributor of tools, you'll value these reasons why many shops 
have worked Super cutters for over ten years without failure 
and you'll profit by passing the word to your friends and cus 
tomers wherever you call. 

Here’s why: For high speed machining of cast iron, malleable iron or 
brass, our HPH cutter has big solid carbide blades for maximum strength and 
elimination of braze strains. Blades are set radially, the number being the 
diameter x 2. You sharpen with a minimum removal of carbide not the 

you lose with serrated-back blades— as Super blades can be moved a 
few thousandths or less at a sharpening. Then after scores of sharpenings, you 
use the carbide down to a stub because our wedge (with a filler-blade) gives 
you a locking area the complete length of the slot. The blade is solid as 
though part of the body itself since there are no back-up screws. If a wreck 
occurs—as it may in the best of shops—only the wedge is damaged or scrapped 
not your cutter body. There are no threads in the body to strip as our wedges 
are tapped to take locking serews let in from the back. 

The Super cutter body is #4130 Steel, heat treated for optimum strength 
Drift pockets are machined under wedges for quick removal or adjustment 
Mounting is versatile; it may be bolted on a #50 NMTB mount and it also 


SUPER IBH CUTTER has a keyway and ground bosses for arbor mounting. 


If you’re not familiar with the 
big Super line of solid and carbide 





For aluminum, steel, most other metals. All 

the features of our HBH Cutter except : : 
© Blades are at 10° positive angle to tipped tools, write for our complete 

radius catalog and full information on our 

@ Number of blades is diameter +2 sales and distribution plan. 

For efficiency, select the correct grade of 

carbide for the metal; grind to the proper 

angle. Your Super 1BH Standard Cutter will 

do the rest! 


21650 HOOVER RD. - DETROIT 13, MICHIGAN 


WAREHOUSES CHICAGO DETROIT . NEW YORK . LOS ANGELES 


Subsidiary of Von Norman ind. In 
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and the 


SHELDON Distribution Sales Plan 


... take advantage of the widespread enthusiasm 
brought back from the 3 Chicago machine tool shows. Never 
before have so many of your prospects been so receptive... 


Sheldon-Built 
Sebastian 13’ and 15” Geared Head , 
Precision Lathes bcd 


SHELDON SALES FEATURES 


Leadership in design that gives extra 
capacity for size and doubled power 
at the spindle. Quality features 
thruout (like Zero Precision tapered 
roller spindle bearings) that give 
closer accuracy, longer life and 
greater performance; improved 
underneath drives fully enclosed in 
the latest cabinets and pedestals; 
and a full range of tool room and pro- 
duction accessories including hard- 
ened bed ways. 


SHELDON SALES TOOLS 


Sheldon Lathes are assembled ready 
to uncrate and operate. Sheldon 
Catalogs are written to make selec- 
tion of the proper lathe for each 
situation easy — to make it possible 
for even inexperienced sales peo- 

ple to quickly and intelligently 
close sales. 


How fo select your 
SHELDON LATHE 


Builders of Fine Machine 
Tools Since 1917 











THE SHELDON LINE 


... And never before has 
there been such a lathe line 
for Industrial Distributors 
to catalog, stock, display and 
sell. Up-to-the-minute mod- 
erate priced 10”,11”,and 13” 
swing SHELDON Precision 
Lathes; new Sheldon-built 
SEBASTIAN 13” and 15” 
geared-head lathes; the 
SHELDON 12” Back-Geared 
Shaper and No. “O” hori- 
zontal Milling Machines — 
the machine tools and the 
sizes universally used thru- 
out industry. 


UM-56 P 
13” Swing 
Precision Lathe 



















Sheldon Territory Men ore available to 
ossist Distributors at all times. 


SHELDON 


CHICAGO U.S.A. 


SHELDON ADVERTISING & 
DISTRIBUTOR COOPERATION 


Sheldon Machine Tools are widely 
and continuously advertised and 
are displayed and demonstrated in 
both national and regional trade 
shows. 


4232 KNOX AVE., 
CHICAGO, ILL. 


SHELDON MACHINE CO., INC. 
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What's New in 
Merchandising 


(Starts on page 120) 





THE DEMING COMPANY, SALEM, OHIO, U.S.A 





sure gages, meters, etc. General in- 
stallation information on domestic 
water usage, friction tables and elec 
tric wiring diagrams are included. 
Pictured also are the firm’s advertis 
ing aids available to distributors: 
banners, window signs, truck decals, 
letterheads, envelope stuffers, etc. 


CONTROLS — Norden - Ketay 
Corp., Stamford, Conn., has issued 
a bulletin on its “3-Minute” size 23 
synchros for control and data trans- 
mission systems and servo machan- 
isms. Specifications are tabled, and 


unit is illustrated. 


SHELVING — Republic Steel 
Corp., Berger Div., Canton, O.- 
Catalog featuring use of firm’s “stor 
age engineering’ service in setting 
up storage areas, and describing 
full line of convertible steel shelv- 
ing. Photos show units and flow 
chart explains planning principles. 


ABRASIVES — Simonds Abrasive 
Co., Philadelphia—Catalog describ 
ing and illustrating its line of snag 
ging wheels for use in steel mills 
and foundries. Specifications and 




















Bread-and-butter business is fine... 
but distributors need plenty of jam 
to put on top of it. Today, your 
bread-and-butter lines, with their 
relatively constant margins, just 
won't cover the increasing costs of 
doing business. 


But you can get extra volume at a good profit with Wil-Gard 
Industrial Gloves. This fast-moving line... 


Ils wanted and Is backed by a 40- 


needed by thousands year reputation for 
of industries. quality and fair deal- 
ing. 
° + 






Requires only a mod- 


est investment for an 
inventory adequate 
to meet most of the 





Is supported by the 
best-balanced pro- 
gram of advertising 









demands of your and promotion in the 


market. 
° 
Can be sold on the 


calls you are already 
making. 


the complete story. Write 
for full information today! 





SOLD ONLY THROUGH DISTRIBUTORS 


THE WILSON RUBBER COMPANY 


INDUSTRIAL DIVISION « CANTON 6, OHIG 










INDUSTRIAL GLOVES: Latex, Neo- 
prene, Notural Rubber, Buna-N, Com- 
por Plastic. LINEMEN’S GLOVES: 
Natural Rubber. FINGER COTS: Lotex, 
Neoprene. 









A DIVISION OF BECTON, DICKINSON AND COMPANY 


wr 257.39 
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Zilodeilan 


ENTIRELY NEW 
differently NEW 






FEATURING: 


@ Push Button Control 

@ Ultra-Modern 
Regenerative 
Electric Braking 

@ Self-Adjusting Heavy 
Duty Magnetic Brake 

@ Sealed-in Lifetime 
Lubrication 

@ Overload Protection 

@ Fully Enclosed 
Components 

@ Lowest Headroom 

@“CM-Alloy” Flexible 
Link Chain 


CAPACITIES: from % to 1 ton 
S Single and 3 phase. 4 ton model weighs 
only 51 pounds. 


$149.50 


and up 
F.O.B. Factory 







FLEXIBLE 
LINK CHAIN 





PUSH-BUTTON 
CONTROL 
> 





——_— —— ee eee ee eee eee 
Built to serve you without costly maintenance 

Lodestar is the first truly “heavy duty” version of the 

small electric hoist. The CM Lodestar is designed to operate 

without costly maintenance or interruptions in your work 

schedules. The initial cost is practically your only cost with a 

Lodestar...an extremely low cost indeed! 


WRITE US or call your CM distributor for literature, 
prices and quick delivery from stock. 





CHISHOLM-MOORE HOIST DIVISION 
Columbus McKinnon Chain Corporation 
Tonawanda, New York 
REGIONAL OFFICES: NEW YORK e CHICAGO e CLEVELAND 
In Canada: McKinnon Columbus Chain Limited, St. Catharines, Ontario 


HOISTS AND THAIN 
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sizes are in table form, and section 
is devoted to whecl manufacture. 


POWER TOOLS Boice-Crane 
Co., Toledo, O.—Catalog of power 
tools for cutting, shaping, drilling, 
and finishing wood, metal, and 
plastics. Various units and applica 
tions are pictured and tables of spe 
cihcations given. 


COUPLINGS—Acme Chain Corp., 
Holyoke, Mass.—Catalog containing 
descriptive information, engineer 
ing data, horsepower ratings, parts 
lists, and prices of firm’s line of 
roller chain flexible couplings. Cata 
log also lists other Acme transmis 
sion products. 





Xcelite Has Kit 
For Screwdrivers 


Xcelite, Inc., Orchard Park, N. Y., 
has developed a transparent plastic 
kit for its “combination-detachable” 
screwdriver with four changeable 
points. It has a snap-fastener top. 


SLINGS—John A. Roebling’s Sons 
Corp., Trenton, N. J.—Catalog (no. 
A-931) illustrating and describing 
its line of wire rope slings and as 
semblies. Each type is illustrated 
and dimensions presented in table 


form, 


VALVES — R-P&C Valve Dyiv., 
American Chain & Cable Co., 
Reading, Pa.—Folder (no. DH-80) 
listing material specifications, pres 
sure-temperature ratings, working 
pressures, dimensions, and applica 
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TOO HOT 
NOT TO HANDLE! 


THE 





ALL-STEEL 


@ Industrial Distributors are 
missing something if they aren’t 
handling the Lamson Lock Nut. 
How do we know? Well, we 
make it and we know that the use 
of lock nuts is increasing by leaps 
and bounds. The sales curve goes 


up every year, 


So—for a new source of profits— 
for another fast-selling product 
in your fastener line and a conven- 
ient service tO your Customers — 


get the facts on Lamson Lock Nuts. 
WHY YOU SHOULD STOCK LAMSON LOCK NUTS 
1. They’re competitively priced 


lar locking devices, have no 2. Not affected by radical temperature changes, steam, oil or 
water as are some ‘insert’ lock nuts 


They’re priced below most popu- 


troublesome inserts and the 
3. Lamson Lock Nuts are packaged for you and your customers’ 


convenience in small quantity cases specially adjusted to 
lished in your territory. accommodate the average lock nut sales expectancy 


demand has already been estab- 


Write us for samples and prices STANDARD SIZES CONVENIENTLY PACKAGED 
—or ask your Lamson salesman. 


Lamson Lock Nuts come in standard sizes 
between 10-32 and 2” in both heavy and 
light standards. Available in black pen- 
trate finish or cadmium plated for rust 
resistance and attractive appearance 


wnnon mut 











r= ¢ 

: Seoacond THE LAMSON & SESSIONS CO. 
' General Offices: 1971 West 85th Street + Cleveland 2, Ohio 
, 

| RUSH SAMPLES AND ae 

| FULL INFORMATION ses 

! ON SIZES, PACKAGES, 

' AND PRICES... | lila 
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It pays to be called an 
“OLD LINE” COMPANY 
and it pays to 
REPRESENT one! 


For more than a half-century, “Hisey of Cin- 
cinnati” has meant quality and dependability 
in the machine tool field. It has also been a 
door opener for the dealers and distributors 
who feature Hisey nation-wide. Investigate 
your possibilities with “Hisey of Cincinnati”. . 
AN OLD LINE OFFERING OPPORTUNIES FOR 
NEW BUSINESS . . . GREATER PROFIT! 













Wide range Precision grinders 
with internal-external grind- 
ing heads. %, ¥, 1, 2, 3, 5, 
7, and 10 HP, 








General Pur- 











pose grindets 
“a Makers of a complete 
2, 3.and 5 HP line of general pur- 
pose and heavy duty 
buffers and polishers, 
speed lathes, bench 
and pedestal grinders, 






Belt-Drive 







Buit t 
~eactong snagging grinders, 
2, 30nd 5 HP tool post grinders, 








angle plate grinders, 
vertical spindle 
iar grinders, internal- 
%,1 ai 2 HP external grinders, wet 

and dry drill grinders. 
Also, dust collectors. 














Distributor opportunities in a few key areas! 


We are now embarked on a program of expanded dis- 

tribution... This is an opportunity to represent one of 

America’s best known machine tool lines. WRITE © WIRE® 
PHONE NOW! 


THE HISEY-WOLF 
MACHINE CO. 


360 Mt. Hope Ave. 
Cincinnati 4, Ohio 
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tions of its forged steel gate and 
needle valve for petrochemical, 


power and process industries 


POOL STEELS—Burke Steel Co., 
Rochester, N. Y.—Catalog featuring 
tool steel trade names with com 
parable AISI-SAE. designation, and 
comparison chart showing relation 
ship of AISLSAE tool steel grades 
to industrial specifications. Cutoff, 
forging, treating, machining, inven 
torv and lab control of firm are de 


scribed and pictured. 


TE ee ha) Piston 


i * 








GENERAL 
CONTROLS 





“4 
> 


COMBUSTION 
CONTROLS 
and 


INSTRUMENTS 


General Controls Has 
Combustion Control Book 


General Controls Co., Glendale 
Calif., has issued a catalog on its 
full line of automatic controls and 
instruments for the combustion in 
dustry—automatic draft control in 
struments and actuators, solenoid, 
diaphragm and motor-operated 
valves for oil, gas, steam and water, 
time switches, relays, and oil burner 


primary controls. 


BLASTING—Vacu-Blast Co., Bel 
mont, Calif.—Leaflet describing. its 
‘Vacu-Blast” room for cleaning of 
castings. Publication explains func 
tioning and design of the unit in 


text and pictures. 


STEEL—Allegheny Ludlum Steel 
Corp., Pittsburgh—Data sheet on 
chromium-nickel-maganese stainless 
steels types 202,204 and 204L, giv 
ing information on intergranular 


corrosion, mechanical — properties, 
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STANDARD 
THDS. FOR 
JAMB NUT 


FLAT FOR 
BROACHED 
HANDWHEEL 


COUNTERBORE 
SECTION THRU. 
NUT 


YOKE 
FOR GATE VALVE 












heat and wear resisting 


STAINLESS STEEL 





Heat and wear-resisting stainless steel yoke 
nuts in Vogt Valves give longer trouble-free 
service. We have proved this in our own 
“Torture Chamber,” under constant and accel- 
erated testing, as well as in tough service 
applications. They are made from a special 
stainless steel alloy having excellent bearing 
quality, matchless strength, and a melting 
point of approximately 2700°F. 

The rotating gate valve yoke nut design, 
illustrated, has flats for a tight fit with the 








square broached hole of the handwheel. Non- 
rotating yoke nuts, for globe and angle valves, 
are of the same superior design and quality. 
Vogt GP Valves are available in a complete 
range of sizes from 1/4,” to 2” and rated 800 
pounds at 850°F. and 2000 pounds at 100°F. 


Adv. No. 6 in a series describing the features 
of Vogt GP Valves, 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 —Lovisville 1, Ky 





DROP FORGED STEEL 


SALES OFFICES: New York, Chicago, Cleveland, Dal 
Philadelphia, St. Lovis, Charleston, W. Vo., Cincinnoti, 


Write for Your FREE COPY of Supplement 
No. 1 to Catalog F-9. *Address Dept. 24A-Fi 


las, 








VALVES 
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better profits, faster with 


well-known GREENLEE timesavers 


for electricians 


new lightweight 








hydraulic pipe and conduit bender 


Cash in on the big, growing demand for this 
all new Greencee Bender that quickly, ac- 
curately bends 14" to 2” conduit. Easy porta- 
bility . . . extra versatility . . . extra power 

. and makes a full 90° bend with one stroke 
of the ram! Separate two-speed hydraulic 


hand pump and bending ram simplify one- 


HAND BENDERS 
FOR TUBING 


Swiftly prod e 
accurate smali- 
tadius bends (up 
to 1% 

duit, pipe, and 
tubing. No flat- 
tening or kinks. 
GREENLEE 





Hand Benders are 

especially de- 

signed to form neat bends to fit shart ks, a 
other we quarters. Eliminat ta 
tured bends and fittings. Various sizes a 





KNOCKOUT PUNCHES AND 

HYDRAULIC PUNCH DRIVER 
Quick, easy way to make knockout enlargements for \4” 
to 4” conduit. Simply insert GREENLEE Koockout P h 
io koockout or small d 1 hole, then turn with aa 
Ordinary wrench. For an ev taster, practically tless 
Operation, drive Punch with powerful, portable GREEN- 


LEE Hydraulic Driver. 





man handling and setup. Easily operated 
by hand, or may be teamed with a Green 
LEE power pump for fast production jobs. 
Attachments also available for bending 
thin-wall conduit, tubing, bus bars. Write 
for complete data and pricing on this fast- 


selling tool. 


CABLE PULLER 


G Easy-operating pact t 


Attachment availat tor ’ aled t work 


= 


I ‘ aking an, smooth 
| gs for a wv g. The 
GRE LEE 

a Auger Bits a Drill 
Bits, B Hang D xpansive 
Bit c Bk s, Ship Augers, and 


Bit Extensions, 


a ee oe 


—=———__3Soooorn 


a 


Write for catalog on above an er GREENLEE time- 





saving tools including anchor screw expanders, chisels 


and gouges, spiral screw drivers, and many more 


GREENLEE TOOL CO., 1922 HERBERT AVENUE, ROCKFORD, ILL. 
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inalysis, and stress rupture proper 


ties 


FASTENERS-—Jergens ‘lool Spe 
cialty Co., Cleveland—Catalog on 
firm's forged ““T and ‘'T”” slot bolts. 
Charts give full information on types 
and sizes for all shop requirements 


SPROCKETS-—Link-Belt Co., Chi 
cago—Folder (no. 2749) giving in 
formation and tables listing stock 
sizes, torque ratings, hub dimen- 
sions, and keyseats of its roller chain 


shear pin sprockets. 





Mathias Klein Issues 
Catalog on Tools 


Mathias Klein & Sons, Chicago, 
has issued a revised catalog showing 
pliers and electricians’ and line 
mens tools and equipment. Fea- 
tured is the inclusion of dimensions 


of every part of every plier. 


PORCH-—Arcair Co., Lancaster, O 

Folder on use of firm’s torch for 
cutting, gouging, bevelling, or groovy 
ing of all metals. Folder also fea 
tures new applications, and contains 
data on the firm’s electrodes. 


ABRASIVES — Abrasive Products 
Co., Westboro, Mass.—Catalog of 
the firm’s reinforced resinoid abra- 
sive products for foundry, welding 
and metal fabricating applications. 
Ihree basic types of products 
raised hub disc wheels, abrasive 
cut-off wheels, and resinoid straight 











Cee how J 

-M DUTCH BRAN 

OUr CU : D telle 

; stomers in your Prime oe 


DUTCH BRAND 
Plastic Electrical Tape 


MAINTENANCE & 
Oil and dirt proof 
Provides neat, positive 
insulation for all high 
voltage motor leads 


* 


PRODUCTION 


Conforms to provide 4 
safe, strong insulating 
seal in wiring harness 


consTRUCTION 
The pertect insulation 
for splices and terminals 
in junction boxes 


e—Dutch Brand Plastic 
Tape offers maximum ver- : 
: especially Call your Dutch Brand Man for , demonstration! 
it stretches P as ‘ : 
sonforms to irregular surfaces a Up toh Baont 'oPe 
pURABLE —resists = corro 
sives, rot, mildew, ‘ungus, severest 
weather, and is not affected by water, 
oil, grease, acids OF alkalies 
ECONOMICAL — the variety of sizes 
and widths available permit maximum 
tape economy for +h job Dutch 
Brand polyviny! P 
007’ thick for general use; .010° 
for heavy duty protection 
with power driven taping 
020° thick tape for 
uty where abrasion and 


and “Big Four in Electrical 
Tapes” tel's you how This 
new booklet '5 ioaded with money 


ao 
saving ideas write today 


Your customers are bei 
on Johns ' < eing introduc , 
—— this pepe Dutch rong oe = sales booklet 
Poe co pm with enn Som —— trade publications — 
ally illustrates p ormatio ide: ations. This se . 
tee Yer tnd iste me nd pains 
s the time to get behind “ 4 valuable aid in clin a Dutch Brand 
if you do not hav ox BIG PUSH for Pag sales. 
ave your copy, send for it Dr FOUR” 
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Perk up profits 
Ask for Milwaukee Valves 
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gate valves 


by name 





globe valves 


angle valves 


check valves 


manifold units 


needle point valves 


anti-hum valves 


foot valves 


vertical check valves 


horizontal check valves 


angle check valves 


by-pass pressure 
relief valves 


air check valves 


radiator valves 


miscellaneous 
equipment 


THE MOST COMPLETE LINE OF PERMANENT QUALITY VALVES 





Milwaukee is the 
complete valve line... 


all styles and sizes for standard 
and copper service. Proved best 
for trouble-free operation — 
non-chattering and precision-ma- 
chined for tight, non-leaking 
connections. 

These features, plus easy in- 
stallation, help wholesalers and 
contractors enjoy the reputation 
for giving their customers the 
lasting satisfaction necessary for 
repeat business. 

Make it a point to ask for 
Milwaukee (or Milvaco) valves 
and fittings by name... it’s a 
sure way to perk up profits! 
Stocked and sold by leading 
jobbers and wholesalers every- 
where. 


MILWAUKEE VALVE COMPANY 


A subsidiary of Controls Company of America 


2375 South Burrell Street @ 


Milwaukee 7, Wisconsin 
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wheels) are described. Recommen- 
dations for use of each are given. 


SOLDERING — Hexacon Electric 
Co., Roselle Park, N. J.—Catalog 
(no. 144) showing firm’s expanded 
line of “Hexclad Long-Life” solder 
ing tips. Various shapes of plug and 
screw tips are illustrated, and speci 
fications given. Instructions on use 
and care are also included. 


SLINGS-—S. G. Tavlor Chain Co., 
Hammond, Ind.—Wall chart meas 


29.9 


uring 22x28 in. featuring table giv 


g 22 
ing working load for single, double, 
triple, and quad branch alloy slings. 
Definitions, instructions, and cau 
tions governing purchase and use of 
chain, and data on inspection, wear, 
and use of chain under head condi 
tions are also given. 


VALVES—Lunkenheimer Co., Cin 
cinnati—Revised circular (no. 555) 
presenting data on selecting valves, 
boiler mountings, and lubricating de- 
vices. New sections on the firm’s 
LOQ600 bronze globe _ valves. 
“Luncor’ PVC all-molded valves, 
and “Solder End” valves have been 


added. 


LATHE—Clausing Div. Atlas 
Press Co., Kalamazoo, Mich.— Cata 
log (no. 6390) on firm’s 12 in. lathe 
with hydraulic tracer. Unit is illus- 
trated and described, and specifica 
tions are listed. 


LUBRICANTS — Keystone Lubri 
cating Co., Philadelphia—Bulletin 
(no. BU-58) deals with special lubri 
cations for contractor 
used in earth moving, strip mining, 


equipment 


quarrying, road building, excavating, 
logging, erecting, etc. Bulletin in- 
cludes two specification charts, and 
presents application photos. 


PUMPS—Wayne Pump Co., Fort 
Wayne, Ind.—Folder giving thumb 
nail” descriptions of five new se- 
ries of internal gear rotary pumps. 
Feature of folder is return card to 
facilitate request for main catalog. 


FASTENERS Cleveland Cap 
Screw Co., Cleveland—Folder ex- 
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The Jacobs Ball Bear- 
ing Super Chuck for 
heavy duty and pre- 
cision industrial use 


The Jacobs Rubber- 
Flex® Tap Chuck de- 
signed for tapping 
heods and impact tools 


The Jacobs Model 91 
Spindle Nose Collet 
Chuck for tool room 
and engine lathes. 














CHUCKS 


Accuracy in performance is achieved by accu- 
racy in production of every component part 

Jacobs and your industrial supply distribu- 
tor are ready to deliver the chucks you need 
and the service you deserve. First in chucks 
... first in ser 


The Jacobs Manufacturing Company 
West Hartford, Connecticut 


The Jacobs Plain Bear- 
ing Chuck for drill 
presses, portable elec 
tric and air tools 


The Jacobs Model 96 
Collet Chuck for grind- 
ing machines, millers 
and jig-borers 


The Jacobs impact Key- 
less Chuck especially 
designed for the air- 
craft industry 
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. there’s nothing better than a satisfied customer. We like it, you like it 
and the customer likes it. 
For guaranteed satisfaction for your customers, carry GRIFFIN HIGH 
SPEED Hack Saw Blades. Grifin POWERFLEX and Grifin SHARPFLEX 
. better blades for better metal cutting. 


Our factory trained experts are ready to help you with your service problems. 


Send for the Griffin Catalog 





FRANKLIN, NEW HAMPSHIRE | 


105 Duone Street, New York 8, N. Y. 


SG. W. GRIFFIN CO. 


Seles Agents: John H. Groham & Co. Inc., 
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plaining advantages of increase in 
head diameters of large socket head 
cap screws. New heads are com- 
pared with smaller heads, and physi 
cal properties of new itms are de- 
tailed. 


COMPRESSORS—Trane Co., La 
Crosse, Wisc.—Revised bulletin (no. 
DS-361) containing ratings and data 
on firm’s 125 and 150 hp. compres 
sor and condensing units. Ratings 
on the 60-, 70-, and 100-ton con- 
densers have been revised, and 
roughing-in dimensions have been 
changed for units with motors to 
conform to new NEMA _ motor- 
frame sizes. 





W. O. Barnes Revises 
Metal Sawing Handbook 


W. O. Barnes Co., Detroit, Mich., 
has issued a revised 36-page edition 
of its “Handbook of Metal Sawing.” 
I'he handbook covers the selection 
and use of hand and power hack 
saw blades and band saw _ blades. 
Recommended cutting speeds, feeds, 
and techniques are tabulated. Com 
mon metal cutting problems and 
their solutions are featured. The 
booklet is indexed. 


COMPOUND -—Rust-Oleum Corp., 
Evanston, Ill_—_Manual containing 
information and recommendations 
on selection of protective coatings. 
It features results of firm’s research, 
and contains color chips of various 
types of coating. 


HANDLING—R. G. LeTourneau, 


ne., Longview, ‘Tex.—Folder illus 
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Now Your Customers Can Have an Alemite Hand Gun with up to 


10,000 LBS. OF 


for even ordinary lubrication jobs! 














Fast — Efficient —Heavy-duty Alemite Hand Gun x + 
This rugged Alemite lever-type gun is packed with power and @% 
superior features that bring super performance to every lubrication . 
job! Develops 10,000 lbs. of pressure handles all regula: 
pressure gun greases. Long operating handle for maximum 
leverage. Loader fitting permits fast, clean filling (or gun may 

@) be filled by suction). Heavy steel linkage for true piston 
alignment. Follower rod disappears after filling. Capacity, 
1 lb.; outlet, 43” p.t. Spring primed. 





Linkage is heavy steel for 
true piston alignment ! 





Heavy-duty Lever Gun 
Model 1056-SE 












Follower rod disappears 
after filling —for ease of 
handling! 











Complete line of 

adapters and hose for all 
types of fittings! 

oe 2 Sf Tem) 


HYDRAULIC 
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| trating and describing its “self-sup 
porting” jib crane for handling cast 






ings, cargo crates, ingots, machine 
Be sure your customers 


tools, pattern molds, and in capaci 
ties of 6 to 15 tons 






and prospects get all the 





| 

1 ow IRE ROPE—Leschen Wire Rope 

| Div., H. K. Porter Co.—Folder on 

| firm’s “Service-Score’” system for 

| controlling wire rope costs. Sample 

| set of the stickers accompanies 
folder. 


| New Catalog Issued 
| By Joliet Wrought Washer 


Jolict Wrought Washer Co., 
Joliet, Ill., has issued an 8-page cata 
log on its full line of washers. It 


TM 


factory made 





| gives dimensions, prices, and finishes 






| available, together with illustrations 
of special washers, and lists carton 


| 
al | oy Ss | i n g Cc h ai ns and keg sizes available. 
\ One section contains a decimal 


equivalent table, and other tables 


with NEW 





showing diameters, weights, and 
thicknesses. It also lists proposed 


GAMMA RAY ’ (American standard for apparatus 
foley - Vm he amere), ne ie) & \ and plain washers. 
foam aal-t-84-1 mm el ial—ia and end links . \ 








CONTROLS-Simplex Valve & 
Meter Co., Lancaster, Pa.—Revised 
catalog (no. 005) listing all the firm’s 




















PLUS 


major equipment for measurement 


CONTROLLED ATMOSPHERE gee 
| and control of liquids and gases. 
| 


HEAT-TREATING! 7 
Illustrated are many types of con 


trollers, gages, manometers, record 


ers, meters, valves, Venturi tubes, 
Boost your sales—profits too—with TM factory 
made Alloy Sling Chains! It’s big business with 
distributors everywhere. Here’s why! Taylor's new 
Gamma Ray (X-ray type) quality control on master, 
joiner and end links assures tough, flawless welds. 
Controlled Atmosphere Heat-Treating results in uni- 
form physical properties throughout the entire sling. 
These qualities, in addition to Taylor’s rigid 
controls ...new production techniques... patented 
Tayco Hooks and Taylor’s special analysis alloy 
steel, make these great slings tougher, safer—put you 
ahead of competition! Write today for Bulletin 13. 


etc. applicable for water and sewage 
works, power and processing indus 
tries. 








MORE RESEARCH IN 
UNITED STATES 


Total expenditure for research in 
the U. S. last year has been estimated 
at about $5-billion, compared with 
about $700-million in Great Britain, 
reports Product Engineering, McGraw- 
Hill publication. Total number of 


| 
Advertised in Business Week Business. | 
| 
| people engaged in research in Great 
| 
| 
] 


] 





and leading trade magazines! 
Backed up with effective sales helps! 





Britain is only 60,000 compared to 
about 500,000 in this country. Gov- 
ernment supported engineering re- 
search in American universities is 100 
times that in Britain. 


TaviOR Mae vssersessers 


A GREAT NAME IN 


a 
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Snow melting system, Syracuse, New York Outd ice rink. Hom? k, Michigar 


... and in thousands of other 


installations, too 
R) 





QUALITY-CONTROLLED CW STEEL PIPE 
GIVES TOP-QUALITY SERVICE 








... because SPANG Pipe is 


—made from top-quality steel 


—pre-heated, formed and welded under close 
control 





—descaled to provide a smooth finish 
—sized and straightened to give uniformity 
—rigidly tested and inspected to assure top-quality 


A top-quality product like SPpANG CW saves 
installation time—saves on construction 
costs, too. Let SpAnG CW Steel Pipe help 
you make top-quality installations. Your local 
SpanG Distributor will be glad to serve you. 


SPANG-CHALFANT 4717: 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Two Gateway Center, Pittsburgh, 
Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis 


STEEL PIPE 





Radiant heating system, Plainview, Texas 
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the right dresser for 


EVERY WHEEL 





Only Desmond can furnish you with the correct dresser for each 
type grinding wheel. Some are shown above, left to right: 

For large coarse wheels—the Desmond Heavy Duty, in two sizes. 

For abrasive belts and drums—the Desmond Beltbrasive, in three 
sizes. 

For general utility—the Desmond Huntington, in three sizes. 

For precision work—Desmond diamond hand tools. 

For fine work—Desmond Ball Bearing Precision, which does the 
work of diamonds in many applications. 

Also—Desmond Hex, Desmond Rearwin, Desmond Sherman, 
Desmond Diamo-Carbo, Desmond diamond nibs for all makes 
of grinders, Desmond Crackerjack—and special dressers and 
cutters for unusual applications. 

Write for new Desmond Dresser Catalog, and name of your 
nearest Industrial Distributor. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAM MFG. URBANA, OHIO 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 
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The Outlook 


for Businesss 
(Starts on page 118) 





year in its history. Shipments this 
year will run about $875 million, 
one-third more than in 1955. Back- 
logs on the books of machine tool 
builders still represent seven months 
of activity at peak production rates. 
Shipments in 1957 should run at 
least 10°@ above the figure for 1956. 
Che McGraw-Hill new orders index 
of metalworking machinery points 
to a better year ahead; new orders 
have been running about 20% above 
a year ago. 


5. Automobiles 


(he automobile industry turned 
out 7 million cars and trucks in 
1956—about 5.9 million passenger 
cars and 1.1 million trucks. In 1957, 
output of cars and trucks is expected 
to be near 8.0 million units—6.8 
million cars and 1.15 million trucks. 
Based on early returns on consum 
ers’ purchases of 1957 models, a 
good gain in output and sales of 
passenger cars seems likely for the 
year ahead. 
trial production and distribution, 
truck production and sales should 
run a bit higher next year. Output 
and sales of both heavy and light 
trucks is expected to improve in 
1957. Highway contractors will be 
an important source of higher de- 
mand for heavy trucks. And farm- 
ers, with increased incomes, should 
be a fruitful market for light trucks 

1957. 


With increased indus- 


6. Auto parts 


\uto parts producers had a poor 
year in 1954, a peak year in 1955, 
a poor year this year and now look 
forward to another good year in 
1957. Output of auto and truck 
parts fell 20% in 1956. A 10% in 
crease is in the cards for 1957. How- 
ever, it will be another year of real 
competition between the major auto 
companies pushing their own parts 
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This Button 
Means More Profits for You 





SKIL Corporation 
You'll see this button in 1957 on the 5033 Elston Avenue 
: . . "Er F Chicago 30, Illinois 
Wi suit coat of a SKIL salesman. It is your > 
lease rush me < 


opportunity to boost your profits. 
But, you don’t have to wait. Write 


iy for complete facts about the new SKIL Profit Plan. 











increase your protits 


with these ow 4d 
RAWL PRODUCTS 


When you make money — we make it too... 
These latest additions to our line, we believe, enable 
you and your salesmen to get more sales dollar vol- 


ume out of more anchoring sales opportunities . . . 


RAWL DRILL- HAMMER 






NOMICALLY, INTO A DEPENDABLE, FAST, 
b> POWER HAMMER. MORE THAN DOUBLES 
THE VALUE OF YOUR 4” ELECTRIC DRILL. 
Drill quickly into softest or hardest ma- 
sonry or stone with inexpensive Rawidrills. 
Saves money — eliminates necessity for 
using expensive carbide-tipped drills. 
Automatic clutch starts or stops action 
automatically when the drill point touches 
or is taken away from work. ‘“‘Light’’, ‘‘medium" or “heavy” blows 
are selected by turning the collar. RAWLDRILLS TO FIT. 


RAWL RAWL 
CALK-IN SCRU-LEAD 


Improved machine screw an- 
chor. Sleeve is precision-cast 
of an exclusive Rawi lead al- 
loy, especially developed for 
masenry anchors. It's jus! 
soft enough for easy, com- 
plete caulking and hard 
enough for tremendous hold- 
ing power. Sizes up to %". 


out speeds up anchoring time 
because screws can be inserted 
quickly. Use for either wood 
screws or sheet metal screws. 





Write for free new dimensional wall chart and catalog. 





CONVERTS AN ELECTRIC DRILL, ECO- 


The most holding power possi- 
ble with any lead screw anchor. 
Exclusive Rawl lead alloy used 
for easy installation and huge 
holding power. The top flare 





a 


RAWL-TAPERS 







—_——=— 


RAWLPLUGS 


THE 
veces! RAWLPLUG Co., Inc. 


Box 406K, New Rochelle, N. Y. 


RAWL RAWL 
LAG SCREW CARBIDE 
SHIELDS = DRILLS 





RAWL HAMMER-SETS 











\ ANCHOR 











RAWL-DRIVES RAWL-ANCHORS 


RAWLORILLS 
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ind the independent parts manu 
facturers. 


7. Railroad equipment 


Railroad equipment production 
rose sharply in 1956. Despite a 
shortage of steel, manufacturers of 
railroad equipment increased their 
output 40% above 1955. Although 
new orders have not kept pace with 
production, the freight car backlog 
is still close to 100,000 units. In 
1957, freight car shipments are ex 
pected to average about 6,500 units 
per month, compared with 5,000 
units per month this year. 


8. Aircraft and parts 


\ircraft and parts manufacturing 
industry increased output 15% dur 
ing 1956. Both federal and private 
spending on new aircraft and missile 
programs will be up sharply in 1957, 
so the outlook continues bright for 
this industry. ‘The threat of the 
Middle East situation may mean an 
idditional speed-up of federal pro 
grams. It looks like another gain of 
15% in output for the aircraft and 
parts industry in 1957. 


9. Construction machinery 


Construction machinery manu 
facturers are in for another big year 
in 1957. Shipments should run at 
least 10% above 1956. This year 
was one of the best on record for 
onstruction machinery producers 
despite a 3% decline in the physical 
volume of new construction. New 
orders for construction machinery in 
1956 ran close to 20% ahead of 
orders in 1955. The increase in the 
highway program alone should mean 
a much greater volume of earthmoy 


ing equipment sales in 1957. 


10. Farm machinery 


Farm machinery output in 1956 
s down 7% from the 1955 level. 
Ihe farmer should do a lot better 
next vear. Net farm income is ex 
pected to be up about 5%, becaus¢ 
farm prices are due to be several 
percent higher than this year. Deal 
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for. 


an There are good reasons why so many NYB&P Distributors have represented this company 
tO continuously for two and three generations. They can be summed up in these five words: 


TU 


nd 


Propucts: Some—like the popular Gilmer “Timing”® Belt drive and the cord carcass 
hose constructions—can be obtained from no other manufacturer. Others have special 
“plus” features that permit the distributor's salesmen to sell... not just make quotations! 

NYB&P’s Power Transmission line is the most complete and most versatile obtainable from 
Y any manufacturer of industrial rubber products. 


1 

2a bo 

at OLICY: The most desirable ALL-For-Tue-Distrisutor sales policy obtainable ...one 

at that is attracting industrial rubber distributors everywhere to the NYB&P franchise. 

for p ° 

CTS ROMOTION: A unique combination of extensive trade paper advertising, award- 

cal winning direct mail advertising, colorful catalogs, engineering handbooks, demonstration 

CW kits, accurate engineering calculators, tasteful calendars, prestige-creating customer sem- 
inars and other sales tools to make selling easier for NYB&P Distributors. 

in g 


of 


he PERSONNEL: The most extensive staff of factory-trained field engineers is available to 


assist on difficult product applications— particularly those involving unique constructions 








os which help overcome price competition. 
These all help to lift the NYB&P line above price competition 
PR R 0) b [ TS: permit the NYB&P Distributor to realize more profits from his 
s sales efforts. 
56 
el. 
ter 
ex 
Isc 
tal 
al _/ America’s Oldest Manufacturer of Industrial Rubber Products 
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A boon to the “fix-it-yourself’’ 
plant maintenance man 









































Pulling wheels is but one 
of many uses for 


HEIN-WERNER HYDRAULIC JACKS 


Big job or little job — wherever and whenever powerful hydraulic force is 
needed, you'll find Hein-Werner Hydraulic Jacks fit the bill best. Best because 
scores of industrial users have proved, in their own plants, that Hein-Werner’s 
“Quality First” jack line is most dependable — versatile — powerful. 


Hein-Werner Hydraulic Jacks take the costly and timely effort out of lifting 
and pushing. Ideal for moving heavy machinery, pulling gears and pinions, 
bending pipe, as a power unit for presses and a wide variety of other essential 
industrial applications. And one man can 
usually perform all these jobs without 
need of a helper. 


Hein-Werner Hydraulic Jacks function 
equally well in either horizontal or verti- 
cal positions. Models of 12 tons capacity 
and larger have easy-to-use carrying and 
positioning handles. 30, 50, and 100 ton 
models have tandem pump for simplified 
two-speed operation. All Hein-Werner 
Hydraulic Jacks are factory tested at 114 
times rated capacity to assure extra safety. 


Write us for full details about the 
complete Hein-Werner jack line. 





A full line of industrial jacks is available in models 
of 12, 3, 5, 8, 12, 20, 30, 50, and 100 tons capacity, 
as well as “Push and Pull” Hydraulic Jacks of 4, 10, 
and 20 tons capacity. 













HEIN-WERNER 
MANUFACTURES AND 
SELLE MORE HYDRAULIC 


HEIN-WERNER CORPORATION 
WAUKESHA, WISCONSIN 


Hein-Werner stock listed on 
Midwest Stock Exchange since 1936 
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ers’ stocks of agricultural equipment 


are in line with present sales, so farm 
machinery output will go up if sales 
improve. ‘The outlook is for a 10% 
increase in farm equipment produc 
tion and unit sales in 1957. 


11. Office machinery 


Office machinery output increased 
substantially in 1956. Next year will 
turn out to be another big year for 
this industry. New orders for office 
equipment are 20% higher than a 
year ago. Each year big changes are 
taking place, equipmentwise, in busi 
ness offices throughout the nation. 
I'he demand is just beginning for 
new types of office machines to re 
place high-priced office workers. 


12. Instruments and controls 


Output of the instruments and 
controls industry increased rapidly 
this year. Output is up about 15% 
in 1956. New orders ran one-third 
more this year than a year ago, so 
the outlook for this industry is also 
very bright. It is expected that ship 
ments of instruments and controls 
in the year ahead will run about 
25% above 1956. 


13. Electrical apparatus 


(his year manufacturers of elec 
trical apparatus are having the best 
vear in their history. Output is up 
15% over a year ago. New business 
has been coming in faster than ship 
ments going out, so backlogs have 
continued to build up. Companies 
in this field have enough back orders 
to turn out heavy electrical equip- 
ment at an increasing rate through 
1957—and still have a big year’s out- 
put left over for 1958. Production 
of electrical apparatus may run as 
much as 10% higher next vear. 


14. Electrical appliances 


Output of major electrical appli- 
ances in 1956 has increased slightly. 
But sales have not kept pace with 
production, even though consumer 
income after taxes rose $16 billion 
this year. Next year the increase in 
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DRIP PROOF—1/20 to 3/4 HP. 
A.C., Single or Polyphase 
Send for Bulletin 1-5P1 


cr 


RIGID BASE, OPEN TYPE, PROTECTED 
1 to 400 H.P.—A.C., Single or Polyphase 
May be used in place of splash proof... 
screens available for rodent protection, 
Send for Bulletin 6-1P1 








FLANGE BRACKET (NEMA “D") 
Round, short frame—for horizontal 
or vertical operation 
Send for Bulletin 6-1P1 





SELECTIVE SPEED DRIVES 
1 to 150 H.P. 
Offering a Wide Range of Closely 
Controlled Speeds 
Send for Bulletin 11-1P1 


GEAR MOTORS—1 to 125 H.P. (parallel) 
Ye to 3 H.P. (right angle or parallel) 
A.C. or D.C., Speed to fit your need 

Send for Bulletin 4-1P31 





Your motor sales opportunities 
are greater with 


yi 



























CUSHION BASE, OPEN TYPE, 
PROTECTED—1/20 to 5 H.P. 
AC., Single or Polyphase 
Send for Bulletin 6-1P1 


TOTALLY ENCLOSED FAN COOLED 
1 to 100 H.P., A.C., Single or Polyphase 
Send for Bulletin 6-1P1 


EXPLOSION PROOF MOTORS 
2 to 100 H.P. 
UL approve! Class I, "C" and “D” 
Class ll, “E,” “F" and “G" 
Send for Bulletin 6-1P45 


FACE TYPE BRACKET (NEMA “C") 
With feet for motor ted equipment 
Send for Bulletin 6-1P1 
















Century Performance-Rating means that you can select 
precisely the right motor size, speed, frame, mounting and 
torque characteristics to fit the needs of each installation, 


Performance-Rated© 
MOTORS 
Ye to 400 H. P. 





Mail this coupon for FREE bulletins 








CENTURY ELECTRIC COMPANY 


1806 Pine St., St. Lovis 3, Mo. + Offices ond Stock Points in Principol Cities 
To CENTURY ELECTRIC COMPANY, 1806 Pine Street, St. Lovis 3, Mo 
Please send me the following bulletins: 


(fill in numbers here) 


Nome Title 
Compony 
Address 


City Zone State E 37RA 
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FAR“ WIDE 


nulela Mullet 
rol aide 2) 
less wear 







up to 96” in width... 
largest in U.S. 
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“INNERLOK"” for Industrial 
Conveyors Famed INNERLOK weave as- 
sures longer life, minimum stretch or shrink. 
Greater flexibility and light weight reduce 
power needed. 




















REG. U.S. PAT. OFF. 


















"“"SUPER-CORRUGATOR" 
for Corrugated Box Industry 
Non-peeling, minimum stretch, strong 
and flexible. Makes better board at 
lower cost. The original interwoven 
belting. 


“FINETEX” for Biscuit & 
Cracker Industry Super-fine tex- 
ture suitable for bakery and confec- 
tionary product uses. 


Known far and wide for its quality, FRANKO Solid Woven Belting 
offers consistent sales, sure profits. Wide variety of types and sizes, 1” 
to 96", means you always satisfy. Write for details and samples today. 


“Builders of Better Belting Since 1875" 


THE FRANKLIN COTTON MILL COMPANY 
1118 Central Parkway « Cincinnati 10, Ohio 
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consumer income, after taxes, should 
approximate the same amount as 
this year. ‘This means that dispos 
able income average at least 
$300 billion in 1957. Another plus 
factor in the outlook for appliance 
sales is the fact that a large number 
of consumers will finish paying off 


will 


for durable goods they purchased in 
1955. And it is unlikely that install 
ment credit will get tighter next 
year. On the negative side, appli 
ance prices will be higher in 1957 
than in 1956, and housing comple 
tions will be at least 10% lower in 
1957 than in 1956. So output and 
sales of major appliances in the year 
ahead may run slightly higher than 
in 1956. 


15. Radio and television 


Production of the radio and tele 
vision industry declined 10% from 
the 1955 level. The industry turned 
about 20 
sorted types this year, compared 


about 22 


out million units of as 


with million radios and 
television sets in 1955. Output of 
television sets may be down again 
in 1957. Portable T'V sets are be 
coming a big item, but color tele 
vision is not yet a mass production 
item. Output of auto radios in 1957 
will be up because of the increase 
in auto output, so total radio pro 
duction may not be very much dif 
ferent next year from this year’s pro 
Over-all, tele 
vision output will be down slight; 
in 1957. 


duction. radio and 


16. Petroleum 


Petroleum refiners are expecting 
The Middle 


Fast situation will mean higher re 


1 good vear in 1957. 


finery production in the U.S. next 


year. This could result in an in 
crease of as much as 5% in output 
in 1957, even though product inven 
tories at the end of this year may be 
40 million barrels higher than at the 
end of 1955. Demand for industrial 
fuels will be high, with U.S. indus 
3% -4% 


higher in the year ahead and Euro 


trial output running about 


pean countries needing large sup 
plies to keep their industry going 











Distributors 
Offered new 
Selling aid... 
"Ex-CL-Treat"! 


Heat treatment is an old story at 
Chicago-Latrobe. We have tried to 
stay ahead of the entire drill in- 
dustry in this very important and 
highly technical activity. And we’ve 
been successful at it, too—so our 
customers say. 


But we did slip in one regard. After 
perfecting the finest treatment yet 
devised—we failed to give it a 
name. So—for 1957 and the future, 
you'll see that many Chicago- 
Latrobe drills and reamers are 
called “‘Ex-CL-Treat”’. It doesn’t 
mean that the drills are different— 
it just means that C-L is giving its 
distributors one more in a long list 
of selling aids . . . a name to de- 
scribe the extra value that extra 
heat treatment produces. 


sell the drills and 
reamers with the big, 
big extra... 


"EX-CL-Treat’! 


- 


» 


-“Ex-CL-Treat’ 


J a\| | 


"Ex-CL-Treat” Drills and Reamers... 
only from 


Chicago- 
Latro 


A CHICAGO-LATROBE 


EXCLUSIVE 


Regular industrial users of Chicago- 
Latrobe Drills and Reamers have 
come to expect extra mileage from 
Chicago-Latrobe products. There are 
a lot of good reasons for this, but one 
of the foremost is the extra heat treat- 
ment that we call “Ex-CL-Treat.” 
“Ex-CL-Treat” is an exclusive with 
Chicago-Latrobe, as are these per- 
formance advantages that “Ex-CL- 
Treat” produces: 
(1) Greater lubricity for more efficient 
chip clearance. 
(2) Reduced galling that prevents load- 
ing on margins. 
(3) ~ tage reduction that lengthens tool 
life. 
(4) Added toughness that means less 
breakage 
If you have any reason whatsoever to 
question the performance of the drills 
you now use, we invite you to consult 
a Chicago-Latrobe Distributor. It is 
likely that Ex-CL-Treat can solve your 
problem. 


CHICAGO-LATROBE ¢ 427 W. Ontario St., Chicago 10, Ill. 


O 


OFFICES AND WAREHOUSES 


NEW YORK DETROIT CHICAGO . LOS ANGELES 
DOUBLE CIRCLE 
The stocks are large and the service is great from your 


TOOLS local Distributor. Call him 


FOO OO 0 OO Ee eee BP ST FT OSSESE PLES RSS EASES 660-066 6066666494666 6660600606060 666666666046 6666666860050665 06066006000 
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WT, CAMPBELL CHAIN Cxludive 


“MEASURE: MARK 


































CNEIIEIRIEEGL VWORIEIRGN” 


Chain sellers and buyers everywhere have been 
quick to recognize these advantages of new Campbell 
Measure-Mark” Chain... furnished at no extra cost! 


QUICK, EXACT | COLOR-CODED 
MEASUREMENT | IDENTIFICATION 








GREEN—Proet Cail 


Be ORANGE—Cam- Alley Steel 





Marked every 5 feet— 
pre-measured for easy handling 


and exact measurement. Color-mark on the chain instantly 


and positively identifies grade of 
chain—in or out of the container. 


INVENTORY STANDARD PACK— 
CONTROL LABELS | MARKED BY FEET 








Space provided for "Perpetual In each container, standard 
Inventory” control. Guaranteed footage by chain size—for each 
footage marked on label. grade. Standard package cost. 
Bt 
Ask your Campbell representative—or write us for full 


details on this revolutionary new chain development. CAMPBELL 


CHAIN 
AVAILABLE ONLY FROM 


CAMPBELL CHAIN Gonsang 


York, Pa. «W. Burlington, lowa « Portland, Ore. « Sacramento, Calif. 
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A bigger auto year in the U.S. means 
more vehicles on the road and, in 
turn, greater gasoline consumption. 
And European nations will be buy- 
ing gasoline from the U.S., too, in 
order to alleviate their present short 
age. Last winter was the coldest in 
the U.S. in five years, so the chances 
ire slim that the demand for home 
heating fuels will increase as much 
next year as this year. ‘The prospect 
for fewer housing completions next 
vear is another negative factor. On 
the plus side is the heavy demand 
for heating fuels from European 


importers. 


17. Paper 


Paper production in 1956 has run 
ibout 5% ahead of 1955, the pre 
vious record year for the industry 
Inventories have been built up, and 
production has been cut in the last 
few months; but the adjustment in 
paper should be relatively mild. 
Since paper output moves closel\ 
with industrial output, an increase 
of 3%-4% in industrial production 
suggests another gain of about 3% 
in paper production in 1957, 


18. Rubber 


Che rubber industry can look for 
ward to a very good year in 1957 
Rubber consumption in 1956 will 
fall below consumption of a vear 
ago by 5%. But 1955 was the peak 
year for this industry. An increase 
in output of new cars in the year 
ahead will contribute to a fair-sized 
gain in rubber tire production in 
1957. Also, the replacement tire 
market will show an increase in 
1957, as more cars are on the road 
than ever before. 


19. Lumber 


The outlook for the lumber in 
dustry is for slightly lower produc 
tion in the year ahead because ot 
increasing use of competitive ma 
terials—brick, plastics, etc. A de 
cline of 15% in housing starts led 


to this year’s drop of about 3° in 
lumber output. Since housing starts 
| probably total about 70,000 
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: 8 SAVE DIE MAKING TIME, 

. SPEED PRODUCTION 

k 1" You can depend on these Danly stops, guides and gages for effective 

Cc é control of stock in high speed stamping. The Danly Universal Auto- 

ir a matic Stop provides a completely automatic method for stopping stock 

d just prior to the piercing, shearing or blanking operation and reduces 

" necessary scrap allowance. Automatic and primary stops are available 
Die Stor in three sizes each. Rugged, easy-to-install Roller Stock Guides and 

. Guide Rails provide accurate guiding of strip and coil stock. They are 

N oom available in two sizes — one for use with small dies, the other for use 

d “a: - — with large dies. The Danly Auto Gage can be adapted to any die and 

i 2 (| operates effectively as an automatic die stop. 

Auto Gages Because of their versatility and wide adaptability, Danly Stops, Guides 
and Gages find wide application by eliminating the need for hand-made 
units . . . providing new savings in time and costs. They are available 

| from stock at leading industrial distributors and Danly Branch assembly 
plants in all major toolmaking centers. Write for your copy of our 
complete catalog of die makers’ supplies today. 

it yi ' 

Saleh |: 
DANLY MACHINE SPECIALTIES, INC. 5 oo ae ee 

d . 2100 South Laramie Avenue W\ICtT 

1 Stock Guide: Chicago 5SO, Illinois ah abe 

: ¥ 

') 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 


cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades... key- 
seat cutters ... and the famous “M-40-U” Alloy 


Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 











hat TOOL COMPANY 





YTHING IN STANDARD AND SPECIAL CUTTING TOOL 





14400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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million in 1956 and 1.05 million in 
1957), there is little chance that lum 
ber production will be higher in 


1957. 


20. Construction materials 


Construction materials industries 

cement, glass, brick and gypsum 
products—continue to break output 
records. ‘This year production of 
construction materials is averaging 
5% higher than in 1955 despite a 
3% decline in the physical volume 
of new construction. Next year the 
dollar volume of new construction 
is expected to be up about 5%. But 
the physical volume may be down 
again, even though the long-awaited 
highway program will get underway 
in 1957. This year’s growth in the 
output and use of construction ma 
terials obviously comes from the 
growing “fix-up” market. And next 
year do-it-yourself work will be even 
bigger. So there is a good chance 
for another 5% gain in production 
of construction materials. 


21. Furniture 


Production of furniture is up only 
2% this year. Output of home and 
office furniture may drop in 1957. 
Next year housing completions may 
be at the lowest point in the past 
five years. ‘This should be a more 
important factor in home furniture 
production trends than the fact that 
the average house is getting bigger 
each year. Contract awards for com 
mercial construction—ofhices and 
stores—have been holding up pretty 
well in recent months, but the out 
look for this sector of construction 
is not good. Indications are that 
demand for new stores and for new 
office buildings has passed the peak 
and may be tapering off. All this 
adds up to a drop in furniture out 
put in 1957 of about 3%. 


22. Textiles 


Production of textile mill prod 
ucts declined 3% in 1956. Demand 
for textiles from both the industrial 
ind consumer sectors of the econ 
omy was off this year. ‘The biggest 


fewer next year than this year (1.12 
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industrial user of textiles is the auto 
industry, and its business was down 
substantially in 1956. ‘The number 
of home completions is relatively 
low this year, so demand for textile 
furnishings has been off. The only 
major area in which textiles did not 
decline in 1956 is apparel, where 
the output rate held even with 1955. 
l'extiles should register a slight im 
provement in 1957, since demand 
will be stronger from both the in 
dustrial and consumer sectors. As a 
leading indicator of better things to 
come in this industry, prices of tex 
tiles have firmed up in the last 
month or so 


23. Apparel 


\pparel production ran at the 
same rate in 1956 as in 1955. Dollar 
volume of apparel sales went up as 
consumer incomes rose. Since con 
sumer income after taxes is expected 
to go up about the same amount 
next year as this year, we can expect 
some further increase in consumer 
spending on apparel. However, retail 
ers are buying apparel only according 
to day-to-day demand. And demand 
in 1957 will be up about 14%, in line 
with population growth. Thus ap 
parel production next year will range 
from the same as this year to slightly 
higher. 


24. Foods and beverages 


Output of processed foods and 
beverages in 1956 ran about 3% 
higher than in 1955. Next year the 
outlook is for an increase in pro 
duction of approximately the same 
size. Factors which point up an 
other gain in food and _ beverage 
production for the year ahead are 
increased population, increased dis 
posable income per capita and a 
marked trend in increased process 
ing of foods. 





DRESS-UP DIAPERS 


Cotton diapers will be printed with 
rosebuds, plaids and other patterns this 
year, soys Textile World, McGraw-Hill 
publication. And along with the trend 
toward dress-up diapers, printed and 


colored crib sheets are on the upswing. 

















INDUSTRIAL DISTRIBUTION © FEBRUARY, 1957 





SEND NOW FOR YOUR FREE OFFICIAL GUIDE 


to Profits through New QD Industry Standards 






Includes— 
e Dimensions, weights of 


wey ba.) ba 739 QD Sheave Sizes, 


: 3.4” to 70’ Diameters 


QD SHEAVE I] © Full Specifications of 
QD Hubs, Bores, Keyways 







GUIDE e Interchangeable QD 


Hub, Sheave Combinations 








e Installation Instructions 





e Bolt-Tightening Ratings 
e Illustrations Throughout 





Send this coupon now for your copy of FORT WORTH’s new 
Standardized QD Sheave Specification Guide with specifications 
of 739 stock sizes of FORT WORTH QD Sheaves, all meeting 
standard tolerances of V-belt drive industry associations. Dis- 
tributors of these new FORT WORTH Standardized QD Sheaves 
sell new, money-saving benefits. Complete interchangeability 


of QD products from various manufacturers means plants can 
standardize on the popular QD sheave design without fear of 
interruption of supply A customer can safely operate with a 
lower inventory of QD “spares,” with greater flexibility . . . less 
maintenance and down-time. In addition to these and more 
advantages of this new standardization, FORT WORTH pro- 
vides exclusive product quality features and rapid service to 
vigorous FORT WORTH distributors across the nation 


SEND ME THE FORT WORTH STANDARDIZED QD SHEAVE SPECIFICATION GUIDE 


b Name Title 
| Company: 


. Address: 
E Mail to Fort Worth Steel & Machinery Co., Dept. 11, P.0. Box 1038, Fort Worth, Tex 


L.. Fort Wo RTH=<-=— 
STEEL AND MACHINERY COMPANY 
Warchouse Stocks in « Fort Worth « Jersey City « Memphis ¢ Atlanta « Chicago 


St. Louis @¢ Kansas City ¢ Shreveport « Houston « Oklahoma City ¢ Denver 
Los Angeles @ San Francisco ¢ Portland 


Sr. 




















A MESSAGE TO AMERICAN INDUSTRY © ONE OF A SPECIAL SERIES 


Financial Aid 


to Higher Education 


A Fine Start, 


This editorial has two purposes. The first 
is to salute American business for the fine 
start it has made in helping to relieve the 
financial plight of our colleges and univer- 
sities. The second purpose is to stress the 
importance of having business provide 


more financial aid, and soon. 


How Business Helps 
Higher Education 


Business contributions to higher educa- 
tion doubled between 1950 and 1955. 
They jumped from $40 million to $80 million. 
Preliminary figures indicate they will be even 
higher this year. 

Susiness firms have also shown a lot of in- 
genuity in devising different ways of making 
their contributions. The methods range from a 
matching of an employee’s contribution to his 
particular alma mater to wide diffusion of the 
money through state and regional money-raising 
associations of colleges and universities. Thanks 
to this ingenuity, business firms now have a wide 
choice of ways by which to give effective aid. 
The way most appreciated by college adminis- 
trators is the making of gifts unrestricted as to 


the purpose for which the money is used. 


ut... 


Imposing as it is, however, what busi- 
ness has done thus far is only a good start. 
Only a tiny fraction of the total number of busi- 
ness firms in the country are giving direct finan- 
cial help to our colleges and universities; and 
this fraction includes fewer than half of the hun- 
dred largest corporations in the country. Also, 
the amount of financial help being provided by 
business constitutes only a very small fraction 


of what is needed. 


Why Colleges Need More Aid 


Right now our privately endowed col- 
leges and universities need about $350 
million more in operating income a year 
than they are receiving to enable them to 
pay decent faculty salaries and be in toler- 
ably good working order otherwise. The 
reasons, including a severe decline in the pur- 
chasing power of their endowment income be- 
cause of price inflation, have been dealt with in 
the previous editorials in this series. 

In addition, these institutions, together with 
the tax-supported schools, are faced with a tre- 
mendous increase in enrollment over the years 
ahead. With both a rapidly increasing popula- 


tion of young people and an increasing propor- 
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ment of 3.2 million students is expected to reach 
4.0 million by 1960, and to be doubled by 1970. 

For the next ten years our privately supported 
colleges and universities must have an average 
of about $400 million a year above what they 
can be expected to collect from tuition fees, in- 
come from endowment funds, ete. 

This figure of $400 million does not include 
what is needed for new buildings and equip- 
ment. It also does not include help for tax-sup- 
ported schools above what they get from taxes, 
fees, etc. Business has given and will continue 
io give these schools substantial aid. Indeed, al- 
most 25° of the financial help from business 
for our colleges and universities went to tax- 
supported schools in 1955. 

If aid from business met their needs for in- 
creased operating income, the privately sup- 
ported colleges and universities would be given 
a decisive lift in performing successfully their 
part in our system of higher education. They 
would still have large needs of capital equip- 
ment — buildings, dormitories, laboratories — 
but help from other sources, such as that pro- 
vided by devoted alumni, where they are well 
organized, could be expected to go far toward 
meeting these needs. Also some companies pre- 


fer to concentrate on meeting needs of this type. 


What 1% of Profits Would Do 


But do business firms have the capacity 
to fill the gap in adequate operating in- 
come for our privately endowed colleges 
and universities without putting an ex- 
cessive financial burden on themselves? 
Those who have studied this capacity care- 
fully say that the answer clearly is yes. If, 
of its profits before taxes — last year an 
estimated $43 billion — business were to 


devote 1% to helping our privately en- 





tion of them going to college, this year’s enroll- 





dowed colleges, it would take care of 
present operating needs of about $350 
million a year. And the balance of $80 
million would be a big step in meeting 
their needs for new buildings and equip- 
ment, too. 

About one half of a 1°, contribution of this 
sort would, in effect, be made by the federal gov- 
ernment. Up to a limit of 5‘, , contributions of 
this type are exempt from the federal corporate 
income tax. For corporations with incomes 
above $25,000 per year this tax is 52. 

It is clear that not all business firms are in 
shape to devote 1°. of their profits to aid to 
higher education. Even in this year of record- 
breaking prosperity, many of them will have no 
profits at all. But if business generally would 
take 1‘, of pre-tax profits as a target or bench- 
mark for financial help to our privately en- 
dowed colleges and universities these institu- 
tions would again have sturdy financial 
foundations. 

Relatively this is a very small price to pay 
(1) to insure a continuing supply of competently 
trained young men and women and (2) to but- 
tress our freedom by assuring the successful 
survival of the privately supported sector of our 


system of higher education. 





This is one of a series of editorials prepared by 
the McGraw-Hill Department of Economics to 
help increase public knowledge and under 
standing of important nationwide developments 
of particular concern to the business and pro 
fessional community served by our industrial 
and technical publications 

Permission is freely extended to neu spapers, 
groups or individuals to quote or reprint all or 


parts o} the text. 


Reucta UML 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC 
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Different + Practical + Efficient 


Weils Roto-Veyor feed unit 
shown from stock side. 






The New 
Wells Rote -Veyor 


AUTOMATIC 
BAR FEED 


DESIGN FEATURES 


@ Heavy duty construction— 
enclosed steel channel side 
rails. Welded leg sections— 
adjustable feet for leveling, 
drilled for anchoring. 


@ Manual contro! (forward- 
reverse) switch for fast, con- 
venient job set-up, or stock 
removal. 


@ All conveyor feed rollers 
are mechanically powered— 
electrically controlled. 


@ Unlimited projection 
length. 


® Automatic work vise, hy- 
draulically actuated. 


®@ Positive stock stop, hy- 
draulically operated, swings 
out of way during cutting 
operation. 


@ Extension conveyor sec- 
tions, available in 10 ft. 
multiples, powered by basic 
unit feed drive. 


Let us 








Right — Close-up 
of automatic vise 
and stock stop. 









The Wells Roto-Veyor is an entirely 
new concept in automatic bar feeds. 
Designed specifically for use with the 
Wells Model 1200 Band Saw, the 
Roto-Veyor converts it into a heavy 
duty completely automatic cut-off 
machine. 


The Roto-Veyor feed mechanism 
and stock clamping action is synchro- 
nized with the saw to provide accurate 
repetitive cutting. It improves the 
saw’s efficiency, saves time, and re- 
duces production cutting costs. 


SPECIFICATIONS 
Capacity: 
Rectangular ae Bs 
Rounds si 12%” O.D 


Maximum length of multiple cuts. . Unlimited 
Projects within 7” end of stock 


Height, floor to conveyor. 28” 
Overall height of feed unit only 46'2" 
Floor area in addition to saw. 88” x 24” 


Shipping weight, approximate 705 Ibs. 


send you complete information — write today. 
“The Ploneers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 


606 ADAMS STREET, THREE RIVERS, MICHIGAN 
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Surveying and Controlling 


Executive Time 
Starts on page 84) 





tive time survev are to allow you to 
‘tailor’ the form to vour own 
special requirements. At any given 
time, a businessman usually has, 
say, two or three major projects. 
Here are examples of the type ac 
tivity vou should consider putting 
in those blank columns 

1. Sales activities. If an impor 
tant part of your responsibility is 
direct selling, how much time are 
you actually taking with customers? 
Is that time sufficient? Is it increas 
ing or decreasing? 

2. New business. How much 
time are vou spending on a planned 
program for expanding or revitaliz 
ing customer contacts? 

3. Expense control. Do you have 
a campaign to reduce expenses? If 
so, what amount of time do vou 
need for personally supervising it? 

4. Employee relations. Are you 
about to reexamine your wage and 
salary schedules, or review vour em 
ployee benefits? What are the time 
requirements here? 

5. Long-range planning. Is this 
important activity often sidetracked 
by pressure of everyday business? If 
you are responsible for such plan 
ning in vour business, how much 
time are vou consistent], putting 
in on it? 

6. Analyzing competition. Arc 
vou setting aside a certain amount 
of time for learning what vour com 
petitor is up to in the wav of new 
prices, new products, new promo 
tion techniques? 

7. Plant modernization. Are you 
concerned with equipment replace 
ment or plant expansion? If so, are 
you still allocating sufficient time to 
other responsibilities? 

8. Reading and study. Is vou 
performance keeping up with your 
good intentions to stay abreast of 
new management, technical, and 
marketing developments? 

9. Civic activities. Red Cross, 
Community Chest, church building 
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Here's one of 
the many ways 
we help you 
sell Bristol 
Socket Screws 


*« TOP MANAGEMENT... 
your customers — see this ad in Business 
Week. 


including 


+ ENGINEERS, PLANT FOREMEN ... 
including your customers — see it in the 


technical trade press. 


HERE’S HOW BRISTOL 
BACKS DISTRIBUTORS: 


* Selling points —like the extra holding 
power of Bristol Multiple-Spline socket or 
industry-standard hex socket screws. 


* Advertising aids — national campaigns, 
hard hitting direct mail, envelope stuffers, 
copy and cut services. 


* Sales aids — window display stands, in- 
dustry shows and displays, up-to-date 
packaging, counter display racks, sales cor- 
respondence courses. 


* Information aids— publicity on new 
products, complete bulletins, price sheets 
engineering data sheets 

There are still distributorships open in 


a few territories. Write us for details. a.4.34 


THE 


BRISTOL 


COMPANY 


SOCKET SCREW DIVISION 
Waterbury 20, Conn. 





JAMES B. THOMAS holds Bristol Multiple-Spline socket set screws used in Roto-Rooter. 


“Outlasts hex socket 30 to1...” 


That's the story we get on Bristol's 
famous Multiple-Spline socket, from 
James B. Thomas, Shop Superintend- 


ent for the Roto-Rooter 
Des Moines, Iowa. 


“The best we have ever achieved 
with a standard hex socket screw,” says 
Mr. Thomas, “is about 25 times of tight- 


ening and loosening before the head 


strippe -d out. But we consiste ntly exceed 


750 tightening cycles without damag- 
ing the Bristol Multiple-Spline screws 


..On this one feature alone, the Bristol 
better from a fatigue 


screw is 3000°% 
standpoint.” 


These Bristol socket screws hold cut- 


ting knives at the end of 120 feet (or 
more) of coiled-spring flexible shaft- 
ing that the exclusively franchised 
Roto-Rooter* cleaning machine snakes 
through clogged sewers. 

It’s rough service for socket screws. 
They endure the sewer's corrosive con- 
ditions, the whiplash of the spring shaft, 
and 5 to 10 tightening cycles on each 
cleaning job. 

You'll find this same capacity for 
peak performance under difficult con- 
ditions in all Bristol products—whether 
socket screws, aircraft components, in- 
struments, automatic controls or tele 


Corporation, 


metering systems. It’s a result of Bristol's 
thoughtful design and the painstaking 
care that goes into every aspect of 
Bristol's manufacturing. 

Bristol’s socket screw produc ts—the 
most complete line on the market —are 
sold through leading industrial distribu- 
tors. And, our engineers will be glad to 
discuss with you the application of any 
Bristol product. Write: The Bristol 
Company, 164 Bristol Road, Waterbury 
20, Conn. 





SET SCREWS on Roto-Rooter* fans chuck 


must withstand 5 to 10 bladk res dur- 
ng each cleaning operation B stol's 

Multiple Spline socket screw t hex 
socket 30 to l. thes Mark 


Precision socket screw manufacturers since 1913 


Ii 
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Bristol’s Hex Socket Screws 


O W ¥ 


“Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 


: a ™ sine Sue ' 
! i 
' ' 
“a ! . 
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New York 


Upson-Walton wood blocks not only have 
extra strength but also outstanding eye 
appeal... with clear-lacquered hardwood 
shells and contrasting green 
enameled steel parts. See 
your distributor for efficient 
service from stock. Write for 


free catalog. 


| 
| 


tackle blocks 





GET THIS EXTRA STRENGTH 
AT NO EXTRA COST! 







Usual Upson-Walton's 
Safe Working Safe Working 
load load 









3” Single. . 200 Ibs. 265 Ibs. 
3” Double . 300 Ibs. 400 Ibs. 
3” Triple . . 400 Ibs. 540 Ibs. 


4" Single. . 400 Ibs. 510 Ibs. 
4” Double . 550 Ibs. 730 Ibs. 
4" Triple . . 700 Ibs. 925 Ibs. 


5" Single. . 500 Ibs. 675 Ibs. 
5" Double . 750 Ibs. 1000 Ibs. 
5" Triple . .1000 Ibs. 1325 Ibs. 


6” Single. .1000 Ibs. 1320 Ibs. 
6” Double .1500 Ibs. 1900 Ibs. 
6" Triple . . 2000 Ibs. 2640 Ibs. 


7” Single. .1500 Ibs. 1700 Ibs. 
7" Double .2000 Ibs. 2575 Ibs. 
7” Triple . .2500 Ibs. 3000 Ibs. 


8” Single. .1700 Ibs. 2200 Ibs. 
8” Double .2450 Ibs. 2850 Ibs. 
8" Triple . .3200 Ibs. 3500 Ibs. 


10” Single. . 2600 Ibs. 2750 Ibs. 
10” Double .3400 Ibs. 3650 Ibs. 
10” Triple . .4200 Ibs. 4900 Ibs. 


12” Single. .3000 Ibs. 3000 Ibs. 
12” Double .3750 Ibs. 4600 Ibs. 
12” Triple . .4500 Ibs. 5400 Ibs. 





































THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE 
Chicago ° 


e CLEVELAND 11, OHIO 
Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S LONG EXPERIENCE—ESTABLISHED 1871 
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fund, and so on, are part of the job. 
\re you giving them a fair propor- 
tion of your time? 


“Notes and Memos” 


You can use this space to de- 
scribe in a few words your major 
uses of time during the day. Note 
the names of the principal people 
you saw or talked to by telephone, 
the meetings you attended, the im- 
portant reports you had to read or 
write. A few key words can bring 
back the highlights of the entire 
situation. Here are half a dozen 
examples of short, informative 
notes: Read Black’s report on Hen 
derson Co.; Interviewed Jones 
sales applicant—negative; Luncheon 

Chamber of Commerce; CPA re 
monthly statement; Desk detail, 
ind correspondence; Long distance 
phone—Burns, Phila. 

This column actually serves two 
purposes: First, it gives you a run 
ning record of how you spend your 
time each day. Second, and even 
more important, it identifies the 
people and kinds of activities taking 
the largest part of your time. With 
such information you can intelli- 
gently evaluate past time alloca- 
tions and plan for the future. 


Getting Results 


It should take you only a few 
minutes each day to keep your 
personal time survey. However, 
there are a few rules that must be 
followed if you are to complete it 
with minimum effort and maximum 
accuracy. 

1. Do it now. Start your own 
time survey today. It is a real mis 
take to wait until some special series 
of circumstances occurs. You ought 
to know your normal time habits, 
not the extraordinary ones. 

2. Record time as each event oc- 
curs. Put down your time-use im- 
mediately after each activity. Do 
not fool yourself that you can take 
a few minutes at the end of each 
day and reconstruct what happened. 
Unless you have been doing only 
one or two things all day, that is 
impossible. If you miss a few hours, 
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Steam Hose was being replaced every six months 
at Bonner Packing Company in California. The 
Thermoid Distributor, backed by Personalized 
Service from Thermoid’s engineering, production 
and sales staffs, sold the packer Powerflex Wire 
Braid Steam Hose. It’s still on the job nearly two 


years later . . . shows no need for replacement 
. and the Thermoid Distributor has won a 
steady customer! 


There are many difficult applications for Hose, 
Belts and Friction Materials in your area. You can 
sell these “problem accounts’”—and the easy 
ones, too—more quickly with the aid of Thermoid 
Personalized Service. Get the facts now! 


A Thermoid Distributor 
» . became a “hero” here 


4 ~ 
e --4 


ae. 


- 





Thermoid Multi-V Belts Thermoia Conveyor Belting Thermoid Brake Blocks, Clutch Facings 








Your best source for 





special cutting tools 
—just send us the specs 


we do all the work 









ee 

















Immediate action on all requests 
— better service for your customers 


—results in more profits for you 


Do it the easy way...order from SPIRAL 








Whether you need cutting tools made to your specifications, 
or you need tools custom-designed to fit a specific job, 
your best source is Spiral. We specialize in ‘‘specials,’’ fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! 


SPIRAL 


STEP TOOL COMPANY 
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Designers and Manufacturers of 
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or even a whole day, record that in 
the “unaccountable time” column, 
but try not to let that happen. 

3. Keep your time record with 
you. To make sure you maintain 
your time survey properly, always 
have it handy. Keep it on your desk 
when you are in the office, in your 
pocket when you are away from the 
office. 

4. Follow the survey for 12 weeks. 

[he minimum period you should 
consider for your personal time sur 
vey is 12 weeks. Only during that 
length of time will you have cov 
ered enough changing circumstances 
to make your findings significant. 
Continue it longer, of course, if you 
feel it desirable to do You 
might well want to keep it going 
on a year-round basis. 

5. Adjust your personalized classi- 
fications. Use the blank columns 
on the record to accumulate infor- 
mation that is really useful. Say, 
for example, you start out with the 
headings: Expense Control, Person- 
nel Program, and New Business. 
Then a month later you land a 
major new customer. Obviously, 
you are going to spend a good deal 
of time in getting that new account 
started; so the thing to do is change 
the “New Business” heading to the 
name of the new account. At some 
point, however, you are going to 
have to taper off the amount of 
time you spend on the new account 
or the rest of your business will 
suffer. You had better know the 
facts, time-wise, so as to keep the 


SO. 


situation in balance. 

6. Study your time survey and 
act on the facts. At the end of 
each week take a good look at your 
survev. It may confirm certain 
things you already have suspected, 
and will tell you some 


or it may 


entirely new things. For instance 
Are you devoting the same time to 
1 $20,000-a-vear customer as you are 


\re 
putting 


to a $50,000-a-year customer? 


valuable hours wasted by 
too much time into meetings and 
conferences? Do you keep your 


subordinates waiting excessively, o1 


arbitrarily interrupt them, or un 
necessarily shift them from one 
project to another? (Remember, 
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DISTRIBUTORS: ‘‘CASH IN'’ ON DEMANDS FOR THIS HIGH QUALITY LINE 


— VelC OVO!DCCT 


Ideal’s traditionally fine quality craftsmanship and latest manufacturing 
techniques combine to bring you an unequalled standard of excellence 
in live centers. Designed to give “custom” results from standard models, 
the IDEAL line is guaranteed to match, or exceed your customer's crit- 
ical job specifications. Easy to order, easy to stock — the broad selection 
of GOLD BAND sizes and models means that “specials” are seldom re- 
quired. 99 out of 100 times most orders can be filled right from your 
stocking inventory. Investigate this opportunity today, and you'll be 
making profits with nationally advertised Ideal GOLD BAND Live 
Centers tomorrow! 


A COMPLETE LINE 4FOR EVERY NEED... . SPECIALS Too! 
) ) 
) 
4 f 
"4 
UNIVERSAL MULTI DUTY HEAVY DUTY PIPE F NT 
Super Genera! duty en For extra For cylin- 
accurate model rugged dre 
mode! — operations , hurning 


Complete catalog data and IDEAL INDUSTRIES, Inc. 





specifications, as well as 1000-B PARK AVENUE 
available territories and 
terms. SYCAMORE, ILLINOIS 





Sold Only Through the Nation's Leading Industrial Distributors 
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Every sales and profit making factor is working for you when 
you sell Atlantic flexible metal hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 








Flexible metal hose in all workable metals — \” 
=— 36” I.D. with standard or special couplings. 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN ST., NEW YORK 34 
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their time is money, too; not as 
high-priced as yours, perhaps, but 
costly just the same.) Are you 
spending too much time on rou 
tine? As a manager, your responsi 
bility is to plan and supervise. Un 
less more than half your time is 
spent on those functions, you 
should take immediate steps to dele 
gate part of the routine work 


Budget Time Like Money 


Using the facts brought out 
through your personal time survey, 
you can budget your time in the 
future—much as you budget money. 
It is wise to budget time this same 
way, because a time-budget, like a 
money-budget, can reduce waste 
and frustration, develop better bal- 
ance, and increase profits. You 
must have facts about how your 
money is being spent now, before 
you can determine better applica- 
tions for it in the future. Just so, 
you must know where your working 
hours are going now, before you can 
plan for their improved use in the 
future. A careful survey will provide 
a sound basis for effective control. 





Can You Handle 
A Price Change? 


(Starts on page 91) 





tage of the supplier's extra deduc- 
tion for bolts ordered in 15,000 
quantities, Mr. Priefert arrived at a 
new price actually lower than the 
old. 

It happened that one of Mr. 
Priefert’s customers used hex. nuts 
with a square head bolt, so that it 
was immaterial whether the bolts 
came in the same package with the 
nuts. 

Studying the schedule with this 
customer's requirements in mind, 
Mr. Priefert discovered that, if the 
bolts and nuts were ordered sepa- 
rately in certain quantities, he could 
sell to a customer for actually less 
than the old price. 

A look at the memo on page 91 
he prepared for this customer shows 
how he did it. It can be seen that 
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Be a lOO” 
Butterfield Distributor 


Feature the 100% complete line 
that’s 100% completely inspected 
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Warehouses All Over Industrial U.S.A. — connected by TWX for prompt deliveries out-of-stock. 


Warehouses: Chicago, Cleveland, Detroit, Fort Worth, Los Angeles, New York and San Francisco 


BUTTERFIELD DIVI SION Union Twist Drill Company, Derby Line, Vermont. Butterfield offers a full 


line of Drills, Reamers, Taps, Dies, Cutters, End Mills, Hobs and Carbide Tools. 
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BARNES 


SALES ENGINEERS 
INCREASE 


DISTRIBUTOR SALES 





Each BARNES SALES ENGINEER has one big objective —to increase 
your sales of Barnes hack and band saw blades. 


Besides being a metal sawing expert, thoroughly trained at the 
factory, the BARNES SALES ENGINEER also serves in the capacity 
of a salesman, an instructor and a "merchandise advisor.” 


As an expert, he offers reliable advice on your customers’ metal 
cutting problems. 


As a salesman, he sells your customer on the advantage of buying 
Barnes blades from you. 


As an instructor, he trains your salesman either by working with indi- 
vidual salesmen on-the-job or through group sales meetings. 


As an advisor, he works closely with you to maintain inventory at 
the proper level. He assists you with display material and other 
sales aids; and readily keeps you informed of new sales promotion 
material and techniques. 


Your BARNES SALES ENGINEER is a vital part of Barnes’ services, 
rendering a valuable service to you—AND to your customers. For 
every Barnes distributor, there isa BARNES SALES ENGINEER espe- 
cially designated to give him complete assistance. Like every 
Barnes hack and band saw blade, you can depend on a BARNES 
SALES ENGINEER. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


when cutting 






counts <B> count on Barnes 


Birdos 
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buying bolts in 30-case lots without 
the nuts results in a unit price lower 
than the old price. Simple as Mr. 
Priefert’s memo looks, it is the re 
sult of painstaking reading and 
analysis of a complex schedule rife 
with exceptions and extras 

l’‘o make such an analysis, a sales 
man must possess (a) a complete 
familiarity with the pricing structure 
of his line, and (b) a complete 
familiarity with the requirements 
and specifications of his customer. 





Western Michigan 
Trains Students 


(Starts on page 102 





courses and general studies courses 
for both men and women. Women 
are also enrolled in the Industrial 
Technology Department, which in- 
cludes a course for airline hostesses. 

There is university housing for 
married students. 

Students have a full program of 
extra-curricular and social activities 
to choose from, including publica- 
tions, volunteer student groups, na- 
tional fraternities and sororities and 
college-sponsored entertainment and 


sports events. 


Cost Is $900 Per Year 


Total cost per year for non-resi- 
dents of Michigan is $900, including 
board and room, tuition, fees and 
books. Residents of Michigan pay 
$805. 

Scholarships and loan funds are 
available for qualified students. Part- 
time work both on and off-campus is 
available to defray expenses. 

Full information may be obtained 
by writing to Clavton J. Maus, Re 
gistrar, Western Michigan College, 
Kalamazoo, Mich 

Kalamazoo is a city of 60,000 
people midway between Detroit and 
Chicago in southwestern Michigan. 
Western 
other colleges, Kalamazoo and Naz 


Besides Michigan, two 


areth, are located here. The citv’s 
industry is diversified, and includes 
papermaking, chemicals, mint refin- 
ing and various industrial and con 
sumer products plants. 












































For Greater Safety 
and Longer Life... 


4 ss 5) . 


H & A “Blue Heart’ Manila Rope is made under a manufac- 
turing process that imparts these two essential characteristics— 


1. Great tensile strength—assurance of an extra margin of 
safety and longer service. 

2. “Live Action” that gives H & A rope a feel of quality, 
greater flexibility, freedom from kinking and much more 
ease of handling on the job. 


H & A “Blue Heart” is expertly formed and laid with carefully 
controlled tensions to assure perfectly balanced construction. 
The use of an exclusive H & A research proved lubricant mini- 





mizes internal friction and wear. . . . So stock the rope that’s 

known for quality, measure-marked for convenience and pack- FREE! 

aged for easy storage and dispensing. H & A “Red Heart”’ Sisal e Write for 

% “ he ae f Aten tnd 3 idely d your free copy of this 

rope has the same reputation for quality and is widely use big new book, MH & A 

where the rope requirement is less severe. “Ropelore."’ Full of in- 
formation on knots 
splicing, manufacture, 

Full Line Cordage Service use and care of rope 


For cordage requirements make Hooven & Allison your one- 
stop source of supply. H & A Jute, Sisal and Hemp Twines, 
Nylon Rope and Oakum and Jute Packings, packaged for easy 
handling, are available in sizes and put-ups to fit all require- 
ments. Buy these H & A Products, and you Buy the Finest! 


The HOOVEN & ALLISON Company + Xenia, Ohio 


Branches: Kansas City, Omaha, Minneapolis 


Spinners of 
Fine Cordage 
Since 1869 
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when you handle the complete line of 


GLOBE BELTING 


212 


YOU CAN TAP ADDITIONAL MARKETS 


the most COMPLETE line of 
the RIGHT belting for ANY job! 


The many belting needs that come within the wide range of the 
Globe belting line will help stimulate your sales . . . provide a 
more complete service for customers . . . increase your profits. 
The long lasting qualities, dependability and economy of service 
make Globe a really profitable line for the distributor. 


SOLID WOVEN WHITE COTTON BELTING 

STITCHED CANVAS BELTING 

PLASTIC AND CELLULOSE COATED 
BELTING 

ENDLESS WOVEN BELTS, COTTON OR 
NYLON 

KANRY-TEX BELTING 

WHITE, BLACK OR BROWN NEOPRENE 
RUBBER BELTING 

WEBBINGS 


the GLOBE line includes 


YOUR FINEST PROSPECTS INCLUDE... 


Flour Mills Textile Mills 

Bokeries Grain Elevators 

Canneries Biscuit and Cracker Plants 

Cereal Mills High Speed Too! Shops 

Food Handling Machinery Manufacturers of Packaging 
Monvfacturers Machinery 


Woodworking Shops 
Printing Plants 
Candy Manufacturers 


Automotive and Aviation 
Industries 


Write for details — DEPT. D 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET. e BUFFALO 6, NEW YORK 


Y KNOWN FOR QUALITY THE WORLD OVER 
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Book Reviews 


COMMON SENSE IN BUSI 
NESS, by ]. Seton Gray, McGraw- 
Hill Book Co., 330 W. 42 St., New 
York, N. Y., $3.50—This 136-page 
“Digest of Management Practices” 
by the head of Fuller Mfg. Co. at- 
tempts to cover the whole gamut of 
business problems in brief, readable 
form. Brevity is achieved at the 
expense of adequate treatment, if 
vou are looking for help in solving 
a specific problem. However, the 
book is good for acquiring a broad 
perspective of business operation, 
and probably would be useful read- 
ing for management trainees and 
younger salesmen. For the mature 
executive, the best sections are 
those dealing with communication. 
[his is covered at some length in 
the chapter on management proc 
esses. Other chapters cover finance, 
selling, engineering and develop 
ment, operations and costs. ‘The 
author made a name for himself by 
taking a bankrupt company out of 
the woods and building it into a 
prosperous manufacturing  enter- 
prise. The book outlines the prin- 
ciples that guided his actions. WNP 


EQUITY CAPITAL FOR SMALL 
BUSINESS CORPORATIONS, 
Investment Bankers Association of 
America, 425 13th St., N.W., Wash- 
ington 4, D. C., 25c—This is an 18- 
page brochure describing types of 
stock issues that a small firm can 
use, advantages of outside equity 
capital, sources of capital and meth- 
ods of obtaining it. Not very com- 
plete or detailed, but of some value 
as a memorandum for further in- 
vestigation by those interested. 


ROLE OF AIR FREIGHT IN 
PHYSICAL DISTRIBUTION by 
Howard T. Lewis, James W. Culli- 
ton and Jack D. Steele, Division of 
Research, Graduate School of Busi- 
ness Administration, Harvard Uni- 
versity, $2.50—This is a concise yet 
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Vette. CARBIDE INSERT 



































Embody...Convenience, Economy 
Simplicity and Strength 


STYLE SR 

(opposite Hand SL) . ; 
Rati canes) Usdeh. based on these superior features: 
Armide and other carbide 


“throw-away” inserts. 








@ IMPROVED CLAMPING METHOD—speeds indexing 
of Inserts. 


@ REPLACEABLE SEAT of Hardened Tool Steel — protects 
shank and provides flat base to prevent damage 
to inserts as they are clamped in position. 


@ SHANK of Heat Treated Alloy Steel—gives extra 
strength and rigidity. 


A slight turn of a single screw permits rapid indexing 
of the ARMIDE insert—reducing down time to a min- 
imum. 

The use of ArMipE “throw away” inserts provides 
the economy of multiedged inserts— triangular inserts 
have six, square inserts eight cutting edges. These are 
available in Utility or Precision finish and in three 
grades of ARMIDE: 350, 370 or 883. 

Protection to the shank is given by the replaceable 
tool steel seat which prevents wear and damage to the 
shank and provides a flat base for the insert reducing 
the possibility of damage to the insert as it is clamped 
in place. A relief groove is ground into the seat provid- 
ing clearance when a dulled insert with “built up” 
TOOLS from your edges is turned over. 

ARMSTRONG ARMIDE Carbide Insert Tool Holders 
are furnished in two styles and three sizes. Complete 
Write for data on these tools is given in Bulletin CIT, mailed 


on request. 
catalog 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People”’ 
5205 W. ARMSTRONG AVENUE CHICAGO 30, ILL. 
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For 
Distributors Only! 


LOWEST PRICES ON 
QUALITY 


IMPORTED FASTENERS 


MEAN MORE SALES 
AND PROFITS FOR YOU 


Be competitive in price on bulk fasteners 
— and still make big profits. In- 
crease both your bulk fastener 
volume and profit per sale. 






















































STOCK DELIVERY 


Huge inventory in Chicago and Bayonne warehouses. 


TAKE SQUARE HEAD MACHINE BOLTS 
FOR EXAMPLE 
In the range of 4” thru 1” diameters we can often ship 
a truckload or more of individual popular sizes right 
from stock. Carloads can be shipped on one day notice. 
You'll be amazed at heads and threads consistently lower 
prices. Sold in full bulk case quantities only. Samples on 
request. 


Compare heads and threads 


Prices ... Watch your profits grow! heads and threads 
prices are consistently lower. 


DISTRIBUTOR PROTECTION POLICY... We sell to distributors 
only and positively will not sell to users or consumers. 


quatity ... Although you can pay more, you cannot buy 
a finer product. Produced by leading manufacturers 
abroad, pride of craftsmanship is very much apparent 
in all our fastener products. You can sell to your most 
critical customers secure in the knowledge that our fas- 
teners will meet the most rigid standards of quality. 


GUARANTEE . .. Complete satisfaction guaranteed. Return 
privileges at our expense. 


For bigger profits 
on bulk fasteners, | 
send in this cou- 
pon for our 36 
page loose leaf in- 
dexed complete 
fastener catalog. 


heads Tn 


IN 
threads inc. 






| 
' 
Name en f 
' 
Company —— : 
Address —_ : 
City Zone State : 
Phone ; 
' 


Ld 
a 





will interest 





that 
manufacturers more than distrib- 





detailed study 
utors. Case studies are presented 
showing how the use of the more ex- 
pensive form of transportation (air 
freight) can actually result in econ- 
omies for a manufacturer — by 
enabling him to eliminate heavy, 
continuing costs such as warehous 
ing. It is carefully pointed out that 
the type of warehousing involved is 
manufacturer-owned storage and 


distribution facilities, not ware- 
houses maintained by public ware 
housemen or distributors 


Whether 


selling through distributors would 


many manufacturers 


find themselves employing ait 
freight extensively (and profitably) 
is questionable. However, this form 
of transportation is growing and 
spreading so rapidly, and its form 
and possibilities developing so 
quickly, that it cannot be said with 
certainty whether or not it fits into 
an industrial manufacturer’s distri 
bution plans. 

However, a manufacturer should 
take a look into this book to ac- 
quaint himself with a clear explana- 
tion of a radically new method of 
physically moving goods. 


DACM 


HOW TO LAUNCH A NEW 
PRODUCT, Printers’ Ink Books, 
Pleasantville, N. Y., $10.00—A col 
lection of 22 articles on the subject, 
this Printers’ Ink “Portfolio for 
Planning” is directed more toward 
the consumer than the industrial 
field but contains a number of cases 
ind principles that apply universally 
in handling new product advertis- 
ing, direct mail, selling and market 
research \ check list of 146 
reminders on new-product promo- 
tion is worth some attention 





COOL CARS 


The current prediction in Detroit is 
that in less than five years air condi- 
tioning will be as prevalent as auto 
radios are today—and they're in four 
out of five cars, says American Ma- 
chinist, McGraw-Hill publication. 
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The line that measures up to every need 
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} HANDY® WYTEFACE ... pocket-size . . . for short meas- MIGHTY HANDY® WYTEFACE .... extra-rigid pocket 
" urements. 6, 8, or 10 ft. with replaceable blade. Sliding tape rule. 4” replaceable blade... 10 ft. long. Easy 
d end-hook for accurate inside and outside measurements. reading. With sliding end hook. 
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FAVORITE® WYTEFACE ... for Jong measurements 
Choice: 25, 50, 75 and 100 ft. Foot numbers in red 
at every inch. Sturdy steel case with tough cover 


LST WYTEFACE ... it’s a Level—it’s a Square—it’s a 
Tape. And it’s pocket-size! Has built-in, unbreakable level 
with easy-view bubble . .. accurate square. . . and 10 ft. 


replaceable Wyteface® tape rule. Sliding end-hook. A first choice with professional people. 
... sell themselves every inch of the way 
K & E WyTEFACE is the line that creates confidence the quality that gives them extra value. Display 
... Sells itself om sight . . . and offers a tape for every WYTEFACE Tapes prominently and sell your share. 
purpose. No wonder WYTEFACE is found in homes, 


KEUFFEL & ESSER CO. 


HOBOKEN. NJ MAKERS OF PRECISION INSTRUMENTS SINCE 1067 


workshops, plants, factories and on job sites every- = 
where. Everyone, from homeowners to production, 
maintenance and construction men, knows it has 
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Write for a Catalog and the Name of Your Nearest 


N. A. STRAND Flexible Shaft, Inc. 








The Buyer Looks 
at Business 





Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee 


New Orders Down 


on the job.--- 


The over-all optimism of pur 
chasing executives, concerning the 
r the job | business outlook for 1957, is some 
whateve what offset by a post-election lull 
in current conditions. The reports 
on December business further sub 
GRINDING stantiate last month’s tempered 
hs enthusiasm for the present business 

situation. 

However, this year-end dip has 
not dampened the general optimism 
for 1957. Some 34% of those who 
answered our special survey question 
ibout 1957 prospects say they think 
the first six months will be higher 
than the corresponding 1956 level. 
Only 5% see it lower. An even 
greater number, 42%, think the full 
year of 1957 will surpass the year 
now closing. However, 15% are less 
optimistic and predict a poorer total 
year. The remaining reporters do 
not anticipate any difference in the 
two years. In many instances, how 
ever, this bright picture is clouded 
by concern over the international 
situation, the tight money problem, 


Whether you're grinding, polishing, de- 
burring—or a vast number of other metal- 
working operations—you can be sure that 
Strand flexible shaft machines will handle 
the work easily and effectively in a mini- 
mum amount of time and with minimum 
operating expense. 






For portability and operating convenience, 
Strand machines are what you need. They 
can be taken to—and operated in—virtually 
any spot in your plant. And only the light- 
weight haniniecs is held by the operator, 
not a heavy motor. 


ee ve rena and an expected decline in construc- 
yoke mounts that enable the motor to ad- tion, particularly in the housing 
just itself. Find out about the productive field. 
Strand flexible shaft machines now. . r 
[he long-range optimistic view- 
point expressed is in conflict with 
the December figures, which show 
new orders and production decid- 
edly down and inventories up. Not 
since January, 1954, have so many 
reported a decline in the new order 
situation. Production, of course, re- 
flects this lower new order position 
and only 24% say their situation 
————————— is better, as compared to 39% 
last month. 18% report lower 
(ee cea, production, as compared to 8% in 
ene ee ne nan 


Strand Dealer Today! 


5855 W. Lawrence Avenue + Chicago, Illinois 





November. 
Inventories are up significantly, 
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MORE LIGHT 1S REFLECTED TO THE 


DOWN HERE 


EBRUARY ISSUES OF BUSINESS 


GINEERING, ELECTRIFIED INDUS 


Progress 





er gall * 


Stop paying for 


wasted light 


SWITCH TO GENERAL ELECTRIC 
REFLECTOR LAMPS, GET 
MORE LIGHT—SAVE MONEY, TOO! 


TO GET MORE LIGHT ON THE JOR... 


- OVERNIONT just 
switch to General Electri: 


Reflector Lamps in 
lamp systems. It’s 
of the wrist 
are sealed inside the | 


your hlamen: or mercury 


a3 Casy as a twist The reflectors 


ulbs where they can never 
get dirty. You get up to 78% more light on the 
work where you want it. There 8 @ size to fit 
your present system no need to buy new fixtures 
or sockets 

YOU SAVE MAINTENANCE POLLARS, TOO. You seldom 
if ever have to ch 


ean fixtures. Maintenance is re. 
duced to 


changing burnouts—and the uniform 
life of General Electric La mps makes it possible 


to change burnouts on a regular schedule 


CHOOSE From THESE FILAMENT REFLECTOR Lamps. 
General Electric's and -watt filament 
reflector lamps are available in standard or high 
voltage, and 1000-watt in standard voltage. Their 
sealed-in, pure silver reflectors never need 
cleaning 

CHOOSE From THESE mencury REFLECTOR Lamps, 
(1) The General Electric RW-1 with 

white phosphor reflector is the new- 

est, and gives you the most light at 

lowest cost in most areas. Also you 

get better, whiter light, than from any 

clear lamp. (2) The RC.1 with phos 

Phor reflector gives you extra liehr 

(only 7% less than the RW.} and 

color improvement, tox The R-1 aw.) 


has a pure silver reflector. is best for 
extremely dirty areas 

And if you’re now using 1000-watr / 
Mercury Lamps, try the new half. 
Phosphored G-E 1000-watt Merc ury 
Reflector Lamps (either RC-15 or 
RC-12). All lamps are inter: hange- 


able with comparable clear lamps acts 


Your General Electric Lamp specialist will be 
glad to help you pick the best G-E Reflector 
Lamp for your plant. Contact him now~ or 
write: General Electric Co Large Lamp Dept., 
Nela Park, Cleveland 12, Ohio 


Progress ls Que Most Important Predict 
GENERAL @® Etectaic 


WEEK, FACTORY, MILL & FACTORY, 
TRY, PURCHASING NEWS, FOUNDRY, 


a 


/s Our Most Important Product 








a a 


ee Spode © ae 


—=-* 


wh 


- 


* ae”, 


— 


+ OR Fk 





GENERAL @@ ELECTRIC 


217 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1957 








Your most profitable way 
to buy, stock and sell 
SPRING LOCK WASHERS 














(A) UNI PAK® available in units of ten 
to a metal edge box. (B) NEVERSLII’ 


spring lock washers can also be purchased in units of 
100 per box, contained in an attractive packet of ten 
boxes each of a required size. (C) No. 500 General Use 
Assortment; contains 500 NEVERSLIP spring lock 
washers, sizes 3/16” to 5/8” for over-the-counter selection 


Your customers will welcome the convenience of buy- 
ing Spring Lock Washers in new UNI PAK®. These 
sturdy, visible, space-saving paks make Neverslip 
Spring Lock Washers easier to handle on any 
job. Sell UNI PAK® because they’re the most 
up-to-date and most useful package of Spring 
Lock Washers. They’ll boost your profits by 
; ‘* boosting lock washer sales. 
@ CORPORATION @ Write for complete details, jobbers discounts and 


SAMPLES 
PHILADELPHIA STEEL ond WIRE coxroration 


PENN STREET and BELFIELD AVE PHILADELPHIA 44, PA. 


SALES OFFICES AND WAREHOUSES: NEW YORK, DETROIT, CHICAGO, CLEVELAND 


=HAE-PS357-1056 





MANA 





COLLET EQUIPMENT 
made by EXPERTS 


COLLIS Equipment fills today’s important 
production needs so well because they are 
made by men skilled in making this type 
of equipment. Supply the proper unit from 
a complete range of types, and sizes for Drill 


Sleeves and Sockets, Lathe Centers, Chuck 
Arbors, and Drill Drifts. We will handle your 
orders promptly. 


"Call Collis For Service” | 
mom THE COLLIS COMPANY sun 


Dept. A, CLINTON, IOWA 
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with 30% of our reporting members 
having more purchased materials on 
hand. Only 17% were in this posi- 
tion in November. 

Prices continue their upward 
movement—but at a reduced rate, 
and there is much evidence of in 
creased buyer resistance to price 
increases. 

Lead time on new commitments 
continues its trend toward a hand 
to-mouth basis. With a few well 
recognized shortages still evident, 
materials are generally in ample 
supply 

Employment remains high and 
steady. 


Leveling Trend 


The general price movement is 
still upward, but the leveling trend 
that started in October is again re 
flected this month. Fewer members 
report price increases than in any 
month since last June. Further- 
more, there are evidences that, in 
specific commodities where capacity 
is in excess of demand, quotations 
are being received at less than 
“established” prices. There is, ap 
parently, a growing resistance to 
price increases and a general feeling 
that, in order to avoid a squeeze 
on 1957 profits, business is going to 
have to offset higher labor and 
material costs with more efficient 
operations. 


Inventories Up 


A marked reversal of the declin- 
ing inventory trend, that has been 
prevailing for the past several 
months, appears in the December 
reports. Where only 17% reported 
inventories up in November, 30% 
indicate higher inventories this 
month. With production and new 
orders off, it is logical to expect 
that deliveries on previous commit- 
ments would temporarily build up 
inventories. 


Stable Level Reached 


The relatively small number, 
17%, reporting employment greater 
this month is about equal to those 
reporting it as less. In general, most 
purchasing executives believe that 


employment has reached a stable 











cut machine tool 
maintenance .. 














| Fibrous wiper which trapped harmful chips and a Damaged lathe way caused by fibrous wiper with Smooth unscared mill way wiped clean of chips 
brasives and scored the lathe way in photo at right metal chips and abrasives trapped in fibre section and abrasives by C,R Sirvene Way Wiper. 
) 
, 
; 
) 
[ 
new, replaceable 
NYLON FACES 
; for famous jawhead hammers =a 
| | 
7 C/R Molded Nylon Faces give longer service life than a = 
} all other tested compounds. Available as replacement |} 
faces, or in C’R Solid or Jawhead Hammers, new 
‘ C/R Molded Nylon Faces, like C/R Rawhide Faces, 
will not chip, spark, mushroom or mar surfaces. They 2/S souneer, Somane 
are resistant to oils, acids and moisture, will not for life with 4-way thrust 
t shrink or loosen in the hammer head. The new C/R ay py caperes Oe — 
Nylon Face design provides greater striking surface pb ye bry day oe 
) ‘: with a shoulder that is flush with the head casting. 
This also minimizes the danger of sparks during 
inaccurate blows. HAMMER SIRVENE 
Visio DIVISION 
Write for illustrated, detailed brochures, specifications, 
: and prices on these and other famous C/R products. 
. CHICAGO RAWHIDE MANUFACTURING COMPANY © H I CAG oO 
. 1217 Elston Avenue ¢ Chicago 22, Illinois RAWH I D > 
e Offices in 55 principal cities. See your telephone book. 
In Canada: Manufactured and Distrfbuted by Chicago Rawhide Mfg. Co. 
of Canada, Ltd., Hamilton, Ontario Other C/R Products 
C/R Shaft and End Face Seals « Sirvis-Conpor mechanical 
Export Sales: Geon International Corp., Great Neck, New York leather cups, packings, boots « C/R Non-metallic Gears 
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£8 Qu, 
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...add service life 


thor 








with c 
R WAY WIPERS 


C/R Sirvene (synthetic rubber) Way Wipers provide positive 
protection for ways, rods, rails, columns and hydraulic rams. 






Precision molded for accurate fit, C/R Way Wipers wipe ways 






clean of dirt, chips, fine abrasives, cutting compounds and 






coolants. They will not trap chips, smudge, mark or leave 






any deposit on the ways, and are resistant to oils, acids, alkalis 





and water. They have excellent flexibility and abrasion 






resistance for long service life. 














































NEW 


LEIN 


CATALOG 
FOR 
e LINEMEN 
e ELECTRICIANS 
e INDUSTRY 




















100 years ago in 1857, Mathias 
Klein opened a little forge shop in 
Chicago. Out of this has grown the 
national institution known as 
Mathias Klein & Sons. 

To dramatize this 100 years of 
service to industry, Klein has pre- 
pared a completely new catalog. 

It contains illustrations and de- 
scriptions of the wide range of pliers, 
grips, climbers, belts, safety straps— 
the tools and equipment needed by 
linemen, electricians and industry. 

A new feature is a section giving 
the dimensions of each plier—length 
of handle, length of cutting knives, 
width of head, size of point, etc. 

This Klein Catalog No. 100 will 
be of interest to linemen—electricians 
—good workmen everywhere. A copy 
should be in the hands of every pur- 
chaser of good tools. Write for yours. 


Mathias KLEIN & Sons 
 Kstabisbev 1857] hace, 8A 
OM RMICK ROA . | } N 
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level and no significant change | 
cither up or down is expected in 
the near future. 


| 30-Day Range Gains 

Last month’s reported shift to 
ward the 30-day range in buying 
production materials received fur 
ther confirmation in December 
Over of the 
reporting are now in this range- 
highest reported since May, 1955, | 
when the buying policy categories 
were separated into the present 
three components. 

On MRO items, 92% are buying 
such requirements within less than 
60 days’ lead time. 

Forward buying on capital ex 


one-third members 


penditures continues to lengthen, 
as 66% Say they now require 120 
or more days. 


Specific Commodity Changes 
There is much less reported em 
phasis on price changes this month, 
either way, than for some time, indi 
cating a much better 
supply and demand relationships 
On the up side are: Nickel, steel 
scrap, methanol, dyestuffs, paper, 


balance in 


sugar, vegetable oils, coal, fuel oil, 
rubber, asphalt, sand and abrasives 
On the down side are: Some cop 
per items, tin and lumber. 
In short supply are: Nickel, steel 
(plate, structural, shapes, pipe and 
tube), and cellophane. 





D-A-T-E-§ 
TO REMEMBER 





Mar. 23-28—American Society of 
lool Engineers, Silver Anniver 
sary Technical Meeting and Con 
vention, Shamrock Hilton Hotel, 


Houston, ‘Tex. 


Mar. 25-29—Western Metal Con 
gress & Exposition,» Pan-Pacific 
Auditorium and Ambassador Ho 
tel, Los Angeles. 

April 9-11—American Welding So 
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TO MARK 


'TRIGHT 
MARK IT 
WITH... 











Under every condition American Lumber 
Crayons give you greater legibility and 
longer wear... There’s over a century of 
experience and “know-how” in the making 
of American Lumber Crayons. 


Ask for “AMERICAN” at your favorite sup- 
plier and you get the best! 


th American Crayon company 
Sandusky, Oho New York 


AMERICAN 
LUMBER 
CRAYONS 














any 
York 












RELOCATING A MACHINE TOOL. Rig 


it, hook in a Peerless Pal, and 


drag it. The pull 
and smooth 


is 


uniform 














You have to see a Peerless 
Pal to appreciate its com- 
pactness. The ‘%4-ton unit 
is packaged in an attractive 
metal box with carrying 
handle. The container is 
also capable of holding a 
capacity - doubling snatch 
block. The ¥%-ton unit is 
only slightly larger. 


ENTIRELY NEW 
LEVER PULLER 











— positive friction brake 


holds load in any position 


Lift a load, lower a load, drag a load smoothly with the 
entirely new Peerless Pal Lever Puller. A true friction brake 
holds it safely in any position, a welded and heat-treated 
steel chain prevents it from spinning. It is so light and com- 
pact that it can be carried in the palm of the hand. Fully 
enclosed construction, too, makes it ideal for use in shops, 
on service trucks, on farms, in service stations, on the high- 
way, around boats. For complete information on the new 


Peerless Pal Lever Puller, write for a copy of Bulletin P-40. 


THE HARRINGTON COMPANY 


Plymouth Meeting 11, Pa. 





— 


TIGHTENING A GUY WIRE. Draw it POSITIONING and holding struc- 
tight. The true friction hold- tural members while welding 
ing brake will keep it exactly them together. The Peerless 
that way until splice is made Pal brake holds in any position 
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LIFTING AND LUGGING heavy parts 


wherever they may be—on the 


farm, in the shop, on the 
way, on construction sites 


high 
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DES 


PROFIT POSSIBILITIES 
eee for you! 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 


You can best satisfy your customers’ needs with Madesco 
blocks because they embody performance-features de- 
veloped through 30 years of specialized experience. Your 
basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your 
customers get blocks that assure utmost safety, top 
operating efficiency, longer block-life under the most 
exacting conditions, at competitive prices. Madesco 
Blocks in stock assure you constant repeat sales 
from satisfied customers and new sales created by 
recommendation and aggressive advertising. Write for 
illustrated catalog, today. 


HAE-MG-103,55 MADESCO TACKLE BLOCK CO., EASTON, PA. 






































PRECISION BRAND‘ 
Preferred by Machinists 


Distinguished for quality, accuracy, uniformity, straight- 
ness, etc. PRECISION BRAND dowel pins are made 
from the finest steel obtainable for this purpose. They 
are hardened and ground to +.000!"and are available 
from ’&" to I dia., %” to 6" lengths. Supplied in 0002” 
and .001" over basic sizes. PRECISION BRAND 
dowel pins are attractively packaged and also come in 
bulk quantities. SPECIAL SIZES ALSO AVAILABLE 


alse avaclatle 


SHIM STOCK © FEELER 
STOCK © GROUND FLAT STOCK ® 
MUSIC WIRE © DRILL RODS © 
ARBOR SPACERS 








PRECISION STEEL WAREHOUSE, INC. 
421 MAPLE AVENUE * DOWNERS GROVE, ILLINOIS 
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ciety, Annual Show, Convention 


Hall, Philadelphia. 


\pril 29-May 3—National Materials 
Handling Exposition, Convention 


Hall, Philadelphia. 


| May 20-23—Design Engineering 
Show, Coliseum, New York. 


May 20-23—Electronic Parts Dis- 
tributors Show, Conrad Hilton, 
Chicago. 


June 9-13—The American Society 
of Mechanical Engineers, Semi- 
Annual Meeting, Sheraton-Pal 
ace, San Francisco. 


June 18-20—Annual Triple Indus 
trial Supply Convention, San 
Francisco. 

Oct. 28-31—National Industrial 
Packaging & Handling Exposi 
tion, Convention Hall, Atlantic 
City. 

Nov. 34—Central States Industrial 
Distributors’ Association, Annual 
Convention, Edgewater Beach 
Hotel, Chicago. 


Dec. 16—The American Society of 
Mechanical Engineers, Annual 
Meeting, Statler Hotel, New 
York. 





NEW LINES 
| taken on by 
“DISTRIBUTORS 





Hills-McCanna Co. has appointed 
the following distributors: 
*McRae Engineering Ltd. 

Toronto, Canada 

* Hayes Pump & Machinery Co. 
Somerville, Mass. 

* Neptune Supplies, Inc. 

New Orleans, La. 


McJunkin Corp., Charleston, W. 
Va., has been named distribu 
tor in the Pittsburgh area by 
the Alloy Tube Division of 
The Carpenter Steel Co. 





| Ww. S. Nott Co., Minneapolis, 
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FROM FOOTE BROS. 


Qri-ount 
VARIABLE SPEED MOTORIZED DRIVE 








VARIABLE 

ADJUSTMENT 
RANGES FROM 
2:1 to 6:1 


STANDARD 
MOTOR 











Output RPM from 
712 to 2.5 Depending 
on Ratio and Speed 

Range Selected 








1 to 15 HP 





VARI-MOUNT—the new Variable Speed Motorized Drive offers infinitely 
variable speed selection, greater flexibility of operation, wide adaptability, 
easier maintenance and the sound design you expect from Foote Bros. 

With a Vari-Mount, you can use your own motor—old or new NEMA 
Standard—or, the unit can be supplie 2d with any standard motor of your 
choice. The Vari- Mount Reducer incorporates Duti-Rated Lifetime Gear- 
ing with file-hard tooth surfaces and tough, ductile cores for maximum life 
and efficiency. 

Positive handwheel control of the adjustable pulley permits pin-point 
accuracy in speed selection over the entire range. Vari- Mount Units may be 
equipped with Remote or Automatic speed selection devices if required 

Spring loaded, self-centering Variable Pulley and close-coupled in line 
design insures permanent belt alignment, smoother performance, and 
minimum overhung load on motor bearing. No thrust load is imposed on 
motor bearings at any speed or during speed changes. 

Quick belt changes made possible by the wide-open design of the Vari- 
Mount, together with easily accessible lubrication fittings make mainte- 
nance an easy matter 


3 TYPES 


HORIZONTAL or 
FOOT MOUNTED 
UNITS 








MOTOR LEFT MOTOR RIGHT 


=)a6 8 add ae 


ee Med i OUTPUT SHAFT ouTPUT SHAFT 


| . HORIZONTAL VERTICAL HORIZONTAL 
wt 
Cui aie BROS. 
this trademark pon an FC) | F B RO S. 
stands for the finest 


industrial gearing made ; Beltr Power Transmission Through Bolter Bears 


T. M. RE U. S. PAT 








Want complete detai/s?...Write for Vari-Mount Catalog today 





FOOTE BROS. GEAR AND MACHINE CORPORATION 


4561 SOUTH WESTERN BOULEVARD - CHICAGO 39, ILLINOIS 
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FOOTE 
BROS. 


gives you 
more to 





more 
chance 
or 
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ARBOR SPACERS Qs 
SHIMS and SPACING 

COLLARS « Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
001” to .125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from 1" to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, 2” x 25’ coils packaged in trans- 

parent plastic boxes, except above 

020”. Strips 12” x 12”, in cellophane. 

27 thicknesses. All thicknesses from 

001” to .032”. (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM ca 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses, .001” to .032”. 
Sheets 6” x 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
—12 thicknesses, .001” to .015”, and 
15 thicknesses, .001” to .032”. 


WRITE FOR 
Complete, Profitable 
Dealer Information 

Today! ick 


DETROIT STAMPING CO. 


DETROIT 3, MICH. | 


332 MIDLAND AVE. °@ 
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SELL TOP QUALITY 
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\llis-‘Chalmers 


Minn.,. is a new distributor for 


Resistoflex Corp. 


I'he Farquhar Machinery Co., Jack- | 


sonville, Fla., has been made | 
exclusive .distributor of The | 


Henry G. Thompson & Son 
Co. 


I'he Monnier Tool & Supply Co., 


Dayton, Ohio, has been ap 
pointed distributor for the fol 
lowing lines: 

* Brush Electronics Co 
Surfindicator ) 

* Kentrall 
hardness 

* George Scherr Optical ‘Tools Inc 


tester ) 


toolmakers’ inspection devices 
*Carl Mahr 

limit gage) 
* Karl Zeiss 

inspection devices ) 
*irnst Leitz 

microscope ) 


Industries 
the 


Group 


has added following 
distributors: 

* The Electric Service Co 

San Angelo, Tex 
transformers ) 

‘The Electric Supply of Okla 
homa, Inc. 
Oklahoma City 
control trans 


motors, and 


formers ) 


* The Terlex Co., Inc. 


Carmi, Ill. 
centrifugal pumps) 


City, has been appointed dis 
tributor by the coated abrasives 
division of Armour & Co 








NEW WOOL TRENDS 


Wool research will be increased in 
1957, with expenditures doubled in 14 
wool-producing countries and budgets 
for wool promotion substantially in 
creased, according to Textile World, 
McGraw-Hill publication. 
ideas ahead are fabrics made with 
permanent pleats, printed fabrics with 
brighter colors, shrinkproofing 
and dyeing methods. 


New wool 


new 








CHICAGO 31 








Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems. 
’ Write us today about fluxes for all metals. 


Sold thru Distributors 


Send for Catalog 


LB. ALLEN CO., INC. 


6731 Bryn Mawr Ave. 
ILLINOIS 








Johnson Tool & Supply Co., Kansas | 


1957 


Help yourself to FAST service 
from complete factory stocks 
of BRASS FITTINGS by 


SPAWN 


Flare Fittings Hose Connectors 


Compression Pipe Fittings 


Bottled Gas Trailer Fittings 





oon] [o" 





Automotive Tank Valves & Shutoffs 


Drain & Shutoff Cocks Accessories 


Needle Valves Special Fittings 


WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., INC. 


OTSEGO, 
MICHIGAN 
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— lin: 


FREE FROM CARBON RESIDUE AFTER 72 HOURS AT 300° F. ‘T'o determine carbon residue 


e under heat, researchers poured No. 49 Light and a typical competing oil into watchglasses 


was almost completely carbonized. 


and yey them to 300°F for 72 hours in a thermostatically controlled oven. Keystone 
No. 49 Light (at right) emerged without a trace of carbon residue. The competing oil (left 


| Facts to help you sell Keystone high temperature lubricants 





Keystone 49 Light outlaws oil carbon deposits . . . 
saves 66% of maintenance— 60% of oil consumed 


Here’s another report on a Keystone Specialized 
Lubricant that will increase production and 
lower costs for your customers. Use it in your 
selling, for such lubricant performance will help 
you win new customers and keep them sold. 


" On machines operating at high temperatures, 
carbon deposits are practically eliminated when 
Keystone 49 Light lubricant goes to work. 


Reason is that 49 Light resists oxidation, sludg- 
ing and breakdown—prime causes of carbon, 
friction and scoring, and costly mechanical in- 
efficiency. Severe laboratory and in-service tests 
prove that 49 Light saves up to 66% of mainte- 
nance costs and 60°; in lubricant consumption. 
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Keystone 49 Light was developed primarily 
for air compressor use. But its low carbon 
content and anti-gumming features make it a 
superior lubricant for such applications as: (1) 
ring bearings in electric motors, (2) multiple 
plate friction clutches, (3) plastic molding heat 
transfer systems, (4) drying oven conveyor 
chains, and (5) textile tenter frames. In such 
service, 49 Light has demonstrated up to 500°, 
longer usability. 


Technical Bulletin No. 51 contains complete 


information and specifications on 
Keystone 49 Light. It will pay Kerstonf 
you to review your copy now and 


be ready to answer inquiries nace wanes 
developed by Keystone trade 
journal advertising. 


SPECIALIZED 
LUBRICANTS 


KEYSTONE LUBRICATING COMPANY » 21st and Lippincott Streets * Philadelphia 32, Penna. * Established 1884 













Bio 


its versatility for industry . 
its saleability for you 


Because one 
machinist 
may prefer to 
strike work with 
a rawhide ham- 


ath PA 








mer — another 
with a softer com- 
position . . . still 





others with plastic, 
copper or babbitt, you can 
get all the business with 
BASA “replaceable fade” 
Hammers. No room for dif- 
ferences of opinion on this 
point, Mr. Distributor: The 
replaceable faces of his 
choice slip into the split 
head of a BASA Hammer 
in a flash. It’s as easy as 
changing a razor blade 
and holds like a vise. 
Stock up with BASA Ham- 
mers and refills of all 5 
mating interchangeable 
faces. Multiplies sules op- 
portunity 5 times! 






rs - 


Write for Bulletin BE-20. 


GREENE, TWEED & CO. 
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FROM THE 
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25 YEARS AGO 





INDUSTRIAL DisTRIBUTION had a fout 
point platform for distributors 
“Economize, Localize, Specialize, 
Advertise.” 


I'he Congden & Carpenter Co., 
Providence, R. I., opened a new 
building with modern equipment 
that enabled it to handle the 
same volume with 26% less man 
hours. 


Louis H. Brendel in a series of maga 
zine articles urged salesmen to use 
the “mechanical” or “dramatic” 
approach in interviews. His favor 
ite examples of such openers in 
cluded a candle burned at both 
ends to illustrate double ignition 
sparkplugs, a charred $100,000 
check to demonstrate the need 
for fireproofing, the Lord’s Prayet 
on an eight-inch printing slug to 
dramatize the precision work of 
an adding machine manufacturer 


The Geo. Worthington Co., Cleve 
land, started an advertising cam 
paign to educate hardware dealers 
on reducing the cost of doing 
business. They were urged, among 
other things, to use fewer sources 
of supply. 


Che Shadbolt & Boyd Co., Milwau 
kee, held its annual week-long 
sales clinic. 


R. D. Van Dyke, Jr., president of 
Industrial Supplies, Inc., Mem- 
phis, Tenn., was principal speaker 
at the meeting of the Tri-States 
Cottonseed Oil Mill Superintend 
ents’ Association. 


The Bureau of Standards submitted 
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It's easy 
picking 


“on 
° Huot pri’ 


TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills. 
(Drills not furnished). 
Made of steel, hammer- 
lin enameled. The con- 
venience and attractive 
prices make them sell on 
sight. Remember— 


“Huot rhymes with Do it”’ 
Write for catalog pages 


551 No. Wheeler Si. 
H UOT s e St. Poul 4, Minn. 








TRADE TY. MARK 
een 


————— 
REGISTEREO 





NO. 4 B PUNCH 


W. A. WHITNEY 


Stock up for 
Good Profits 


This 4B Punch in a baked green enameled 
metal box, is a versatile and handy tool 
that is profitable to sell. Entire tool is made 
of drop forgings and heat treated. Graduated 
depth gage on side can be had in the metal 
bex which holds 6 extra punches and dies 
Capacity of punch is 4’ hold through 1/16 
gage iron—weighs 3 !bs.—8'/2" long. This 
same punch is available in a cardbvard box 
with 3 punches and 3 dies 


® Send for complete catalog 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, ILL 








°° Fe eaenN 





25 Years Ago (Cont'd) 





simplified practice recommend 
ations to the coated abrasive 
industry. 


Marshall-Wells, Portland, Ore.. won 
the order to furnish supplies for 
all the Union Oil Co.'s service 
stations in the Northwest. 


Woodbury & Co., Portland, Ore., 
purchased the 50,000 sq. ft. build 
ing it had been renting for 
years. The firm had recent 
changed its name from Wood 
bury & Wheeler 


Bingham ‘Tool & Supply Co., Cin 
cinnati, became a distributor for 
Gates Rubber Co. 


R. M. Gattshall, director of the 
Joint Merchandising Committee, 
and his wife gave a dinner on 


their 25th wedding anniversary. 


Dillon Supply Co., Raleigh, N. C., 
began specializing in used machin 
ery to counteract effects of the 
depression. 


Stanley Tools purchased the Hiram 
A. Farrand rule business. 


10 YEARS AGO 


Ed Healy, Hartfield-Healy Supply 
Co., Buffalo, declined appoint 
ment as Erie County Democratic 
chairman, saying his business re 
quired all his time and energy. He 
had managed two successful cam 
paigns in the county for FDR. 


The Boston meeting of the National 
and American Associations was 
one of the best attended in years. 
Among the participants from dis- 
tant points were Vernon L. Hous- 
ton, Henry Walke Co., Norfolk, 
Va.; Jack Simpson, Pittsburgh 
Gage & Supply; Irving Lameux, 
Jr., Indianapolis Brush & Broom, 
and William Patterson, Frick & 
Lindsay Co., Pittsburgh. 


Robert Black, The Black & Decker 


You can make more money with 


BORROUGHS 
STEEL SHELVING 


Immediate delivery from factory 
warehouse distributors. Write 


Yes, gentlemen, Borroughs steel 
shelving is a GREAT shelving 
value — and that’s no exaggera- 
tion! Borroughs steel shelving is the most simple 
and most rapidly assembled shelving on the 
market — bar none. This means that Borroughs 
shelving saves money from the first day of its 
installation. Look at the illustrations on the right 
.. see how easy it is to install and adjust shelves. 
Except for the top shelf (2 bolts and 2 nuts), no 
other bolts or nuts are required for shelves. No 
special tools are needed. Each individual 
Borroughs unit is complete in itself..no part 
depends on unit next to it .. any unit or shelf can 
be moved independently. If you are not a 
Borroughs dealer, you are missing many extra 
dollars in your till. 








Flexibility is demonstrated in this partial 
view of the large Borroughs shelving instal 
lation at the Ford Division of the Ford Motor 
Co., Assembly Plant, Louisville, Kentucky. 


us today for more facts. 


| 
T ro Ile 


ioe 
js = 
}/ ae 
\ >| 


insert shelf support 
bracket . . no fumbling 
with studs, bolts, nuts or 
lock washers. 
| | o Lic] 
> 
| ie. 


B — he 


Tilt shelf into support 
bracket . . and shelf is 
ready for loading. 








Borroughs industrial shelving installation at 
the General Electric Construction Materials 
Division Warehouse in Chicago 





BORROUG HS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUC 


TS COMPANY OF DETROIT 


3024 NORTH BURDICK amp KALAMAZOO, MICHIGAN 
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HEAVY-DUTY 


DRILLS 
PRICED RIGHT..THEY SELL! 


Here are “Jog Zuality HEAVY-DUTY Drills you can recom- 


. giving your customers that 






a) 











mend and sell with confidence . 


extra value they look to you to uonte. 


As a MILWAUKEE distributor, you enjoy healthy sales and | | 
profits, plus greater repeat orders from satisfied customers. | 





28 DRILL MODELS 
MILWAUKEE 


An Excellent Distributor 
Arrangement Makes 


MILWAUKEE 
A Good Line 
To Handle 


Write for Particulars 
Manufacturers for Over 50 Years of Zuatéty ELECTRIC TOOLS 


1957 


ELECTRIC TOOL CORP. 








5340 W. STATE ST. © MILWAUKEE, WIS. 
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10 Years Ago (Cont'd) 





Mfg and Paul Hartshorne, 
of H. Channon, both 
had studying at the 
University of Geneva in Switzer 


I'he 


University 


(2... 
Chicago, 
daughters 
girls selected 


land. were 


under a of Delaware 
plan for outstanding students to 


spend their junior year abroad. 


economists talked of 
a coming recession. Said Bradford 
B. Smith, U.S. Steel Corp.: “My 
termination of 


Most leading 


guess is that the 
this boom is not so soon as most 
and that when it 
comes it will be worse than most 


people guess, 
people have guessed.” 


Howard Begg, Squier, Schilling & 
Skiff, Newark, N. J., and Jack 


Proven, Sterling ‘Tool Products, 
addressed the Boston regional 


“Market Evaluation 
as a Part of Sales Planning.” 


meeting on 


s. ¢ 
supply firm in Memphis, 
He 
. & 


Blackstone opened his own 
Tenn. 
was formerly president of 


Dilworth Co 


Muskegon, 
adopted a new simplified 


owner Hardware Co., 
Mich., 
order flow system to speed ship 


ments 


Che industry mourned the death of 
P. O. (“Pete”) Boylan, who had 
served The W. M. Pattison Co., 


Cleveland, for 48 years 


lhe Office of ‘Temporary Controls 
virtually wiped out the last rem 


nants of the wartime priority 
system. 
W. W. French, Jr., became vice 


president and general manager of 
Moore-Handley ce.. 
Ala 


Hardware 
Birmingham, 


Laurel Wholesale Hardware Co. was 
formed in North Plainfield, N. J., 
A. M. Griffin 


as a successor to 


Hardware Co. 








$14,000 in “tools’ 


for each employee 













.eehow much for his education? 











Today, business invests an average of $14,000 in each 
employee's job. The question for businessmen is: 

Are we training enough people who can hold down 

these jobs? Schools are the answer. And it's 

simple self interest to help community groups get the 
teachers and equipment schools need. Shortage right now: 
200,000 classrooms, 165,000 teachers! 





| Want to find out how to help in your community? | 
Get specific information by writing: 
| Better Schools, 9 East 40th Street, New York, N. Y. | 
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~hlher Jowice for 
DIXON Dalutbulon 


10) DB. 40) ayers: 


GENERAL OFFICES & FACTORY—PHILADELPHIA 22, PA. BRANCHES CHICAGO 
BIRMINGHAM + LOS ANGELES - HOUSTON « DIXON VALVE & COUPLING CO., LTD.. TORONTO 


ASSOCIATE COMPANIES— BUCK IRON COMPANY. INC DUARRY VILL SION DRAWN STEEL MPANY CAMOEN NJ 
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Obituaries 


John A. Riechman 


John A. Riechman, 
Riechman-Crosby 


John A. Riechman, 84, president 
of Riechman-Crosby Co., Memphis, 
[enn., died on Dec. 17 at the 
Baptist Hospital, Memphis, after 
three weeks of serious illness. 

In 1895 he founded the firm to 
gether with H. H. Crosby, who died 
just the week before on Dec. 10. 

Mr. Riechman was one of the 
founders of the Southern Industrial 
Distributors’ Association and_ at 
tended the organization meeting 
held in Charleston, $. C., on April 
15, 1902. He served as president 
of the association from 1906-1907. 

He was active in many charitable 
organizations in Memphis. He 
helped to found the Community 
Fund and was its first president. 
Mr. Riechman was a former. presi 
dent of Associated Charities, Shelby 
County sheriff in 1914 and a city 
commissioner in 1919. 

\ Lutheran, he was a member 
of the Al Chymia Temple of the 
Shrine. For many years he was a 
member of the Memphis Country 
Club, the Hunt and Polo Club 
and the Tennessee Club. 

He leaves his wife, two daughters 
and five grandchildren 


Charles E. Stone, 
Interstate Drop Forge 


Charles E. Stone, 70, president 
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WIRECO 
ADVICE 


like WIRECO and rows Shand 


« 
a 

°,; 

» 
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always on the job... 


Your local Wireco Field Representative will make spe- 
cific recommendations for economical and efficient rope 
service for any application you may need. 


WHERE YOU NEED IT. Wireco District Ware- 
houses, located strategically in 24 key cities across the 
country, are staffed by wire rope experts whose job it is 
to serve you—no matter how decentralized the opera- 
tion—with counselling that reflects years of experience 
in the field. 


HOW YOU NEED IT. Just as the Wireco Ware- 
house in your neighborhood is there to save you money 
in custom-cut inventories, so is your Wireco Field Re- 
presentative prepared to devote his experience and judg- 
ment in saving you money in both time and materials. 


WHEN YOU NEED IT. Your Wireco Field Repre- 

sentative and the staff of Wire Rope Corporation engi- 
neers and technicians that back him up, are as close as 
your telephone. Your problems are their business! Next 
time you hit a snag that requires competent wire rope 
advice .. . call! 


INDUSTRIAL DISTRIBUTION 


Exclusive Wireco 
“Safety Engineering” 
saves you men and 
materials —contrib- 
utes to a profitable 
operation. 


SAFETY 
ENGINEERED 
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Wherever Industrial Equipment is Sold... 
Healthy Profits and Gratifying Service Experience 
Emphasize the Enduring Benefits of 


SELECTIVE 
DISTRIBUTION: 


@eeeeseeoeeeeneevseeeeeseeeeeeeeeeeeeeeeeeeeeeeeeneeeeneeeeeeeeeeneeeeeeeeeeeee 


FOR MORE THAN 100 YEARS AMERICA’S MOST | Ol 
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DISTINGUISHED 





tive Distribution” is the outgrowth of more than 
100 years of manufacturing and selling its own 
brand name products. 

It is keyed to today’s selling and merchandis- 
ing problems. It reflects the same ideals of 
progress - with -stability that characterize mod- 
ern industrial distribution standards. 

“Selective Distribution,”’ as practiced by 
Atkins, Borg-Warner, has as its objective rea- 
sonable volume with the fewest practicable out- 


lets. It allows each distributor to enjoy a fair, 


generous, and profitable share of the sales poten- 


tial within his trading area. 
It supports him with a dependable price 


structure. It supplies him with strong advertis- 


@The Atkins, Borg-Warner policy of ‘‘Selec- 


ing, sales promotion, and a thorough sales 
training program 

It provides him with the most direct and up- 
to-the-minute communications and service 
facilities available to any nationwide sales net- 
work 

Through many years of harmonious associa- 
tion the healthy sales growth and profit experi- 
ence of Atkins, Borg-Warner distributors testi- 
fies to the unqualified success of “Selective 
Distribution.” In concept and in practice it is 
a policy that reflects the character of a brand 
name esteemed by generations of users one 
that not only has earned the loyalty of our own 
fine distributing organizations but also has won 


the respect of the entire industry. 


Neither time nor the course of events have altered its spirit or intent! 


ATKINS SAW DIVISION * BORG-WARNER CORPORATION 


Sheer Steel INDIANAPOLIS 9, 





sore waenen | 
. —— 


LINE 


Branches: Chattanooga 


@eeeeeoeeeeneteenereenrteeneteeneeeeneeneeeneeeneeeee 
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INDIANA 


¢ Philadelphia « Portland, Oregon 


Export: Borg-Warner International, 36 South Wabash, Chicago 3, IMinois 


OF SAWS AND ACCESSORIES 








HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 


FOR ALL PRESSURES! 
FOR ALL TEMPERATURES! 


(g Standard & Double\ 
Extra Heavy 
UNIONS 
Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes yg” to 3”; 
\ 6000-lb. sizes a 

















to 2”. 








ORIFICE > 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 
Ib. service. 














(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
Orifice seats. 3000-lb. 


— only. 


(FULL STAINLESS & a 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib. 
service. 
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Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 


FITTINGS COMPANY 
300 MILL ST. 


234 


and general 


CATAWISSA, PA. 


of the Interstate Drop Forge Co., 


died of a heart attack on Dec. 20. 
Mr. Stone helped found the 
firm in 1921 after serving as put 
chasing agent for Chain Belt Co. 
He was a founder, past president 


| and director of the Milwaukee Pur 


chasing Agents’ Association, a past 
vice president of the National Asso 
ciation of Purchasing Agents, a 
past director of the National Asso 
ciation of Manufacturers, a_ past 
president of the National Drop 
l’orge and the Em 
ployers’ Association of Milwaukee. 

During World War II he served 
on the advisory committee of the 
War Production Board and was an 
industry panelist on the War Labor 


Association 


Board. 

He was also a director and execu 
tive committee member of Sivyer 
Steel Casting Co., a director of the 
l’eutonia Bank and a former direc 
tor of the Federal Malleable Co. 

His son, Charles W. Stone, is 
executive vice president of Inter 
state. 





Bertram Durell 


Bertram Durell, 
Brierly, Lombard 


Durell, 76, treasurer 

manager of Brierly, 
Lombard & Co., Inc., Worcester, 
Mass., died of a sudden heart attack 
on Sept. 20 while on Cape Cod with 
his wife for a short vacation. 

Mr. Durell and his wife, “Alpha, 
acquired the firm in 1934. She also 
has been an officer of the companiy 


Bertram 


and is now treasurer. 
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VINCENT 


DRESSERS and CUTTERS 


CREATE CUSTOMER 
SATISFACTION! 


Design Makes the Difference 





ide and 


Hardened hex bushings absort 
radial thrust during dressing operation, 
Wear is reduced, accuracy increased and 
long life assured 


2: 7 & 
a: 4 
Keane, 

’ = 

~S e~ 
Vincent Dresser Cutters are made of spe- 
cial analysis steel heat treated by the 
Vincent Pr —a unique hardening 


formula developed particularly for this 
purpose. This process produces uniformly 
hardened and tempered cutters heat 
treated to the exact degree of hardness 

7 toughne required for the best in 


an 
dressing 


The Vincent line of grinding wheel 
dressers and cutters will increase 
your sales—increase your profits 
—reduce service calls. Write now 
for full details on this profitable 


line. 


VON CENT 


STEEL PROCESS COMPANY 
Heat treaters of metal —300 tons capacity daily 


Producers of: 
Grinding Wheel Dressers and Cutters . . . HSS Tool Bits 
Tube Cleaner Cutters . . . Highway Surfecer Cutters 


2424 BELLEVUE AVENUE - DETROIT 7, MICHIGAN 











NEWS 


(Start on page 12+) 





Willis D. Horner 


Horner of Allen Mfg. 
Becomes Vice President 
Willis D. Horner of The Allen 
Mfg. Co. has been made vice presi 
dent in charge of sales. Formerly 
sales manager, he was also elected 
a director of the company. 
With the firm nearly 22 
Mr. Horner served in various sales 


years, 


capacities; he has been sales man- 
ager since 1948. 


Parker Shifts Aiman,. 
Swan Succeeds Him 


A. N. Aiman, sales engineer for 
I'he Parker Appliance Co., has been 
transferred from Cincinnati to the 
Detroit district. With the company 
for two years, Mr. Aiman succeeds 
F. A. Depatie who resigned to form 
his own 
atives firm. 

William E. Swan, who had been 
with Goodyear Tire & Rubber Co. 
the past 15 years, has been assigned 
to Mr. Aiman’s former post. Mr. 
Swan will cover the Cincinnati dis 
trict which includes Dayton, Co- 
lumbus and other points in south 
ern Ohio, as well as Indiana and 
Kentucky. 


manufacturers represent 


DESIGNED ror 


THE MACHINIST’S 
TOOL BOX 








Here's a catalog that exactly fits in a machinist's tool box in more 
ways than one. Not only are the Putnam Catalog physical dimen- 
sions exactly proportioned to fit within standard tool boxes so 
that it will always be handy, but, conveniently listed and illustrated 
within the Putnam Catalog are over 1400 different types and 


sizes of standard end mills. 


Because at Putnam we specialize in the manufacture of end mills, 
you will find more standard sizes and types listed in this catalog 
than can be found in any other. Thus, on nearly every milling job 
you will find the quick and convenient answer to your end mill 
requirements right in your own tool box—in the Putnam Catalog 


If you would like a copy of this catalog, see your neighbor, the 
local Putnam distributor —this catalog is yours for the asking. 
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the ped end of a 


ONLINE FLeclale susrt macHine 


Many of YOUR customers with 


“SMALL-WORK’’. GRINDING and 
FINISHING PROBLEMS will appreciate 
your making them aware of how the 
FATIGUE-ELIMINATING qualities of 
this featherweight handpiece can in- 
crease output and reduce costs. 













Many of YOUR customers can 
PROFITABLY USE Foredoms. POW- 
ERFUL ADVERTISING in leading 
industrial publications BUILDS 
ACCEPTANCE for our product now 
in its 34th Yeor. For a surprisingly 
LOW INVESTMENT (less than $100) 





Paul V. O’Daffer 








yeu can give effective reprosento- Delta Power Tool Assigns 
¢ pr cToR. tion to this fast-paced line. Foredom 2 s 
the operato E 1S T AFA one bid reason prices are scaled for competition District Sales Manager 
cause FATIGU FOR ReDOM. Thot's ond YOUR PROFIT. 









shops insist 090M line $30 ef . Paul V. O’Daffer has joined the 
tne rl for distributors go. ob ona > Delta Power ‘Tool Division of Rock 
es well Mfg. Co. as a district sales man 
REPEAT BUSINESS ON ACCESSORIES! 

For details of ovr outstanding Here are just a few of the many accessories listed 


distributor set-up write for in our catalog to moke your sales of Foredoms 
Catalog No. N318 BUILD PROFITS. 


ger. He will cover most of north 
ern California, Nevada, Utah and 
part of Wyoming. 

Previously with Baker & Hamil 
OLS EL E C TRIC COM PA N Y ton, San Francisco, as a radial saw 
27 PARK PLACE, Dept. EXIT = = NEW YORK 7, N specialist, he also spent three years 
oe in sales work for Haven Saw & ‘Tool 
Co., Oakland, Calif 










Building New Plant 


\ new 35,000 sq. ft. valve parts 
plant is being constructed in Knox, 
Ind. by Valve Products, Inc., sub 
sidiary of Rockwell Mfg. Co. The 


Protective Coating —_ Team” new plant is expected to be finished 
the first half of 1957 


ELE 5 Atkins Saw Installs 


r.W.X. Equipment 





l’.W.X. teletype equipment has 
been installed by the Atkins Saw 
Division of Borg-Warner Corp.; the 





Double Barrelled Program for HIGH PROFITS and FAST 
of the country’ s most complete line of 

coatings. 
Your customers will give you more profitable volume 
when you offer them RUST-SELE tiedecti: . Modern 
_ Industry's “Armor nae Corrosion.” 






company now has direct, two-way 
communication between its home 







office and all branches. 
Distributors who have ‘T.W.X. 
equipment can also contact the com 





pany directly with Atkins paying 
for it. Carl J]. Meister, executive vice 
president, said the new equipment 
Manufacturers Agents—Territories still available. would increase speed and efficiency 


RUST-SELE COMPANY 9810 MEECH AVE., CLEVELAND 5, OHIO in sales and service at least 50% 
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Trane Moves Matheis. 
Expands Sales Staff 


Richard A. Matheis has beer 
transferred from The Trane Co.'s 
Pittsburgh office to head the Cin 
cinnati office. ‘The new manager 
had served as a field engineer before 
his promotion. 

Elliot Ehrman has been added to 
the New York office staff, J. J. Mira 
bile and Glenn Frese have been 
added to the field sales staff and 
assigned to the Philadelphia area 
and Cleveland office respectively. 
All three recently completed the 
company’s training program and will 
work directly with distributor and 


dealer accounts. 


Trane Executive Retires 

Grant E. Cole, executive vice 
president and general manager of 
the ‘Trane Co. of Canada, Ltd., re 
tired Jan. 1 because of ill health 
Edwin C. Phillips, former vice presi 
dent and assistant general manager, 
moves into Mr. Cole’s post 








Charles A. Williams 


Johnson Bronze 
Advances Williams 


Charles A. Williams, who joined 
Johnson Bronze Co. as sales drector 
in 1955, has been advanced to vice 
president-sales. 

Mr. Williams previously worked 
for Cleveland Graphite Bronze 
Co. He began as a sales representa- 
tive with Cleveland Graphite in 
1942 and became general sales man- 
ager in 1952. 





REED MACHINISTS’ VISES last a long, long 
time. The few seconds saved by Reed's easier, 
faster, no-play action are significant in a single 
work week ... substantial throughout the long, 
useful life of the vise. Further, good workmen 
like good tools ... do better work with them. 


Yes, a vise is a vise. But Reed Machinists’ 
Vises are better .. . with differences that lower 
labor costs for your customers and build good 
will for you. It pays to sell quality! 

ASK YOUR DISTRIBUTOR 





REED MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA ©0@ BU. See 
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NEW! 
"LONG REACH” 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1/2 TON 
CAPACITY 





DISTRIBUTORS WILL LIKE 
THIS NEW LUG-ALL 


Because 

x IT FILLS A LONG STANDING NEED 
(1% TON CAPACITY, 30 FEET OF 
CABLE, LIGHTWEIGHT) 

x COUNTLESS JOB APPLICATIONS 

% GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 

% RUGGED CONSTRUCTION—GUARAN. 
TEED FOR ONE YEAR 

%& SELLS FOR ONLY $49.85—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 

OTHER LUG-ALL MODELS FROM % TON 

TO 2 TONS ARE AVAILABLE TO MAKE 

A COMPLETE LINE OF PORTABLE WINCH 

HOISTS. 

Special corrosion resistant, salt spray test- 

ed LUG-AlLls available in all capacities. 

Because LUG-ALL Is The Best, It Is The Most 

imitated Winch Hoist On The Market 

CAR DOOR PULLERS THAT OPEN DOORS 
IN A JIFFY ROUND OUT THE LINE 

WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNA. 
ee@eeeeoeaeeveeeeeee8 
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Cc. G. Beattie, Jr. 


Somers, Fitler 
Adds to Staff 


Somers, Fitler & ‘Todd Co., Pitts 
burgh, has appointed C. G. Beattie, 
Jr., as abrasive engineer and R. M 
Fiala to its general industrial supply 
sales force. 

With the Pittsburgh office of 
Norton Co. for the past seven years, 
Mr. Beattie is a graduate of Geneva 
College. He the 
present staff of the firm’s abrasive 


will augment 


division, devoting his time to field 
engineering problems. 

Mr. Fiala was formerly with the 
service division and apparatus di 
vision of General Electric Co., and 
has been calling on industry in the 


l'ri-State area for the past 20 vears 





R. M. Fiala 
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ABSORBENTS 


the modern, economical oil 
and grease absorbents that 
keep-your floors dry, clean 
and safe, and reduce main- 


iiclalelsla-meach ise 


WRITE TODAY FOR FREE 
60-SECOND DEMONSTRATION 


Now Available! 


Handy 


OIL-DRI 


DISPENSER 


AVAILABLE AT YOUR WHOLESALER 


oo * 

Hurl 

520 North Michigan Avenue 
Chicago 11, Illinois 


0) 320) FB hie), | 
OF AMERICA 














Flexonies Buys 
Flex-O-Tube Unit 


The Flex-O-Tube Division of 
Meridan Corp. has been acquired 
by Flexonics Corp. in exchange for 
cash and Flexonics’ capital stock. 

Flex-O-Tube will continue nor 
mal operations as a division of Flex 
onics. No personnel changes are 
contemplated and Mel Maurer, 
Flex-O-Tube president, continues 
as chief executive officer of the 
division. 

John F. P. Farrar, president of 
Flexonics, said, “Combining the 
two operations will make Flexonics 
Corp. the first manufacturer in the 
field to offer a complete line of flex 
ible hose products of all materials 
for all applications.” 

It also was announced that three 
representatives of Meridan Corp. 
may soor be elected to the Flex 
onics’ board of directors 








Robert E. Munson 


Central Screw Promotes 
Munson to Sales Chief 


Robert FE. Munson has been trans 
ferred from Keene, N. H., to Central 
Screw Co.’s Chicago office as general 
sales manager. 

Formerly district sales manager of 
the New England division, he has 
been with the company since 1943. 
Mr. Munson is currently vice presi- 
dent of the Tapping Screw Service 
Bureau of the fastener industry. 


"It's a honey 
of a hack saw blade!" 








Mr. Ned Kellner, Partner, 
Kel+ Sir Company, Milwaukee, Wisconsin. 





| “SURE 
we're enthusiastic about selling 


DISSTON Hack Saw Blades," continues Mr. Ned Kellner, 

| Partner, Kel+Sir Company, one of Milwaukee's 

largest distributors. 

"We've got complete faith in their quality and so 

| do our customers. That means sales — over and over 

| again. What's more, we buy Disston Hack Saw Blades 
at prices that allow profits ... attractive profits. 

"Disston supplies us with a complete line, too. 

So whatever our customers’ needs — power or hand 

| blades — we can satisfy them. And, believe me, 

Disston's year-after-year advertising is a big help. 

It helps melt any sales resistance that's left." 





Want more information about Disston 
tools? ... about how you, too, can benefit by Diss- 







= ton’s selective distribution policy? 

Write to: Henry Disston Division, 
oe HKP. ; H. K. Porter Company, Inc., 
Philadelphia 35, Pa. 


P»> Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 
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Red-Strand 
WIRE ROPE 7) 











How LESCHEN serie 


helps you 
Aell more wine nepe 


There’s no substitute for this 1-2-3 Leschen service 
punch when you’re selling wire rope. 


First, Leschen field men are available to work with 
you—to help you sell the right rope for money- 
saving service to your customers. 


Second, Leschen’s engineering department helps you 
satisfy the tougher requirements— where special 
problems must be solved. 


Third, Leschen offers you and your customers an 
easy way to prove Red-Strand performance—with 
the use of the Service-Score Sticker system. Your 
Leschen man will be glad to give you details. 


Whenever you’re seeking 
improvement in your wire 
rope supply set-up, see 
Leschen Wire Rope Division, 
H. K. Porter Company, Inc., 
St. Louis 12, Missouri. 


Use Leschen’s Service- 
Score System as an 
effective door-opener, 
Write for fact-folder. 








HKP> LESCHEN WIRE ROPE DIVISION 
H. K. PORTER COMPANY, INC. 
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Stamford Distributor 
Moves to New Quarters 





ema 


Cahill & Son is now located at 
deral St., Stamford, Conn 


: 
: 
’ 





in their new quarters 
Barbara, “Chip” and 


Busy at work 
are from left 
Jean Cahill 





Unit Executive Becomes 


U. S. Steel Officer 
Harry L. Jenter, Cleveland dis 
trict manager of operations for 


American Steel and Wire Division, 
has been advanced to vice president 


operations, United States Steel 
Corp. He succeeds Van. H. Leich 
liter, recently appointed wire divi 


sion president. 

Walter L. Longnecker moves into 
Mr. Jenter’s former post. Mr. Long 
necker had been general superin- 
tendent of the division’s Cuyahoga 


works. 











Allis-Chalmers Makes 
District Head Changes 


Four districts of Allis-Chalmers 
Industries Group have new district 
managers. 

G. E. Conn, manager of the York 
district for the last ten vears, has 
been made Buffalo district manager 
succeeding Henry EF. Weiss. M1 
Weiss, who has been with the firm 
45 years, has been named a special 
Buffalo representative. 

MacGregor G. Jones, a sales rep 
resentative at York since 1947, suc 
ceeds Mr. Conn as manager there 

Charles F. O'Riordan, former 
Atlanta branch manager, has been 
transferred to St. Louis headquat 
ters as manager of the mid-west 
region. He succeeds J. F. Burrus, 
recently promoted to assistant gen 
eral manager in the firm’s power 
equipment division 

Joseph M. Duncan, a sales rep 
resentative in the New Orleans dis 
trict since 1951, succeeds Mr 
O’Riordan as Atlanta manager. 


Fills West Coast Posts 


Five representatives have been 
advanced to managers by Allis-Chal 
mers Industries Group on the West 
Coast. 

For the Los Angeles district, three 
new managers have been appointed 
I’. R. Bluemle, manager, industrial 
sales; A. W. Leighton, manager, 
utility sales; and D. E. Steele, man 
ager, petroleum and chemical sales 

At the San Francisco office, G. K. 
Lewis and Alan Purchase have been 
made manager of utility sales and 
manager of industrial sales respec 
tively. 

Mr. Bluemle has been covering 
the Los Angeles district the last 12 
years. 

Mr. Leighton and Mr. Steele have 
been there since 1953 and 1949. 

Mr. Lewis was assigned to the San 
Francisco office in 1948 and Mr 
Purchase in 1949. 


Names Representatives 


Five sales representatives have 
been appointed by Allis-Chalmers: 
Dan H. Onstine, Jr., Gerald B 


make 
feete) el) are 





when you sell 





PAINTSTIKS 


A COMPLETE LINE FOR EVERY APPLICA- 
TION, MARKAL PAINTSTIKS are widely used 
in a host of businesses because they're “tailored” 
to specific applications. Marks are weatherproof 
fadeproof, permanent. Markal advertising plus 
steady repeat business all add up to a real money- 
maker .. . MARKAL PAINTSTIKS 

COLD . . . Markal Pointstiks (extreme left) for surfaces —50° 
to 150°F. 

HOT... Morkol Paintstiks (left) for surfaces 200° to 2000°F. 


SEND today for complete distributor information and literature 
MARKAL COMPANY 


3094 West Corroll Avenve e Chicago 12, Illinois 
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Valdura offers maintenance 
paints made from specific 
resins for every condition 





sistant metal primer for use under any 
finish coat. VALPON ENAMEL. Pre- 
vents damage by oils, solvents, alkalies 
and other chemicals on wood, metal or 
masonry. 



























PARAVAL ENAMEL. Not affected 
by acids, alkalies and other chemicals. 

sed on wood, metal, concrete or ma- 
sonry. RUBBER BASE ENAMEL. 
Combines excellent exterior durability 
with high chemical resistance. 





SUPER SERVICE ENAMEL. Re- 
sists chemical, moisture and abrasive 
conditions on metal wood or masonry. 
ASPHALT ALUMINUM PAINT. 
98% waterproof metal coat prevents 
rust, rot, corrosion. Highest reflec- 
tivity. 





VAL-CHEM. Versatile, chemical re- 


L-PARIGN_\ 


_LEAKELITE } 
























SEWAGE DISPOSAL BLACKS. Used 
for protecting concrete and metal sur- 
faces from water, etc., found in sewage 
plants, reclamation projects, refrigera- 
tion systems, metal and concrete pipe, 
marine exposures. 





URAVAL. The very latest type of 
coating that combines the ultimate in 
resistance to chemicals, solvents, mar- 
ring and abrasion. Uraval will stand 
up where all other types of coating 
have failed. 





M & F ENAMEL (General Mainte- 
nance), VALKOTE (Implement En- 
amel), DARYWHITE. Products that 
utilize the outstanding durability of 
alkyd resins. All these coatings are 
hard, tough, quick drying and color 
retentive. 


Write today for complete infor- 
mation 


VALDURA 


HEAVY DUTY 
PAINT DIVISION 
AMERICAN-MARIETTA CO. 


101 E. Ontorio St, Chicago 11, lll. 
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Schulz, J. L. Carroll, A. M. David 
son and Kenneth A. Bradley. 

Mr. Onstine and Mr. Schulz have 
been assigned to the Los Angeles 
and Dallas districts respectivel; 
Mr. Carroll and Mr. Davidson have 
been appointed to the Washington, 
D. C., and Charleston, W. Va., 
areas and Mr. Bradley to the Hart 


| ~ . . 
ford, Conn., district. 


Opens Allentown Branch 


A branch office has been opened 


| by Allis-Chalmers at 508 Turner St., 


Allentown, Pa., and Ralph L. Haney 
has been named manager. The new 
office is a branch of the Philadel 
phia district and will serve Berks, 
Lehigh and Northampton counties, 
Pa. 


Expands Facilities 


\ 17,000 sq. ft. addition to the 
St. Thomas Works of Canadian 
\llis‘Chalmers Ltd. is expected to 
be completed by March. 


Names Serviceman 


Harold F. Kosel has been sent to 
Allis-Chalmers Houston headquar 
ters as a serviceman for the south 
west region. 





PIPE CRADLE, attached to trolley 


hoist, is the design of R. T’. Anderson 
of Green Hardware & Supply Co., 
Kingsport, Tenn., who says it speeds 


up handling pipe in and out of stock 


MORGAN 
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A VISE Supply 


Source «© eee- 


Important to YOU 
VALUABLE to 


Your Customers 





Experience has proved that our 
way of doing business, in supplying 
vises, results in all around satisfac- 
tion. We have eliminated problems 
and troubles through a well planned 
sales and service set-up. You have 
everything to gain when you stand- 
ardize on the sale of Morgan Vises. 


1. You sell quality that identifies you as 
a dependable source. 


2. You are in position to furnish the 
correct vise for all needs. 


3. You get fast service and full co-opera- 


tion. 


4. You sell vises that are unconditionally 


gvoranteed. 

5. Each vise shipped is packed in a 
strong fiberboard carton to prevent 
damage in transit. This also simplifies 
handling and stocking. 

6. You'll like the Morgan distributor plan. 


Let us tell you about it. 


We urge users to buy thru their local distributor. 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 

















Benjamin Rabinowitz 


North Jersey Group 
Elects President 


Benjamin Rabinowitz, of E & B 
Mill Supply Co., Perth Amboy, has 
been elected president of the North 
Jersey Supply Dealers Association 
succeeding Frank Carey, of Brod 
head-Murphy Co., Elizabeth. 

I'he association is composed of 
executives and officials of industrial 
supply firms throughout northern 
New Jersey. Its two main objectives 
for 1957, according to the new presi 
dent, will be to continue efforts to 
educate the public on the function 
of the distributor in modern indus 
trial society, and to launch a special 
program designed to bring promis 
ing young people into the industry 
for training as future executives. 








from one of 
Harry Lee & Sons, Chicago, eight out- 
Harriet Haines 


TELEPHONE CALL 


side salesmen pies 
sales secretary 











100-Ton Hydraulic 
Mode! 100B12 


i 





Ratchet Lowering 
Model 2215SB 





Ball Bearing Journal 
Model 2510 





Hydraulic “Two Speed” 
Mode! 25B22 





Hydraulic “Hi-Speed” 
Model 8&-9A 


RS 


« 





ACKS for All Trades 


No matter who your customers are... 
No matter what kinds of jacks they use... 
You can supply them IF you carry... 


WESTERN 
‘puplA WACKS 


120 Models—9 Types 





WESTERN is a new name in the jack manufactur- 
ing industry, having only recently acquired 
the jack portion of Bupa Division, Allis- 
Chalmers Mfg. Co. This old, established, 
highly-reputable line of 120 models in 9 basic 
types is wisely and widely diversified and thor- 
oughly complete ... expertly selected to sup- 
ply the mass demands of the whole industrial 
market... capacities from 3 to 100 tons... 
closed heights from 6%” to 38”... lift ranges 
from bt” to 24”. This means every jack is a 
fast mover because comprehensive user-market 
analyses pinpoint each as a necessity by many 
basic industries. 

But more has been changed than just the 
name. WESTERN is determined to become the 
most aggressive jack manufacturer... the 
most attractive to buy from... the most profit- 
able to represent. Here’s how: 


New SALES Policy 
New representatives have 
Territories 


New SERVICE Policy 


Authorized Repair Stations 


strategically located through- 
out the nation carrying com- 
plete stocks of replacement 
parts. Prompt repair service 


New DELIVERY Policy 


WesTerRN has built up an 
inventory of all models, all 
No matter how large 


an order is placed, deliveries 


types 


will start immediate]; 


New ADVERTISING 
Policy 


Hard-hitting, 
voking ads are scheduled in 


interest-pro- 


leading industry publications 
urging users to buy 
WesTERN Jacks from West- 


ERN Distributors 


been appointed 


are set up so representa- 
t es can concentrate on 
roper servicing of selected 
distributors 


New DESIGN Policy 


WesTERN has announced a 
100-ton hydraulic jack 
illustrated above More jacks 
are on the drawing board 
others are being redesigned 


refined, improved 


New PROMOTION 


Policy 
Direct mail pieces for a 
tributors to send to their cu 
mer lists ample 
r imprinting so distributors 
can tie-in with WESTER) 


national advertising 


WRITE... for Catalog... for All Facts 


WESTERN 


Industrial Division—2400-2434 S. Ashland Ave., Chicago 8, Ill. 
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RAILROAD 
SUPPLY 
COMPANY 
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For Removal of Dust, Fumes, Gases, efc., 





tlexible 


Ynalibe 








does the job better... @@ a 


cuts maintenance costs! 





Lightweight Spiratube® is the an- 
swer to many an application where 
fume removal, ventilation and dust 
problems are concerned. Because of 
its patented preformed helical wire 
support design, Spiratube “springs 
to work” and stays extended even 
on tight turns... costs less to install 
and maintain—downtime is reduced 
to a minimum—and Spiratube can 
snake around and over obstructions, 
eliminating the use of costly elbows 
and fittings. 





Spiratube is ideal for portable and 
. 


semi-permanent applications. Sections 
can be linked together or detached in a 
matter of seconds without the use of 
tools. If machine changes are made, 
Spiratube can be assembled and dis- 
assembled and reused over and over 
again, 

Spiratube is available in sizes from 3” 
to 30” in a variety of covers. Investi- 
gate this low-cost method of air or dust 
handling today. Stocks are available 
from leading distributors across the 
country. For further application infor- 
mation about this product, please send 
coupon below. 


Flexible Typing 


CORPORATION 


GUILFORD, CONNECTICUT @ 


LOS ANGELES 64, CALIFORNIA 


wes ee 7 
| 
: Flexible Tubing Corporation helps you sell 
more Spiratube and other Flexible products 
| with strong promotion, advertising and mer- i 
chandising aimed at your best prospects! 
! 
SOD cssTasbicampapnanncadiaadianiiah diieimmmapaiilbdbe 4 
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Foster W. Peck 


Peck Succeeds Brown 
At Stanley Electric 

Foster W. Peck has been assigned 
to the upstate New York territory 
for Stanley Electric Tools, division 
of The Stanley Works. He succeeds 
Bertram A. Brown, a 22-year em 
plovee who has retired. 

With the company. since 1947, 
Mr. Peck has covered Pennsylvania, 
\Marvland, Delaware, Virginia and 
West Virginia. 


Name Change 


Stanley-Yankee Tools, Inc., a sub 
sidiarv of Stanley Works, is the new 
name for Yankee Tools, Inc., a divi 
sion of Stanley Tools. Stanley-Yan 
kee ‘Tools was known as the North 
Brothers Mfg. Co. when Stanley 
icquired it in 1946. 


Heads Merchandising 


G. Geoffrey Young of The Stan 
lev Works has been made merchan 
dising manager and will assist all 
divisions and company subsidiaries 
in the planning and production of 
trade show displays. Mr. Young had 
been directing sales promotion for 
Stanley Hardware and Stanley Elec 
tric Tools. 

Louis W. Young, his father, is a 
director and past treasurer of the 
firm. William H. Hart, his great 
grandfather, and George P. Hart, 
his grandfather, were second and 
third presidents, respectively, of the 
company. 














in 
th 
e\ 
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Dayton Firm 
Rebuilds Warehouse 


W. H. Kiefaber Co., Dayton, 
Ohio, has completed a new one- 
story warehouse to replace a build- 
ing damaged by fire in July. 

The warehouse houses the com 
pany’s heating and pipe fabrication 
departments. \ gas explosion 
started the fire, which caused dam 
age estimated at $142,000 to the 
building and fixtures. Most of the 
stock was salvaged. 

The new, modern warehouse is 
larger and also includes a meeting 
room for sales meetings and cus 
tomer clinics. 


Music Installed 


Continuous music for employees 
and customers was installed at 
Kiefaber by rigging up an automatic 
record player to its public address 
system. Employees play records of 
their choice and have donated many 
of their own to the collection, the 
management reports. 

No attempt has been made to 
tailor the music to times of the 
day or psychological moods, but 
the management says the music 
has resulted in a relaxation of ten- 
sions and apparently mollifies short 
tempers—especially in the case of 
customers who have to wait for 
service. 











seuseeees eee 


M. H. LESCURE, president of Re- 
public Bearing & ‘I'ransmission Co., 
Chicago, talks over the small order 
problems with Charles Dubes, sales 
manager, 





This hoist is the most efficient 
lightest, safest hoist in its 
capacity class available today! 









The Coffing 
Super Power 

















It’s an exclusive Coffing-designed coil chain 
hoist using patented, compound hardened alloy 
steel levers instead of bulky, heavy gears. It’s 
more efficient (85%), more compact, with the 
greatest power-to-weight ratio and the highest 
safety factor (5) of any ratchet lever hoist yet 
invented. Available in 6 models from %, to 5 ton 
capacities. Model RG coil chain hoist available 
in % ton. 

“Safety valve handle” bends at point of maxi 
mum safe overload—may be adjusted for length 
and operated from either side of the hoist—can't 
spin out of control should operator's hand slip 
from handle. Every hoist must withstand the shock of its capacity 
load dropped in increments of 1” thru 4”, an impact load of well over 
5 to 1. Ask your Coffing salesman for literature or write for bulletin 
SP, Coffing Hoist Division, Duff-Norton Co., 806 Walter Street, 
Danville, Ill. 


COFFING HOIST 


Division of DUFF-NORTON COMPANY 
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TOOLS 


By APCO MOSSBERG 








Apco Mossberg Rigid Frame Torque Wrenches meet 
Government specifications. Large, easy-to-read dial ranges 
from 0-300 inch pounds; 0-2400 inch pounds; 0-25 foot Ibs.; 
0-200 foot Ibs. 





Larger Models range from 0-300 inch pounds; 0-1000 foot 
pounds. Removable handle for easy storage. 








The Apco Mossberg Micro-Set Torque Wrench is the 
ideal assembly tool. Micrometer type setting eliminates dial 
watching. Automatically releases at desired setting. Wide 
range of sizes. All Apco Mossberg torque tools meet Govern- 
ment specifications. 












Midget Micro-Set Torque Tools from 6” to 10” overall. 
Preset torque in handle to wide range of inch ounces or 
inch pounds. Box end, open end, square or ratchet drive. 


WRITE FOR COMPLETE INFORMATION ON APCO MOSSBERG 
TORQUE TOOLS AND DISTRIBUTOR TERRITORIES OPEN. 


PCO MOSSBERG 


COMPANY 
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213 Lamb Street, Attleboro, Mass. 








Walter E. Foreman 


Norton Transfers 
Two Representatives 


Walter E. Foreman has been 
moved by Norton Co. to Columbus, 


Ohio, headquarters as an abrasive 
enginecr and will cover southeastern 
Ohio. 


Roland L. Jandron, field engineer, 
has been shifted from the Chicago 
irea to the Los Angeles district 
office 

For the last eight years Mr. Fore 
man had been a field engineer at 
the Cleveland district office. Mr. 
Jandron had been working at the 
Chicago office the past year. 


Opens New Plant 


A two-day open house marked the 
opening of Norton’s recently com- 
pleted electric furnace plant at 


Huntsville, Ala. 
+ Nghe tis 4 bs Sa 








Roland L. Jandron 











Transmission, Inc. 


Moves Cincinnati Branch 80) Pounds of Heavy-Duty Power 
The Cincinnati branch of ‘Trans 
mission, Inc., Dayton, Ohio, has Wi its Job! 


been moved to a new 3,000 sq. ft. 


building at 7611 Production Drive. te 
Located in suburban Roselawn, ; 


— 


the new quarters prov ide more space 
than the old Colerain Ave. build 
ing and a more centralized address 
for servicing customers, the man 
agement said. ‘The post office address 
remains Cincinnati. 

Tom Benjamin, the company’s 
Cincinnati sales manager for the 
past three years, is in charge. 

Two new outside salesmen have 
been added to the staff: Earl 
Schweikhart, who has had _ ten 

> ° YOUR CHOICE 
years’ experience in the automotive OF ELECTRIC 
supply field, and Bob Wright, a GASOLINE 
Comell engineering graduate, who | oe sei 
has worked for the past ten years | ) 
with an oil company. 





Le 
ne 

if 
Roy M. Houch Takes He 
Adamas Carbide Post 

Roy M. Houck has joined Adamas 
Carbide Corp. as western district 
manager. He was formerly a carbide 
specialist with Sonnet Supply Co., 
Hawthorne, Calif.. and Modern STANDARD RANGE: 1/,° TO 2” PIPE 
Corp. EXTRA RANGE: UP TO 12” PIPE 

Mr. Houck is a registered profes 
sional engineer in California and a 
member of the American Society of 
Tool Engineers. 





CHAMP 


New Representative 


Robert H. Gessner of R. IH. Gess . + 
ner Co. has te alae med Power Drive For Hand Pipe Tools 


New York sales representative by 

















Adamas Carbide. Mr. Gassner will Now, thread 1” pipe up to six times faster 
operate from his Buffalo, N. Y., than by hand . . . in the shop, in the truck 
or on the job... . with your present hand 
office. tools and this ee Oster No. 142 Builders of 
Featherweight Champ. . 
See this and other dependable Oster pipe the World's Most 
machines at your nearby Oster Selective Complete Line of 
; Distributor. Ask about the special time- 
Dedicates New Building payment purchase plan whereby you can Threading 
: . buy any Oster machine for only 25% down. Equipment 
A new $500,000 engineering build 
ing has been opened by Western ATTENTION DISTRIBUTORS! 
Gear Corp. The new quarters pro Oster backs your sales efforts with ads like 
.° this in national publications every month. 
vide offices for more than 250 engi 
neers as well for the marketing divi 
_— THE OSTER MANUFACTURING CO., 1302 East 289th St., Wickliffe (Cleveland), Ohio 
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reasons why 
you pocket 
more profits with 


= 


“© 
rae 


BUFFALO'S 


complete line of 


QUALITY 
EXTINGUISHERS 


Yes sir, when you sell Buffalo's Underwriters’ Laboratories and 
Factory Mutual approved line, you can provide your customers 
with dependable protection against every fire hazard! And 
you make more profits too, because Buffalo’s complete line of 
quality fire protection equipment plus their outstanding Selec- 
tive Distribution Policy put you in the best competitive position 
possible. If you are not a Buffalo distributor, write today for 


complete information! 


BUFFALO FIRE APPLIANCE ‘CORPORATION 
D ion T oa | ae eS :. a Seo 
eae. oes SS oe 


hetter-buil 








ARSHALL 


STEEL COMPANY 
reunounces 


A companion product to 
the Aristocrat line of 
GROUND FLAT STOCK 











OIL HARDENING (SAE 01) 


DRILL ROD 


Same analysis as that of our Ollcrat ground flat 
stock. It will machine, heat treat, and perform 
identically to our ground flat stock. 





Complete range of sizes from "A to Z." 
From No: | to No. 80 1/64" to 2”. 


GROUND FLAT STOCK ¢ 


OlLcrat-AlRcrat and 
MarshalLCrat 


2000 SIZES 
WE SELL 
THROUGH ns 


DISTRIBUTORS an 








ARSHALL 
STEEL COMPANY 


Box 108ID LA GRANGE, ILLINOIS 
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All over America... 
idall-moia-b\2e)amaal-1- tal 


Vivid Permanent 


0 ao 


idarcus 

remain 
clearly 
visible! 





Mark up ‘plus’ sales by following the 
recognized leader in industrial marking 
...Dixon! Unequalled in quality and value, 
Dixon Lumber Crayons are completely 
sun-and-rainproof. And they're com- 
pletely profit-proof... always in demand 
for in-plant and yard marking . . . always 
ahead in sales and satisfied customers! 
For marking steel, iron, lumber, 


concrete — clearly, quickly, perma- 
nently — recommend 


LUMBER CRAYONS! 


in Yellow, Red, Bive and 9 other 
highly visible colors. 

THE JOSEPH DIXON CRUCIBLE COMPANY 
PENCIL SALES DIVISION—DEPT. ID. 2 
Wayne & Monmouth Streets 
Jersey City 3, New Jersey 
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Even in Prosperity, Some Fall by Wayside 


NO. OF MILLIONS 
FarLURES OF DOLLARS 
15800 60 
Monthly Averages by Yeors Monthly Totols | 
1 
TIES A 
1250 | 
\ NO. OF FALLURES 
1000) 





i 








250- : 410 
| } } Source: Dun & Bradstreet, inc 

oLtiititiit rititiiat Lostisisad AAC AR ee Pa 
1935 1940 1945 1950 1955 1954 1955 1956 


National Research Bureau 
Commercial failures are a paradox of prosperity. According to this chart of failures 


in all types of firms, the casualty rate is not alarming, but high enough to serve as a 
warning to management in general and credit managers in particular. Most failures 
, 


are of small firms, and are directly atti t t ick of capital or lack of manage 


ment skill 


SKF Expands Atlanta, Ga., Facilities 





SKF Industries, Inc., has moved its southeastern regional sales offices and warehouse 
in Atlanta, Ga., from 1375 Spring St W. to new quarters at 1052 W. Peach St 
e is also located at the new facilities which 


N. W. The Atlantic sales district office 


provide four times more floor spa 


Mills & Lupton Finishes New Building 





New Mills & Lupton Supply Co. building is located at 749 East Twelfth St., 
Chattanooga, Tenn, The two-story structure provides about 60,000 sq. ft of space 
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Wa rare 
¢-¢ Forged Steel Fittings 







Sydney E. Cowlin 


Eaton Mfg. Makes Cowlin 
Market Research Director 


Sydney E. Cowlin, advertising and 
sales promotion manager for the 
Reliance Division of Eaton Mfg. 
Co., has been made director of mar 
ket research for the company 

With the firm 15 vears, he has 
been a member of the board of 
directors of the American Supply & 
Machinery Manufacturers’ Associa 
tion since 1951. 


Gilliland Joins 
Manning, Maxwell 


Roger Gilliland has joined Man 
ning, Maxwell & Moore, Inc., as 
sales engineer for the industrial con 
trols division. He has been assigned 
to the west coast and will make the 
Los Angeles office his headquarters. 

Mr. Gilliland will be responsible 
for sales and service for American- 
Microsen electronic process control 
instruments. 


Gets New Tester 

A new universal hydraulic tester 
for wire rope has been installed at 
the Wilkes-Barre, Pa., plant of 
American Chain & Cable Co., Inc. 
Its capacity is over twice that of 
the older tester. Emerson H. Todd, 
sales manager of the wire rope divi 
sions, said it guarantees that even 
the largest slings can be subjected 
to a prooftest of twice its safe work 
ing load. 


new rustproof coating 


That attractive color you see on our forged 
carbon steel fittings is a new synthetic 

coating that effectively protects the fittings against 
corrosion in stock and in service. The coating 
completely covers the fittings—inside and 
outside, thus protecting threads and sockets, as 
well as external surfaces. 

If you are going to paint your piping system 
for color coding or other reasons, the new coating 
serves as an excellent base for paint. No 
objectionable rust or scale to scour off before 
painting. 

All W-S forged carbon steel fittings, in both 
screw-end and socket-welding types, are 
now available with the new blue rustproof coating. 

Remember the blue color. It labels the fitting 


a W-S Quality Product. ay 


Write to W-S Fittings Division, H. K. Porter Company, Inc., P.O. 


Box 95, Roselle, N. J. 
W-S FITTINGS DIVISION 


HKP H. K. PORTER COMPANY, INC. 
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Send for your copy of Forged Steel Fittings Catalog A-3-56 









Veo NUreg - THE ONLY 


COMPLETE POWER 
TRANSMISSION SERVICE 

























Earl Erich t 

t 

Tube Turns Promotes a 
Erich to Sales Manager i 
te 

Earl Erich of ‘Tube Turns Plas t 


tics, Inc., has been advanced from 






















p 
issistant sales manager to sales 4 
g 
Inanager, t] 
Mr. Erich joined the firm’s tech 
nical service staff in January 1955 
In May of that same year he was = 
placed in charge of sales programs 
on the west coast and in the south 
west. He became assistant sales 
manager in January 1956 
Stock Changes Hands 
- . 
At Western Supply 
Usin One F. Wilson Dye, president of 
4 — Western Supply Co., ‘Tulsa, Okla., 
| t rh b! reported the sale of the firm’s ma 
n erc angea e jority stock interest to three oil in 
8 hi S dustry figures: W. A. Baden, B. B 
ushing System Blair, and L. F. Rooney ‘ 
Mr. Dye said the company would 
; ; continue to be operated by its pres 
Right from the shelf you can select the most efficient and economical ‘ 
: ent personnel and that he will act as 
equipment to meet your customers’ every power transmission need, while : 
board chairman and chief executive 
providing complete plant standardization on one-type bushing. For this z 
integrated line includes sheaves and V-belts, sprockets and chain, paper officer ‘ 
, : Gr 
pulleys, and rigid, flexible and chain couplings; all using Browning's exclusive < 
malleable split taper bushing that grips the shaft with positive clamping Fe 
force, yet mounts and unmounts with ease. Lets you stock thousands of size Wins Blackhaw k Contest 
. . ‘ 
and bore combinations with minimum inventory. Write for more information d 
; : tee C i ica The Fountain Lumber Co., Los & | 
on this profitable line. Browning Manufacturing Company, Maysville, Kentucky. . 
Angeles, won the first grand award, veal 
$50, in Blackhawk Mfg. Co.’s “Ideas ata 
for Industry” contest. <A total of east 
$112.50 is awarded each quarter to A 
individuals or firms for the most 4 
time-saving, cost-cutting applic itions Serv 


of the firm’s hydraulic power tools. 
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Ducommun Employees 
Share Over $536,000 


Charles E. Ducommun, president 
of Ducommun Metals & Supply 


Co., Los Angeles, said over $536,- 
000 of firm’s 1956 earnings will be 


shared with its 847 employees. Sales 
reached a record high of over $46, 
000,000. 

Approximately $183,000 has been 
distributed in cash. Employees with 
the firm more than 18 months re 
ceived the equivalent of three 
weeks pay. Proportionately smaller 
amounts went to those employed 
for shorter periods. 

Over $380,000 will be contributed 
to the employees profit sharing trust 
and the retirement plan trust. This 
new total brings the sum set aside 
for the two trust funds to more 
than $2,600,000. There are 313 em 
ployees participating in this pro 
gram with service records of more 
than five years. 








Robert A. Kurz 


Greenfield Tap 
Fetes 45-Year Man 


Robert A. Kurz of Greenfield ‘Tap 
& Die Corp. recently completed 45 
years with the firm and was honored 
at a testimonial dinner by the firm’s 
eastern district sales office. 

At the dinner, Mr. Kurz received 
a wrist watch commemorating his 
service in the New York sales area 
from 1911 to 1956. 





Acco Registered Sling Chains 












NEW! 


—J 


Accoloy X-Weld 
125 Chain 


Welds as strong 
or stronger than 
alloy material. 
Welded area 
2% times conven- 
tional size area. 
*Pat. No. 2763768 





Shaped Section 
Master Link 


Holds its form 
under loads up 
to 18% greater. 




















New X-weld Chain and New Master 
Link give added strength, safety! | ..cco tre enn 





MEANS 


1 The dest material 


2 Unit safety factor (on bodies 
rings, links, hooks) 


e The best has been made even better! acco 
Registered Sling Chains, recognized everywhere 
as the finest sling chains on the market, have now 
been. made still stronger and safer by incorporat- 
ing Acco’s great new Accoloy X-weld 125 chain | ? oo —— sling 
and acco’s new Shaped Section Master Link. mater ene rere 

The Accoloy X-weld 125 chain is non-kinking. 4 Actual field service test 


Each link has an oversize welded area with welds of each design 
of full alloy strength. This means extra rugged- 5 Metal identification ring 
on each sling 


ness and longer service life. Chain is identified at 
5-foot intervals by tape markers reading “‘acco 
X-Weld Pat. No. 2763768.’’ The new Shaped 
Section Master Link weighs no more, but it with- 
stands deformation under loads up to 18% 
greater than a conventional round section can. 

Sell acco Registered Sling Chains—they are 
better than ever! For full details, write our 
nearest District Office. 


6 Signed Registry Certificate 
with each sling 














American Chain Division 


AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 








INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1957 253 











DURABLE PROOF OF FITLER INNER QUALITY 














TREATED UNTREATED 
Once again research is responsible for technical advance- eer une 
ment. Every step of Fitler’s modern manufacturing process “ROTPROOFED”’ 


has been preceded by pains-taking hours of laboratory ex- 
periments. Now, the finest of Manila Fibres are made to 





withstand even more rugged wear through Fitler’s Rot- 


William D. Wallace 


proof process which gives protection against decay-pro- 
ducing moisture, mold, mildew, fungi and _ bacteria. 

ALWAYS REMEMBER, there is a Fitler Rope designed 
for your customer's every need and it is treated to give effi- 


| Wallace Joins 
Republic Rubber 





cient, economical service... This is a good selling point. 
SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE William D. Wallace has been 

THE EDWIN H. FITLER CO ee ee 

= S quarters to represent the Republic 

EST. 1006 Rubber Division, Lee Rubber & 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. : : 
lire Corp., in the firm's newly cre 


ited “out-state” Michigan territory. 
Mr. Wallace had most recently 


been sales manager for a Chicago 














Oldsmobile dealer. 


Boston Woven Hose Names 
Jackson Sales Director 





Randolph H. Jackson has joined 
| Boston Woven Hose & Rubber Co. 
as director of sales. He will direct 
sales activities of the company’s 
industrial rubber products division. 

Mr. Jackson had been vice presi 
| dent of the Clinch-Tite division of 
| Payson & Trask and before that 


WILTON VISES ‘os greater ruggedness today was manager of the power transmis- 


sion division of the American Pul 


.. «i$ sound economy tomorrow! ley Co 


The strength and ruggedness of Wilton Vises* guarantees big savings in future 


repairs and replacement. Malleable iron castings of 54,000 psi tensile strength te yn ‘. TT 
are used on all stressed parts. Fully enclosed housing contains a permanent Present Life Me mibe rship 


grease pack. Don’t your customers deserve the best? that’s WILTON! 
"Medel shown ts 4° cise No. 4555-58 pounds Frank Cruger, partner Indiana 


UNCONDITIONALLY GUARANTEED FOR FIVE YEARS! Mfrs. Supply Co., Indianapolis, and 
Send for the Free 32 Page Catalog of Wilton Clamping Tools! secretary of the National Small Busi 


1D-2 
ness Men’s Association, accom 


WILTON TOOL MFG. CO.., INC. panied other NSBA officers to the 


SCHILLER PARK, ILLINOIS White House for presentation of 


) . ) . 
Sold by leading distributors the world over NSBA life membe rship to President 
ind Mrs. Eisenhower. 
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Aro Equipment 


Promotes Two 
K. Hl. Zinsmaster of The Aro 


guipment Corp. has been pro 
moted from director of purchases to 
manager of procurement and pro 
duction planning and will head a 
newly-organized department. 

W. D. Nixon takes over Mr. Zins 
master’s former duties in his new 
post of purchasing agent for the 
lubricating equipment and air tools 
Mr. Nixon will tem 
porarily continue to act as purchas 


divisions. 


ing agent for the aircraft division. 
New Expansion Program 


A $2,500,000 expansion program 
to be financed mainly out of earn 
ings has been announced by Aro 
Equipment. Factory and offices at 
Bryan, Ohio, will be enlarged by 
60,000 sq. ft. of floor space over the 


next five years. 


Mac-It Parts 
Selects New Head 

Mrs. Paul A. Mueller succeeds the 
late Paul A. Mueller as president of 
Mac-It Parts Co. 


will continue to be responsible fot 


Bruce A. Boggs 
overall operations. 

Mrs. Mueller is a niece of the late 
John S. Cochran, president of the 
firm from 1921 to 1952 








BRAINS BEHIND the Peder 


rHE 
sen Bros 
are: (standing 
and (seated) brother Roy 
Louis 


lool & Supply Co., Chicag: 
brothers Bill and Al 
and father 


IMC Hec1e MULCONROY 


Sportal CONSTRUCTIONS 





...F0 ld (de You 
Customers Special 





In nearly every industry there ore 
certain unusvol service require- 
ments which connot be met by 
conventional hose... excessive 
temperatures, extreme pressures, 
severe abrasive wear, critical and 
continuous flexing, etc. These ore 
the conditions for which Mulconroy 
Special Hose Constructions are 
designed and built to serve with 
wifailing reliability, safety and 








economy. 


Sold on the basis of their qualifications for extraordinary performance, they 
represent profitable additional business for the Industrial Distributor. Users 
include machinery manufacturers, chemical and food processing plants, foundries, 
railroads and other concerns employing steam, air, gas, oil, acids and chemicals 
under especially severe service conditions. 


“DYNAMITE” Armored insulated Steam 
Hose. Style 801—Tube is special heat-resisting 
rubber compound, reinforced with continuous spiral! 
of steel wire, and insulated by woven asbestos 
lining. Corcass is extra strong combination of 
rubber and duck. Cover consists of multiple loyers 
of braided wire, surrounded by spiral of half- 
round galvanized steel. 

Style 800—Some as above, but with additional 
layer of asbestos between carcass and cover, 
for maximum resist | ternal heat 


ta int: 





“NEW PROCESS” Fabric Covered Hose 
for All Services. Same genera! ormored- 
insulated constructions os the “Dynamite” fine, 
but with a tightly braided, hard twisted cotton 
cord cover, impregnated with o special lubricant 
which remains permanently elastic. impervious to 
heat and cold, and highly resistant to the effects 
of oils, acids, alkalies ond other chemicals, and 
severe abrasive wear. 

“CORRUTUBE” —Continvows Wall Fiex- 
ible All-Metal Hose. Style 949—For services 
demanding extreme flexibility, highest resistance 
to fatigue under all temperatures and pressures, 
ond complete freedom from leaks and seepage. 
For steam, air, oil, acids, chemicals, gases, etc. 
Non-burnable. Assures long, sofe service, free 
from maintenance and repairs. Available in long 
lengths. 





“DYNAMITE” Armored insulated 
Steam Hose, Style 801. Sizes 4'' 
to 3". 








Hose, Style 949. Sizes Ya"' to 2"'. 


Send for literature completely describing the products shown above, and other items in the 
Mulconroy line of Special Hose Constructions . . . used successfully by American industry to 
meet ovt-of-the-ordinary requirements for nearly three-quarters of a century. 


5323 JEFFERSON ST. 
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“When it comes to rigid alloy qual 
ity control, George, you have to 
hand it to Kester Solder." 


ZW, 





“Nothing like Kester Solder, Fred, 
for speeding up those production 
soldering jobs." 





“| like the way Kester Solder goes 
to work, Harry. It's always fast, neat, 
economical.” 


“Been using Kester for almost half 
a century, Tom.” 








“The Technical and Engineering “We have no trouble with inspec- 
Service at Kester is a great help in tion rejects now, Bill, since we 
licking production problems, Bob." switched to Kester Solder.” 





THAT'S THE WAY 
THE WORD GETS 
AROUND AMONG YOUR 
CUSTOMERS 


Capitalize on Kester Solder’s vir- 
tually universal acceptance, long- 
time reputation, unswerving high 
quality. Sell Kester . . 
sell the best—all-ways! 


. and you 





ASTER SOLDER 


4214 Wrightwood Avenue, Chicago 339, Illinois 


Newark 5S, New Jersey ¢* Brantford, Canada 
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Leonard J. Van Vranken 


Van Vranken Heads Sales 
For Engineering Supply 


Leonard J. Van Vranken has 
been appointed sales manager of 
Engineering Supply Co., Dallas. 

Mr. Van Vranken previously was 
southwest division district manager 
for the Lewyt Corp. Before that 
he had been with General Electric 
Co. and later the General Electric 
Supply Co. for 18 years. 


New Advertising Manager 


Everett A. Andes has been ad- 
vanced from advertising production 
manager to advertising manager for 
lube Turns and The Girdler Co. 


He has been with Girdlier and Tube 


l‘urns for nine years 








eM WON nwusTe at SuPPLY 





FIRST ANNIVERSARY was recently 

lebrated by Union Industrial Supply, 
Inc., Bridgeport, Conn Thomas L 
Capozzi and Arthur Erickson are the 
proud owners 




















Hills-MeCanna 
Reassigns Three 


Philip T. Rogers and P. R. Mc 
Cloud have been promoted by Hills 
McCanna Co. to product sales 
managers of the valve sales depart 
ment and pump sales departments 
respectively. H. P. Orlebeke has 
been made chief engineer of the 
pump sales department. 

Mr. Rogers joined the firm’s sales 
staff in August 1956 and Mr. Mc- 
Cloud became a_Hills-McCanna 
employee in November 1955. Mr. 
Orlebeke has been with the firm 
five vears. 








ms 


Earl Sadenwater 


Sadenwater Gets 


Flack-Pennell Post 


Earl Sadenwater has joined Flack 
Pennell Co., Saginaw, Mich., as 
warehouse manager. 

He has had more than 20 years’ 
experience in the supply field and 
had been sales manager of Reichle 
Supply Co., Saginaw 


Dunnivant Represents 
Chicago Screw in Ohio 


Kenneth R. Dunnivant has been 
appointed standard products sales 
representative by ‘The Chicago 
Screw Co. 

Mr. Dunnivant, who has had fac 
tory training with the firm and also 
worked in inside sales, will cover 
Ohio and parts of Indiana and Ken 
tucky 


Specialty Selling Through 
SHOWS and DEMONSTRATION 


ae 


Helps Make DUMORE a Key Profit Line 








for Morris Abrams, Inc. 


Specialty selling is an “all-out” effort 
with Morris Abrams, Inc., New York, 
distributor of Dumore Precision 
Tools. Demonstrating these high profit, 
high unit priced tools on-the-job at 
prospects’ plants, taking them along 
on sales calls, and actively exhibiting 
them at local shows are considered 
very important selling strategies by the 
entire Morris Abrams sales staff. 


Of course all the sales aids made avail- 
able by Dumore are used as well, but 
these specialty selling techniques are 
the major elements which help make 
Dumore a key profit line for Morris 
Abrams! 


Every opportunity to develop sales 
leads is taken. Local show participa- 
tion gets them. For instance, at the 
recent Power Show in New York, the 
Morris Abrams, Inc. booth was well 
represented with salesmen fully equip- 
ped to show how Dumore Precision 
Tools produce better results by actual 
performance demonstrations. The 
Morris Abrams sales staff knows that 
the high volume of sales leads obtained 
at this and other shows greatly in- 
creases their chances for more closed 
sales. 

In addition to the Dumore Units, com- 


panion tools and other supplies Morris 
Abrams sells get the sales push also. 


Why don't you try Specialty Selling. You, too, can 
make Dumore a “key line” for bigger sales and profits! 
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PRECISION TOOLS 


Pe 2 


AUTOMATIC DRILL UNITS 
MICRO DRILLS 
TOOL POST AND 
HAND GRINDERS 
THE DUMORE COMPANY 


1322 Seventeenth Street 
Racine, Wisconsin 
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PRECISION BRAND 


ARBOR] 
puke SPACERS | 
and SHIMS | 


Aa ed y 


| Midcap Opens New Corpus Christi Building 






FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 


accurate spacing of milling cutters, slit- meas — —— 
ter knives, gang saws and many other Oe anetine 3 , Sie 
uses. They come neatly packaged in pee , PRE EOP ory ES 
thicknesses from .001” to .125” thick ‘ 

and %” to 7” hole diameter. 








Midcap Bearing Co., of San Antonio, Texas, recently moved its Corpus Christi 
branch into this new building on a 20,000 sq. ft. site at 4624 Baldwin Blvd. 


WITH KEYWAY WITHOUT KEYWAY 


Please 
specify 
type 
desired 
when 
ordering 


PRECISION STEEL §& 
GY) warenouse, INC. | 


421 MAPLE AVE.,. DOWNERS GROVE, ILLINOIS 


US 











REPEAT SALES 1 
1 

Sell the new standard in machine 
key stock — MAK-A-KEY — Oo 
packaged in 6 most commonly Spacious aisles separate company’s stock of bearings and power transmission eq | 
used sizes for industrial use. Ideal ment. Corpus Christi operation was started eight years ag 0) 
al 


for repairs, replacements and 
maintenance. Standard assort- N 
ment in sturdy self-service display : 


carton, 12 in. lengths: 3/16, 1/4, 


5/16, 3/8, 7/16, 1/2 in. squares. N 
Also rectangles and additional wi 
sizes. Write for details! 
D 
th 
COLD 
FINISHED W 
ZINC-COATED W 
GREASELESS | 
OVERSIZE Co 
CLEAN ad\ 








DEVAN-JOHNSON CO. W 
50S Rathbone Ave. Sales office and counter is equipped for fast service. Literature, price books and os 
tio 


Aurora, Illinois card files are within easy reach in well-lighted space 
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Garrett Supply 
Buys Land Site 


A six acre land tract in east Los 
Angeles has been purchased by Gar 
rett Supply Co., division of Garrett 
Corp., Los Angeles, for future ex 
pansion. 

Frank Nelson, manager, said the 
firm has outgrown its present facili 
ties and expects to construct in the 
near future quarters twice as large 
on the new land at Randolph St. 
between Garfield and Eastern Av 
enues. 








Dan E. Harrison 


True-Trace Opens 
Two New Branches 


I'wo new branches have been 
opened by ‘IT'rue-T'race Sales Corp., 
one at 1405 16th St., Racine, Wis., 
and the other at 35 Urban Ave., 
New Cassel, Long Island, N. Y. 

Dan E. Harrison, formerly with 
National Steel and Shipbuilding, 
will head the Racine office and Len 
Dubuke has been named to direct 
the new Long Island office 


W. S. Nott Appoints 
Woods As Treasurer 


W. W. Woods of W. S. Nott 
Co., Minneapolis, Minn., has been 
advanced to treasurer, a post form 
erly held by O. L. Hale, president 

With the firm 10 years, Mr 
Woods was credit manager and 
assistant treasurer before his promo 
tion. 


Plumbers Use ““SULFLO’’* 


*SULFLO—IS THE TRADE-MARK CUTTING OILS 


OF SULFLO, INC. 


because they 
“EASE THE PULL” 


in cutting and 


. i 
FIRST weee threading pipe! 





This preserves the high test tem- 
WORD IN pered quality of the cutting too! 


LAST PERFORMANCE itself, thereby helping to = 


more pipe and thread 
speeds up the job Adds to 


AND ALWAYS! profit. Contributes to better 


workmanship 
( suLFLo NO. 1 SULFLO NO. 2 
For Machine Use—Lighter 
For Hand Threading, Tap- in density than No. 1 Has 
ping and Brush On Jobs. same properties as No. | 


SULFLO Machine-Kut 
For Pipe Threading Machines and for the machining of high 
alloy steels. Machine-Kut is a sulphurized fluid type cutting 
oil, transparent on work 
Sulfic Products are sold by selective Distributors 

if you don’t know who your local SULFLO Distributor is, write 
us—we'll be glad to send you literature and put you in touch 
with him 














SULFLO, INC. cuzasern sn 


IVE” 
008 ON | 


BY DISTRIBUTORS 


for 65, years 


“POSITIVE” Lock Washers are a 
product of the confidence many Dis 
tributors have placed in us as their sole 
source of supply for the past 65 years. 

“POSITIVE” Lock washers are all-im 
portant adjuncts to fastener sales. Their 
use in your customers’ plants are vital 
to critical assemblies of their products 
To serve your customers well, rely on 
a source of supply geared to making 
the best possible product and selling 
through distributors. 





Le 
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Your customers 
will want . 
NEW 50-A SERIES 


PRESSED STEEL SWIVEL CASTERS 


... they’re stronger, lighter 
and lower cost! 


A new ball race, deeply em- 
bossed outer apron and steel 
sleeve put extra strength at the 
right places on Bond's new 50-A 
Series Pressed Steel Swivel Cast- 
ers. This means your customers can 
expect and get long, dependable 
service from their 50-A's. They'll 
roll with “air-light” ease. And 
they'll cost less to buy and use. 


Bond 50-A Series Pressed Stee! 
Swivel Casters are available in 
2, 2%, 3, 4, 5 and 6-inch diam- 
eter semi-stee!l or solid rubber 
tread wheels. Individual caster 
capacities range from 75 through 
500 pounds. Tell your customers 
about the new 50-A Series . . 

and you'll sell them satisfaction 
while you make good money. For 





pp FOUNDRY & MACHINE COMPANY 
MANHEIM, PENNSYLVANIA more information write: 
























Have your pick of 7,000 

that’s right, ‘‘seven thousand 
— sizes RIGHT OFF THE 
SHELF! And that’s not all. We 
can give you speedy service 
on “‘specials, too. “Don’t 
turn down your customers’ in 
quiries on special items. Turn 
them over to us. If it’s stain 
less, we can make it. We mill, 
drill, grind, tap, slot, thread, 
head, stamp and bend. We'll 
get off to a quick start from 
either a blueprint or sample 


STOCK OR SPECIAL LOOK 
TO STAR FOR STAINLESS 
STEEL FASTENERS RIGHT OFF 
THE SHELF TO YOU 


STAINLESS STEEL 

® Bolts and Cap Screws 
® Socket, Set and Cap 
© Nuts, Washers 

@ Sheet Metal Screws 
@ Wood Screws 

® Pipe Fittings 

@ Machine Screws 


for 
stainless 
fastenings < 


lid, My 


Write, wire, or phone for your 
Stainless Stan 
says “Star's 
screws have 


copy of the new STAR catalog. 







Srar STAINLESS SCREW CO. shiny heads” 


645 Union Bivd., Paterson 2, N. J. * ‘phone: Little Falls 4-2300 
ie] Direct N. Y. ‘phone: Wisconsin 7-9041; Philadelphia; ENterprise $231 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. Inquiries Invited 


clean, bright-and- 
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Hewitt-Robins Elects 
Vice Presidents 

F. L. Griffith and F. W. 
Blanchard have been elected as 
vice presidents of Hewitt-Robins, 
Inc. 

Mr. Griffith has been general 
sales manager of the industrial 
products division since 1953 and 
will continue in that capacity as 
vice president. He joined Hewitt- 
Robins in 1949 and organized the 
firm’s industrial products central 
sales department. 

Mr. Blanchard will be responsible 
for manufacturing and engineering 
in the firm’s industrial products 
divisions. The last six months he 
has been serving as assistant to the 
executive vice president and before 
that was manager of operations of 


the firm’s Buffalo, N. Y., plant. 


Directs Chicago Operation 


Edward J. Mytkowicz, manager of 
manufacturing at the Passaic, N. J., 
plant of Hewitt-Robins, Inc., has 
been made manager of operations of 
the firm’s Chicago plant. 


Kraeuter Makes 
Executive Changes 


Joseph R. Zelenka is now vice 
president and general manager of 
Kraeuter & Co., Inc. 

Robert D. Fleischer and John Ent- 
wisle have joined the firm as sales 
inanager and production manager. 

\Ir. Fleischer was formerly sales 
manager of the safety tool division 
of Beryllium Corp. John Entwisle 
had been vice president and works 
manager for Henry Disston Division 
of H. K. Porter Co., Inc., Pittsburgh. 


Ex-Cell-O Takes Over 
Gage and Bearing Firms 


lhe Cadillac Gage Co. and the 
Smith Bearing Corp. have been ac 
quired by Ex-Cell-O Corp. through 
in exchange of stock. 

Both firms are now wholly-owned 
subsidiaries and will continue to 
operate as separate units under thei 
present management. 































WHEN | TELL THEM 


THE 0 N [ " STORY... 
STANDARD propucts 


SELL! 


Points of superiority — Actual cases of BIG STAND- 
ARD SAVINGS in money, men, materials and time 
— OPEN DOORS and MAKE SALES for me! 























I've found the BEST material in a briefcase is what | call 
the Standard “ONLY STORY" . . . only Standard Infinitely 
Variable Speed Snagging Grinders, for instance, can save 
foundry prospects up to 50% in wheel costs . .. only 
Standard's Carbide Tool Grinder has the ‘‘One-Step-From- 
Rough-to-Finish'’ advantage to save floor space and, again, 
grinding wheels. And all through the Standard line of 
machine tools, I've got an only story . . . from Super Pre- 
cision Spindles, ‘‘checked out'’ in our own sound, dust, 
vibration proof laboratory .. . to slides, tables and feeds 
for every application. 


1 SELL with Standard .. . You can, too! Write 
today for the Standard Story! 


District offices in Los Angeles, San Francisco, California; West Redding, 
Connecticut; Washington, D. C.; Atlanta, Georgio; Wilmette, Ilinois; Cold 
Springs, Kentucky; New Orleans, Lovisiona; Baltimore, Maryland; Kansas 
City, Missouri; Morristown, New Jersey; Buffalo, New York, New York; 
Cincinnati, Toledo, Ohio; Pittsburgh, Pennsylvania 


“the STANDARD electrica too! ca 


HALLMARK OF METALWORKING 
MACHINE TOOLS SINCE 1912 @ 2520 RIVER ROAD e CINCINNATI 4, OHIO Soe 
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... from the 


most complete line of 


OUTTAY: 


re cessed head drivers! 










BREAK-PROOF 
SHOCK-PROOF 


Screw 
Drivers 


Maurice Watters, Madison Elec 
tric Co., Detroit, won top prize of 
$1,000 in a recent letter contest 
conducted by The Rawlplug Co. 
Distributor salesmen who had taken 
“An 


submit 






the firm’s training 
chorma,” were 


letters telling how they applied their 


program, 
invited to 


v* 


A Driver for 
Every Need! 
_——_ ©) 


Phillips 


training. 
Thousands of 
mitted the company announced and 
Mr. Watters’ letter was judged the 
best by the three judges: Walter F 
editor, INpusrRIAL Drs 
rripution; George Ganzenmuller, 
editor, Electrical Wholesaling; and 
George G. Felt, president, Felt Ad 






letters were sub- 


@ Because VACO offers 
you more than 200 styles 
and sizes of screw drivers 
from which to choose, 
VACO brings you a com- 
plete choice of recessed 


Crowder, 
Reed & Prince 


Clutch Head 


— ©) head drivers... Another vertising, Inc. 
_ Allen reason why you should 

© buy VACO for all your ee = 
—_ eines diieee Goal Additional Winners 


five salesmen w 00 S 
a Five salesmen won $1 check 


the VACO Vari-Board Joseph Hossack, Weed & Co., 
> It's easy to select the right Rochester, N . 73 Marion Dic k, 

sc d yhen you buy . . . 
from the VACO Vari Standard Electrical Supply Co., 


Board. Displays up to 120 


Milwaukee; Charles Smith, JaCee 


drivers at a glance each ; : ; 
one ices guar- Suppl Co.. Dallas: W : \ { Fd 
anteed ! ¢ ‘ : : 
wards, Mill Power Supply, Char 
Plier 


lotte, N. C.; and Edward Golstein, 
Pill, Inc., Cambridge, Mass. 
Winners of $25 checks were: B. 
Howard, Chicago Builders Supply, 
Chicago; J. Morein, General Hard 
ware Co., Denver; Mrs. Alma Titel, 
Carter-Ryco, St. Louis, Mo.; Alfred 
Goodin, United Electric Supply 
Co., Conn.; Edwin Clark, Summit 
Hardware, Inc., Cleveland; L. Jedd, 


Vari-Board, Too! 
Complete display of all 
popular styles and sizes 
for on-the-spot selections 





Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy! 


VACO PRODUCTS COMPANY 


317 E. Ontario St., Chicago 11, Illinois 


| 


Ltd 


Montre 1 
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Rawlplug Co., 


\. J. McEwan, sales manager for The 
Maurice Watters, Madison Electric Co., 
firm’s new plant in New Rochelle, N. ¥ 


Rawiplug Awards Prizes in Distributor Contest 





presents $1,000 check to 
opening of the 


D it the formal 


J. G. Maiers Sons, Baltimore, Md.; 
R. Bader, Southern Electric Supply, 
Houston; and G. Carrier, Columbus 
Plumbing Heating & Mill Supply, 
Atlanta, Ga. 





THE MOST COMPLETE SOURCE 


STAINLESS STEEL, 
SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS FASTENING DEVICES 
ALL TYPES 

“4 ALL SIZES 

baa ve! ANY QUANTITY 


EVERDUR @ MONEL 


a - 
Y 
Yy 
UY, 


(a NAVAL BRONZE 


ALUMINUM 


NICKEL ALLOY STEEL 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 


Stiipfless 


SCREW & BOLT CORP. 


131 CHURCH STREET NEW YORK‘7TN Y 


























Carlisle Dean Hanson 


Hanson and Van Waldick 
Join Weatherhead Division 


Carlisle Dean Hanson and Don- 
ald M. Van Waldick have joined 
the industrial distributor sales staff 
of the Fort Wayne Division of The 
Weatherhead Co. 

Mr. Hanson, who had been with 
Pouch Tobacco Co., General Foods 
Corp. and General Electric Supply, 
will cover Texas and Louisiana as a 
held engineer. 

Mr. Van Waldick has been 
named field engineer and sales rep- 
resentative for northern Illinois, 
Michigan City, Indiana, and Daven- 
port, lowa. He had been with Salis 
burv Axel Works and Farnsworth 
Electronics Co. 





Donald M. Van Waldick 


—) so TOUGH 
SMOOTH 


Cataloging for 
Your Salesmen 


Folders for Your 
Customers 


NEW 
Advertising in 
the Trade Press 


You will find this new sales and advertising promotion will be a real sales 
help to you. Advertising in Factory, Mill and Factory, Industrial Finishing, 
Woodworking Digest, XN » Equipment Digest, and other magazines will 
carry the story to your customers. For your use, National has prepared a 
new counter folder and mailing piece, as well as a complete new catalog 
for your sales force. A new counter display is being developed. Write 
for complete details on this new program. 


All Tying Together into a Real 
PROFITMAKER FOR YOU! 


NATIONAL AIR SANDER, INC., 2800 AUBURN ST., ROCKFORD, tit 
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REPAIR -PIPE LEAKS 


QUICKLY 
PERMANENTLY 


ANY PRESSURE 
ANY TEMPERATURE 





SKINNER-SEAL 


EMERGENCY PIPE CLAMPS for safe, 
sure lasting repair of splits and rust 
holes in pipe. No pressure too high. 
Anyone can apply in a few mo- 
ments. Made in all sizes, 2" to 
12”, for steel and C. I. pipe. Stock- 
ed by practically all distributors. 





SKINNER-SEAL pire joint clamp 
stops leaks at joints where pipe is 
screwed into fitting. Any tempera- 
ture—any pressure up to 2,000 
pounds. Saves the cost of tearing 
out and renewing leaky fittings. 
Prevents shutdowns. In stock at 
most industrial distributors. 


For over half a century, 
a complete line of Repair 
Clamps and Saddles for 
steel and cast iron pipe. 


Send for catalog! 


M. B. SKINNER CO. 


SOUTH BEND 21, INDIANA 









Vv. W. Wells 


Electric Hose Transfers 
Wells to Head Sales 


V. W. Wells has been elected 
vice president and sales manager by 
Electric Hose & Rubber Co. He 
succeeds the late Edwin P. Rutan. 

Mr. Wells was formerly vice presi- 
dent, manager of mid-western divi- 
sion, and had headquartered in 
Chicago the last 20 years 


Joins Industry Group 


R. John Moore, president and 
general manager of Detroit Ball 
Bearing Co., Detroit, has been 
elected a member of the Young 
Presidents Organization which is a 
national group of men under 45 
who were elected president of their 
firms before they were 40 








NEW FACE: Joseph A. Bailey has 
joined The Fairbanks Co. as a sales- 
man and will cover Louisiana, southern 
Mississippi and the Mobile and Pensa- 
rola trading areas 
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Baldor 


GRINDERS 


GIVE vou 











EXTRA PROTECTION! Totally enclosed, 
splash-proof motors shut out dust, grit, metal 
particles. Can't clog—last years longer! 
LUBRICATED-FOR-LIFE, ball-bearing 
motors. Never need servicing! 
DYNAMICALLY BALANCED MOTORS! 
Smoother operation ... less vibration' 
COMPLETE LINE! Grinders for every A 
need. % HP to 3 HP, 6” to 12” individually es) 
balanced wheels. Bench and pedestal types ‘ 
GUARANTEED! An outstanding 

performance record for over 35 years 











It pays to handle famous Baldor Grinders! > q 
Lowe: priced longer lasting! Write for 4 : 
Bulletin 321-P on complete line. a | 


BALDOR ELECTRIC CO. © | 


4364 Duncan Ave. « St. Louis 10, Mo. wie 


For better floats, quicker, 
depend on Harris 
ers need floats, 


you will find Harris is your most de- 
pendable source of supply. After 


When your custom 


float experience, you 

at Harris Floats are 
i for the job. 

correctly engineered 

Harris manufactures floats for any 

liquid, for high pressures and tem- 

peratures, of any workable metal in 

actically any shape. 

caneer and Stainless Steel Boll 

Floats, from 2” to 12” diameters, 

are carried in stock for immediate 

delivery. 

When your customers os 

depend on Harris. 


ARTHUR HARRIS & CO. 
208 North Aberdeen Street 
Chicago 7, i. 


many years of 
can be sure th 


k for floats, 






Write today 
for Harris 
Float Catalog 



























Cy 


co 














Keystoners Elect Officers 





New officers of The Keystoners, Philadelphia manufacturers representatives organiza 
tion (from left): Paul R. Briggs (Stanley Electric Tool), vice-president; H. E. Andre 
sen (Standard Tool Co.), entertainment committee; Howard L. Pruner (American 
Saw & Mfg. Co.) president; J. F. Barr (Greenfield ‘Tap & Die Corp.), entertainment 
committee chairman; and J. J. McCann (J. H. Williams & Co 


Hajoca Moves Charlotte Branch 














The Charlotte, N. ¢ yranch of Hajoca Corp., is now located in a new building at 
3000 S. Tryon St. Several hundred guests attended the opening of the n quarters 
which were built to company specifications. J. L. Berry is brancl inager 


Albertson Opens New Abrasive Plant in lowa 





A new plant for the manufacture of abrasive discs has been opened by Albertson & 
Co., Inc., in LeMars, Iowa. The new 125 ft. x 200 ft. windowless plant is air 
conditioned, winter and summer, both for working comfort and for better quality 
control of the discs. It is 25 miles north of the company’s main plant in Sioux 
City, Iowa. 
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JOBBERS... here's a 


new way to increase sales 


with the NEW 
3-IN-1 
SPREADER-CART 





= 






Spreads HI-DRI 
evenly and 


10 times faster 





-n-] OPERATION 


1. for STORING Hi-Dri 
2. for SPREADING Hi-Dri 


3. for REMOVING Hi-Dri 
after it has ‘‘done 
the job" 


apenrect TEAM 
for the user 

and the 

jobber 






Best of all ways 
to apply HI-DRI 
Best of all Absorbents 





For further information, write to 


WAVERLY Petroleum Products Co. 


1724 Chestnut St., Phila. 3, Pa. 
Mine and Plant / Quality, Georgia 


265 











LOOKING 


FOR 
SKILLED WORKERS? 


Many Hungarian technicians with hard-to-get 
skills are available for immediate employment 


A brand new source of skilled manpower is available 
now to American industry. If you believe you might use 
one or more Hungarian technicians, now at Camp 
Kilmer, New Jersey, write to: 
President’s Committee for Hungarian 
Refugee Relief, Camp Kilmer, New Jersey 


While the column at the right includes only a partial 
listing of skills, many others are also available. Specify 
your job qualifications ... describe your business .. . 
tell whether a knowledge of English is required and 
outline the housing situation. Arrangements may be 
made to interview applicants at Camp Kilmer if you 
care to do so. Should you hire a Hungarian technician 
you will not be obliged to pay for either his housing or 


his transportation from Camp Kilmer. 


Your voluntary and enthusiastic cooperation can help 
meet an emergency situation. The A.F.L.-C.I.0. en- 
dorses this project and you will join with other cor- 
porations, relief agencies, universities, churches and 
thousands of civic leaders in a great undertaking. The 
operating staff of the President’s Committee will also 


welcome your active interest. 


A partial listing of skills 


Airplane Repairmen 

Architects 

Chemists 

Construction Machinery Operators 
Designers 

Draftsmen 

Electricians 

Engineers — Chemical 

Engineers — Civil 

Engineers — Electrical 

Engineers — Mechanical 
Engineers — Mining 

Fabrication Metal Products 
Fabrication of Textile Production 
Foremen Construction 
Furnacemen Smelters Pourers 
Loom Fixers 

Machine Shop 

Miners Mining Machine Operators 
Power Station Operators 

Radio Operators 

Surveyors 

Tinsmiths Coppersmiths 
Toolmakers Die Sinkers Setters 
Weavers Textile 

Welders Flame Cutters 











———— 


This advertisement isa public service rendered to business and industry by... 


McGRAW-HILL PUBLICATIONS 


McGraw-Hill Publishing Company, Incorporated 
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® 330 West 42nd Street, New York 36, New York 
Headquarters for Business Information 













































REPUBLIC 





TWIST DRILLS —REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\,4"' holes in thick armor 
plote, Republic Drills give more holes per 
drill and more holes per hour of direct labor. 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 
MAKERS OF ““CELFOR,”’ “CENTURY,” 
""REPUBLIC’’ AND''U.S. EAGLE’’ BRANDTOOLS 


NEW FORK CHICAGO 


— 
NEW YORK PLANT 
NEW YORK 13, W. Y. 


100 LAFAYETTE ST 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is mode 
of hi-strength steel and 
heat-treated 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 

















GRAB HOOKS 







Available SLIP HOOKS 
for Chain Available 
Sizes 4" for Chain 
5/16", ¥e" Sizes 4" 
7/16", V2", 5/16", %” 
se” and 2" 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes V4" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 




















John F. Dolan 


Lamson & Session 
Creates New Post 

John F. Dolan has been assigned 
to the new position of general man 
ager of Chicago operations. ‘The 
post was established to coordinate 
the functions of the new Chicago 
plant and product distribution in 
the western district. 

During his 17 years with the com 
pany, Mr. Dolan has covered the 
western district extensively. In 1948 
he was made western district sales 
manager and was responsible for the 
development of business in this area. 


New Board Member 


William G. Laffer, president of 
Clevite Corp., has been elected to 
the board of directors of Lamson & 
Sessions. 


Leases Cincinnati Building 

A new building at 1057 Meta 
Drive, Cincinnati, constructed for 
long term lease to Armstrong Cork 
Co. is serving as district offices for 
four of the firm’s divisions: indus 
trial; floor, glass and closure; insula 
tion; and building products. 


ASMMA Index Advances 


Orders placed by distributors with 
manufacturers advanced moderately 
in November extending previous 
month’s record-breaking volume ac 
cording to New Order Index of the 
American Supply & 


Manufacturers Association. 


Machinery 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1957 


Suv peace of mind 


when the 


pressure is on... 





... Capitol 30004 
and 6000# forged 
Steel couplings 


for all high-pressure installations 


Full couplings and half couplings 
are available from stock for 
prompt shipment in all sizes 


from 14” through 4”. 


Manufactured to ASTM Speci- 
A.105 


fications 


ORDER EVERY TYPE 
OF COUPLING FROM 





COUPLINGS — NIPPLES — UNIONS — 
BUSHINGS — PLUGS — REDUCERS — 
CAPS——CAPADAPTERS—WELL SUPPLIES 
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now. .. STANDARD 


TONGS ... you can 
sell from stock 





TABLE OF DIMENSIONS 
Heppenstail’s Standard Sate-T- Tongs 


Max. Tong shipping 
Capacity A B Cc D E F Weight 
30008 18 23 4 2 19 1 50¢ 


5000¢ (25 31Y% 5 37%" 23%" | 6 110¢ 





HEPPENSTALL SAFE-T-TONGS 
for quicker, safer, lower cost 
materials handling 


These standard tongs are ideal for mate- 
rials handling jobs in: DIE SHOPS; 
MACHINE SHOPS; FORGING 
SHOPS; METAL PRODUCING 
PLANTS; WAREHOUSES; STOCK 
ROOMS; PRODUCTION LINES. 
They handle metal—either hot or cold. 


WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 
Advertised in leading trade magazines 


<> Heppenstall 


.. . tongs for every lifting problem 
NEW BRIGHTON, PENNSYLVANIA 


268 


| Department Store Sales Again Break Record 





-™ Yearly Averages } Monthly Averages | : oa 
(Left hand scale) ‘ (Right hand scole ) 
1947-49= 100 ( New Series, adjusted for seasonal voriotion) 
Source: Federal Reserve System. Based on somple reports from approximotely 
1001500 stores which ore estimated to account for 87% of all deportment store soles 128 


| nd | 


/\ 
wl 


25} 110 
oLLLitilisiictistitiil L Li Lit Liios 
935 940 1945 1950 1955 954 955 1956 
National Researci jureau 

Consumer spending continues at record heights with department store sales setting 
in all-time mark for the second year in a row. Economists have warned that tight 
money and a surfeit of goods may slow the pace of buying, but if there’s any con- 
umer resistance it hasn't shown up yet in cash register tallies. Meantime consumer 
goods industries. have to operate full tilt to meet the demand, and the industrial 
distributors who service them continue to chalk up more sales 


16 Distributors Attend SPS Factory Course 





Distributor representatives from nine firms graduated from recent Standard Pressed 
Steel Co.’s factory course on its Hallowell products 


I'wo-day factory course held by Chicago; Stuart M. Jackson, Wil 
Standard Pressed Stee] Co. on its liams & Wilson, Ltd., Toronto, 
Canada; Theodore Stilson, Syracuse 
Supply Co., Syracuse, N. Y.; 
Thomas D. Hahn, Heinrich Seibold 
Stationery Co., Rochester, N. Y.; 
Class Members and Henry B. Kirk, Standard 
Pressed Steel. 

Seated, from left are: John M. 
Kollig, Metal Product Sales; Donald 
H. Graham and Frank J. Ferguson, 
Green-Penny Co.; Marvin R. Borne, 
Penny Co., Los Angeles; Robert $. The Borne Co.; Jack V. Robinson, 
Johnson, Green-Penny, Oakland, Barrett-Christie; Norman Gropp, 
Cal.; Thomas L. Ruberg, The Borne Williams & Wilson; and Sam T. 
Co., Covington, Ky.; Raymond A. Alton, Storage Equipment Co., Inc., 
Rushton, Jr., Barrett-Christie Co., Dallas. 


Hallowell steel shop equipment and 
shelving products was attended by 
16 distributor representatives 


Shown standing are (from left) 
Robert J. Suter, Herr & Co., Inc., 
Lancaster, Pa.; James C. Tyler, 
Metal Product Sales, Kalamazoo, 
Mich.; Paul G. Canton, Green 
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Recently-opened branch of James McGraw, Inc., Richmond, Va., at Front Royal, Va., 


is on the main truck route 


James McGraw, Inc., Richmond, 
Va. industrial supply and equipment 
firm, opened a branch in Front 
Royal, Va., recently. Since Front 
Royal is north of Richmond, the 
move reverses the trend of Rich 
mond distributors who have gen- 
erally expanded south and westward. 

The new building which houses 
the branch contains about 8,000 
sq. ft. and is stocked with most of 
the major lines that the parent firm 
has carried in Richmond for many 
years. New lines will be added to 
the branch and stocks will be pat- 
terned after the requirements of the 
territory. 


The branch serves a_ territory 


which includes northern Virginia, 
parts of West Virginia and Mary- 
land. Front Royal is in the center 
of a network of limestone quarries 
and cement plants and is the hub 
of one of the largest commercial 
fruit growing sections of the 
country. 

Direct teletype service connects 
branch with Richmond office. 


Hardesty Heads Branch 


Charles Hardesty, formerly assist 
ant purchasing agent in Richmond, 
is branch manager and Neal Con 
yers, formerly assistant sales man 
ager in Richmond, is the sales 
representative. 


Southwestern Distributors Meet in Mexico 





The 13th annual meeting of the Southwestern Wholesale Distributors Association 
was held at Guaymas, Sonora, Mexico. Shown are: C. E. Gollwitzer, Pratt-Gilbert 


Hardware Co., 


Phoenix, Ariz., chairman program committee; John O’Malley, Jr., 


Mallco Distributors, Phoenix, senior director and co-chairman; Thomas J. Harris, 
director of cargo sales, American Airlines, keynote speaker; and Elbert R. Gilbert, 
Pratt-Gilbert, junior director and co-chairman. 
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what's a 


BROACH 
saw blade? 


When your customer asks 
you how the Broach tooth saw 
blade differs from a Standard 
tooth, here's a simple 
explanation 

Basically, there are just tw« 
types of metal-cutting blades 
— either the teeth are all the 
same size (standard tooth) 
or the teeth vary in size 
throughout the blade ( Broach 
tooth ) 

The name BROACH was 
adopted because the gradu 
ated teeth of this saw fol 
lowed each other in succes 
sively larger size, acting like 
the edges of a broaching tool 
We found that this variety 
in tooth size (illustrated most 
clearly in the Repeater Broach 
blade at the left) produces a 
supremely important advan 
tage: a continuously changing 
angle of entry by the teeth 
into the material being cut 

Instead of the hacking 
head-on jabs of standard 
same-size, same-angle-of 
entry teeth, the BROACH 
teeth deliver a smooth gen 
erating cutting action. This 
reduction to a minimum of 
metal-on-metal resistance 1s 
vital to all cutting efficiency 
but it is especially valuable 
in cutting the harder and 
tougher alloys so widely used 
in modern meta! fabrication 

Sterling and Super-Sterling 
hold exclusive patents to the 
whole line of BROACH hack 
and band saw blades, but our 
large production (we have 
just built a bigger plant 
enables you to sell profitably 
these premium blades at 
prices your customers have 
been paying for standard 
blades. A real selling edge for 
salesmen in today’s market 

Write me today for you 
free copy of BROACH 
catalog No. 56! 


LelLmonof Cans. 


Vice-President Sale 
DIAMOND SAW WORKS, INC. 
Chaffee, N. Y. 
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A powerful blend of quick-acting, super- 
penetrating solvents, not to be confused 
with ordinary penetrating oils. Harmless 
to all metals. Frees parts frozen by rust, 
corrosion, scale, paint, varnish, carbon, 


We 










“WHEREVER PRESSURE-TIGHT CONNECTIONS ARE REQUIRED...” 


TITE-SEAL 


GASKET AND JOINT 


SEALING COMPOUND 


Heat-proof, vibration-proof, non-solvent, non- 
shrinking, non-crumbling, non-cracking . 
for every gasketing and sealing requirement. 
Makes all assemblies leak-proof and pressure- 
tight. Prevents rust, corrosion and seizure of 
joints. 


RADIATOR SPECIALTY CO., Charlotte, N. C. (Dept. 4 ) 


In Canada: Radiator Specialty Co., Ltd., Toronto - 














SALES TIP 


NO. 4 
for Profitable 
Selling 

























7 fo ; 
OF oles at ( stroke 


When you tell or show a prospect how he can save 
time and money by tapping up to 8 holes—in any 
hole pattern—in one stroke of his drill press 
you've got a customer! The MULTI-TAPPER 
brings the same universal application and flexi- 
bility to tapping that the MULTI-DRILL does 
to drilling. That adds up to economy for your 
customer... and a sale for you. 


FEATURES THAT MAKE PROSPECTS BUY: 


@ AUTOMATIC TAP REVERSAL 


@ SIMULTANEOUSLY HANDLES DIFFERENT 
TAP SIZES AND PITCHES 


@ FITS ANY DRILL PRESS 
@ PRECISE DEPTH CONTROL 


@ FOR AUTOMATIC OR SEMI-AUTOMATIC 
OPERATION 

Write for Commander's Full Line 

Catolog describing 7 other tools. 


L*ommanader MiG. CO. 








4217 W. KINZIE STREET e CHICAGO 24, ILLINOIS 
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BILLING is prime responsibility of 


Dolores Ann Kanclerz who also handk 
phone calls and miscellaneous inside 
office duties at Schober Tool Co.. D 
troit. 





Ohio Distributor 
Adds Salesman 


EK. W. Smith Machinery Co., 
Columbus, Ohio, has added Bill 
Yates to its outside sales force 

With the company for five years 
before World War II, he has been 
an outside salesman for a meat 
packing firm in Columbus for the 
past several years. He previously 
worked in E. W. Smith's pricing 


department. 











ADVERTISING AWARD - from 
Cleveland Advertising Club for Davey 
Compressor Co.'s 1955-56 advertising 
program brings smiles to J. T. Myers 
left), vice president, and Paul H. 
Davey, president. 
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Starrett 


precision ground 


FLAT STOCK 
and DIE STOCK 


You can measure the popularity of Starrett Precision Ground Flat TIE IN SALES OF OTHER 
Stock and Die Stock by the constant demand for additional sizes. 
, STARRETT PRODUCTS 


With over 1000 sizes now available in four types, your opportu- 


nities to sell this profitable, fast-moving, expendable item have Every sale of Starrett Precision Ground 
been multiplied. Die and Flat Stock is a chance to sell 
As always, the name Starrett guarantees utmost reliability in Starrett Precision Measuring Tools, 
quality, dimensional accuracy, uniform working and hardening Metal Cutting Band Saws and the new 
characteristics and precision finish. And with the powerful back- ; & 

: P P Starrett KLEENSCRIBE Layout Die 


ing of Starrett sales, advertising and merchandising support, you 
are in the best possible position to cash in on an item that is a 
natural money maker for you. 









ACCO 


products 


5 Reasons Why 
YOU MAKE MORE MONEY) cs R-Pe6 VALVES 


A COMPLETE LINE 


The R-P&C line is complete—enables you to bid on, and get, a 
big share of all the valve business in your territory. 


R-P&C makes gate, globe, angle and check valves in all stand- 
ard materials—including bronze, iron and steel—in a wide variety 
of sizes and pressure classes. A complete line of cast steel fit- 
tings and numerous specialties such as asbestos-packed cocks, 
bar stock valves, Lubrotite gate valves—all add to your profit 


possibilities. 
EASY TO SELL 


For over 86 years R-P&C has been building a reputation for quality 
and service among valve users. Their preference for R-P&C valves 
makes your selling job easier, enables you to close sales faster. 


ENGINEERING HELP 


R-P&C’s staff of sales engineers gives distributors technical 
assistance on major projects—helps you sell the big orders. 


SALES AIDS 


R-P&C gives you a roster of sales aids unsurpassed in the valve 
industry—an extensive advertising schedule in industrial publi- 
cations, complete up-to-date catalogs, wall charts and other 
“‘giveaway’’ items, a quarterly house organ, valve selector slide 
rules—all these increase the selling push behind R-P&C. 


EASY TO STOCK AND SHIP 


R-P&C’s unit packaging system keeps your stocks neat and cuts 
down your handling time and costs. 








Learn more about the bigger profits to be made with the R-PsC line. 
Write today to our Reading, Pa., office for details. 


R-PzC Valve Division 


- AMERICAN CHAIN & CABLE Better 





Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Value 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn. 








